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Savory Oil Co. makes full 

use of the flexibility of 

Brodie Meter mounting and 
extensions—for an efficient 
new safe-loading arrangement 


...Just a Breeze for BRODIE BiRotor METERS! 


Moving petroleum products from a nearby pipe- 
line to outlets and consumers is a big, all-weather 
job at Savory Oil Company in Vestal, New York. 
An annual volume of over 10 million gallons — gas- 
oline, heating oil, and kerosene — means that this 
aggressive jobber gets fast, efficient operation from 
all five of the Brodie BiRotor Meters at the load- 
ing rack the year ’round. There’s no need to baby 
a BiRotor Meter — it can be used to full 


RALPH N. BRODIE COMPANY 


San Leandro, California, U.S.A. 

CABLE ADDRESS: ‘‘BRODICO" 

MT. VERNON, N.Y., 550 So. Columbus Ave. 

DALLAS 7, TEXAS, 167 Parkhouse St 


SEATTLE 9, WASH., 221-9th Ave. N 
CHICAGO OFFICE: 1227 Circle Ave., Forest Park, Ill 
LOS ANGELES 22, CALIF., 5401 Sheila Street 


capacity at all times. 

These line-supported Brodie Meters are located 
beneath the rack to keep working areas clear. 
Extensions put the Brodimatic Printing Counters 
up where they can be used by operators above snow 
or slush. If you need experienced aid in weather- 
ing tough metering conditions — why not talk to 
the Brodie Metering Specialist — as near as your 


rated phone! 904 


REPRESENTATIVES WwitThH STOCKS AND SERVICE FACILITIES IN ALL PRIaCIPAtL SCerryres 





HOW SUNDSTRAND FUEL UNITS BACK UP YOUR BURNERS 


Strong, 
silent type 


The familar profile of the Sundstrand Fuel Unit won't 
ever decorate a movie theater, but oil burner men know 
the Sundstrand’s record of quiet heroism through long, 
cold winters. Strong, silent oil delivery designed into the 
almost frictionless Rota-Roll pumping element easily 
works on and on for years—full speed, without the slight- 
est strain, practically without maintenance Sundstrand's 
larger, more efficient antihum diaphragm eliminates all 
tank hum, and the hydraulically balanced, nonpulsing 
Sundstrand valve assures quiet. steady oil pressure at the 
nozzle. Make sure your burners keep performing, season 
atter season as specified == (3 S¢ Sundstrand firig in 


fuel units 


SUNDSTRAND 


HYDRAULIC DIVISION 


of Sundstrand Machine Tool Co., 2210 Harrison Ave., Rockford, Iil_—Eastern Sales Office: 89 Summit Ave., 
Summit, N. J. Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand 
Hydraulic AB Stockholm; in France by R. S. Stokvis, et Fils, S.A., 20-22 Rue Des Petits-Hotels. 


SUNDSTRAND 
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TYPICAL SUN-RAY 
#4-#5 OIL BURNER INSTALLATION 


HOW ARD JOHNSON’S, Queens Blvd., New York City, 
another restaurant of the famous chain, installed a 
SUN-RAY #4-#5 Oil Burner. 

Reports from this replacement installation: Cleaner, 
quieter operation. Servicing — practically nil. Fuel and 
operating costs — way down. 

This experience is typical. It is being repeated in 
hundreds of commercial, industrial and institutional 
establishments throughout the world. 

\ sure way to satisfy customers and increase sales and 


profits is to install a SUN-RAY #4-#5 OIL BURNER. 


INSTALL A SUN-RAY +4-+5 OIL BURNER 


i—Easy to Install—Simple to Service. 
2—Automatic, Trouble-free Operation. 

3—Burns Low-Cost, Higher BTU #5 and #4 Oil. 
1—Clean—Quiet—Very High Efficiency. 

5—All Electric Ignition—No Gas Pilots. 

»—Will Also Burn #2 Oil. 

7—No Transfer Pump Required on Normal Jobs. 


Get the facts. Get the Sun-Ray sales story. 8—Approved for #5 and #4 Oil by U L and Other Authorities. 


SUN-RAY BURNER MANUFACTURING CORPORATION 


139-22 Queens Boulevard, Jamaica 35, New York 
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ART MAY BE REPRINTED WITHOUT WRITTEN PERMISSION Several teatures this month are concerned with tech 
PUBLISHED MONTHLY nical developments in oilheating. There's a report of 
Se ean able 4 sees aaa ae samumerte Ge: 2 wast new burner in John Schulz’ story beginning on page 64 
TH STREET. NEW YORK 36, N. Y. PHONE: MURRAY HILL 2-478¢ there’s a report of a research program being undertaken 
PUBLICATION OFFICE: 109 MARKET PLACE, BALTIMORE 2, MD. ESTAB 


LISHED 19 ENTERED AS SECOND CLASS MATTER AT THE POST OFFICE by Battelle Institute aimed at the devel: pment 
AT BALTIMORE MI 


of informa 
tion and techniques which will improve present oilburning 
quipment and find new uses for fueloil, A brief outlin 
ROBERT GRAY, Editi of the program, along with som pictures of the fine facih 
aging Editor John W. Schulz. Technical Edit ties at Battelle may he 
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seen on pages 30 and 5 
Bu r eer en ——— Assistant Edit: The technical development described in the article “How 
ry arrell, irculation trector . “s 1 
wean ER 1. D : to eliminate nozzle Coking” covers a technique worked 

G LUCK, Advertising recto @ E : 
ee Sheadie. Aiivertitas Mande out in the Socony Mobil Burner Laboratory, It consists 
Raymond, Eastern Advertising Manage of applying insulating-type cement to burner parts 


sur 
rtheimer, Advertising Production Manaye rounding the 


nozzle. How to do this and the results at 

tained are explained on page 745 

Pr eS ey Cover Picture: An au view of Seattle harbor, with 

Elliott Bay in the foreground. Another reminder of th 

Ps icsees Cite Si Oil-Heat Institute of America’s annual meeting 
Representative Don Harway there for April 28 to May ? Details of t 
Angeles 17, Cal. Phone: Hubbard 3-51- program are on pag 
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the one exclusive ap 

mes with oilheating. It’s 

s that we do have the safest fuel 

i very negative asset The pub 
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ourse the newspapers too 


S TEPPING INTO a countr 
raw cold night : 
: an item about an oilburne 
were impressed with " bout a burner 
which 1s nothing I ut a care 


Ther 
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glorious feeling of the warmt 
f reporting was the 


N. J., story 
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a glow and a sense of well-b 
just naturally made everything 
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a , to prove it wast! e 
stat was set at 72° and might PEOve H Wasn't sEUe, 


\ t was! ohn Schulz, our te 
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, was the with his 
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experience that feeling upon iux and Allen Johnson, 


. ; -() 
a gas heated home. Seriously. ( "9 OHI; 
National 


be that such families are always 
tle concerned with what figur 
will find on the little postcard th 
time it pops in. It’s such a dem ee 
card pay promptly ete ith 
penalty, or they can shut it some 
perated, 
b Times 
conducted in five markets by Oilh in th 
ing Market Reports it was | : t Han 
that the characteristic of any heatins vias An 80-year-old man was 
feet into the air 1, believe 


there's a sort of an “or else” feel 


In the consumer interview 


ut i gas expl S1 


plant or fuel that appeals most str : 
ly to the general public is “Comt asi le de aries 
Elementary, isn’t it, but that’s wha n into the yard, held out his 
they think of first. Next in o1 help break the fall 
interest were convenience, cl 1 was unhurt ex 

1d economy. Comfort is first 


We have a lot of fine grouy he public 


tising programs running 1n major mar by such 


kets over the country How about giv forget 
ing some thought to placing a major 
Hi vA ibout 


building a public image of fueloil 


the comfortable fuel 


emphasis on comfort? 


‘ for 
You can afford to use enough oil t 


Eee run 
he really comfortable. You've got that 


big tank in the basement, and wi 
the wind howls on a bitter nig! 
can enjoy the snug feeling thi 
on the premises you have barre 
comfort t keep flowing at any 
you want. It’s a happy concept 


6 


Naturally, it’s a delightful country 
with lots of mountains and water and 
tall timber. There’s salmon fishing and 
almost any sport or recreation you can 
name for your spare hours, But t 
justify your expense account you want 
to learn new things about the industry 
for your own business. You'll find 
plenty of that, too 

The boys have put together a fine 
Management program as they always 


do But 


meeting and 


more than that, you'll be 
swapping experiences 
with oilheating and fueloil men who 
do a lot of things differently from the 
Eastern companies 

They have more sheer confidence in 
their ability as a group than you will 
find in most places. For example, in 
the major cities they set their own 
margins. For a long time they have 
sold at their own price levels because 
some figured they needed more margin 

They have the largest cooperative 
ad campaign on a broad scale; they 
put the most into it per gallon. Now 
they are working out a plan for sub 
sidizing builder installations 

There's very little spot market; al 
most everything is branded, more of 
ten than not with exclusive territory 
franchises. They have an unusual va 
riety of summer activities 

Most of them live well, partly b 


ause the average fueloil mpany 1s 


irger. Theyre sports-minded, a result 
; country. Bob 
Elmslie, who runs the local OHI, shoots 


of the nature of the 


par golf. Mose Vining bought an old 
farm on a duck flyway within 20 miles 
of Seattle. 


mansion full of orchids. Cliff Arntson 


Fred Griffin has a young 


raises cattle on cutover farms that he 
stripped for firewood. Jim Yeomans 
drags a boat on a trailer for the best 
fishing. Gail Grifhn collects 


trucks 


( ld fire 


You see what I mean? Now mayb 
you ll decide to go, for what little it 
costs to get out of town for a week 
From the East Coast, if you use the 
economy flights you can go round-trip 
in a few hours for well under $250 


Then all you gotta do is sleep and eat 


“A 





BEFORE YOU DECIDE ON ANY TIGHT-FILL 
SYSTEM it will pay you to read these facts... 


Fuel Oil Delivery efficiency, and your profit, are dependent upon the proper relationship 








( THE HUMAN ELEMENT 
| THE MECHANICAL EQUIPMENT UTILIZED 


OF TWO FACTORS: 


The aim of the Scully Signal Company is to DECREASE the burden on the driver 
and INCREASE the work done by the Mechanical Equipment. 


WE RECOMMEND THREE STEPS: 


] that you make sure ALL your inside tanks are equipped with the VENTALARM® 
Signal. At the start of filling, the driver should hear the VENTALARM Signal whistle, 
or stop filling immediately. The sound of the whistle assures that the tank is receiving 
oil properly and that the vent is clear. Since the incorporation of screens in the vent 
cap are in conflict with NFPA No. 31, Section 320, the protected resonance chamber, 
an exclusive feature of the VENTALARM Signal, is of great importance. No bugs, 
scale, or foreign matter which can interfere with the whistle can enter the resonance 








chamber. 


“Fill only while the whistle blows” 


that you install the UNIFIL System, the culmination of twenty years’ experience with 
tight connections. The UNIFIL Connector on your nozzle and a UNIFIL Adaptor 
on every fill pipe makes every connection identical. The driver does not even carry 
tools. The nozzle connector incorporates a means for locking and unlocking the cap, 
which can be tightened to prevent tampering by children. The identification disc on 
the cap prevents misdeliveries and is an advertising medium. The cap is an all- 
weather cap and is designed to open readily under any adverse weather conditions. 
The UNIFIL System, even without increasing pumping speeds, repays its cost every 
heating season. 


Once you are equipped with the VENTALARM Signal and the UNIFIL System, you 
can secure additional benefits by adjustments to your present truck equipment, or by 
the purchase of new truck equipment. 


| 


S are in these folders 


at eeoosm 


rome oer rer 
UNIFIL System of tight connections is : : VENTALARM Signal safety and 
described, including various adaptors for = speed features are described. 
making all fill pipe entries same size. 

















Hundreds of thousands of installations of the UNIFIL System, in conjunction with the VENTALARM Signal, are 
now DECREASING the burdens of the drivers and INCREASING the profits of the oil companies. From no other 


source can you get all of the advantages of these Scully-developed products and systems. That is also a fact 


SCULLY SIGNAL COMPANY 


178 Green Street e Melrose 768, Massacnusetts 


IN CANADA: E. S. Gallagher Sales, Ltd. — 10 Hafis Road, Toronto, Ontario 
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by Jim Collins 

WASHINGTON-—The oil imports 
troversy is tar from settled 
the apparent calm with which tl 
mandatory program has been acc¢ 
by the Industry and foreign countr 
particularly Venezuela 

New England senators and 
gressmen are particularly upset 
restrictions on imports of heavy 
oil, and are building towards an 
fight with the President and his 
committee on this issue 

The new mandatory prog 
restrict imports of cruck 
products-——not counting residu 
to “about” 99% of dk 
East of the Rockies, and will hol 
ports of residual fuel oil to 1957's | 


ds fuel 


Military imports of products, lik 
fuel, also will be cut back to the k 
which prevailed in 1957 (about 35,00/ 
barrels daily) 

On the West Coast, imports will bx 
reduced to the level needed to fill the 
gap between crude supplies availabk 


domestically and 


refinery requ! 
ments. Initially, this is set at al 
200,000 barrels daily 


Imports of residual fuel 


been pegged at about 400,000 barrels 
daily for the April-June period (not 


uunting supplies brought in to bond 


tor export). Imports of this product 
and all other finished oils, will be 


limited to those who were actual 


porters in 1957, Government officials 


acknowk dge that this may be discrim 
natory and the rules may be chang: 


later on 
Venezuela Aims at Stability 


The immediate reaction from \ 
zuela to mandatory controls on | 
Imports was surprisingly mild 
officials in that country said tl 
were interested more 


the oil production 


sumably at a higher price level) 
n increased output 
new Venezuelan government 
rs to be more willing to sit down 
liscuss with other governments in 
Western Hemisphere ways and 
ins to do this, as contrasted with 
brush-off they gave American off 
4 year ago, when a visit was made 
is to see if “prorationing” of 
lan production was possible, 
to prevent crude surpluses, 


h had brought on the “voluntary” 


Price ‘Surveillance’ Ordered 


provision in the Presi 
rdering manda 

fect was the direc 
ind Defens 
onstant sur 
whether 

ith the pri 

althy di 


Industry, fi President 
to have invited political at 


y time oil product prices should 


t “con 

even 

done indirectly 

government to 

tal domesti supplies, up 
it sees fit. by changing im 


With domesti 


under 


supplies 
ontrol by the pr 
especially Texas, the 


el of imports has now come 


deral control 
(YMahoney Plans Hearings 


Senator O'Mahoney. wil intré 
luced a bill recently to control oil im 


orts, plans to launch hearings soon 


ifter C ngress returns from tts Easter 


He maintains the Administra 
xecutive” program is unconstt 
representing an improper ex 
power 
loubtful that any bill control 
imports could pass Congress, 
ially the Hi use, his year or next 

O’Mahoney ca yr’ plenty of 

for the Industry his investi 

Undoubtedly, hi branch 
myriad of angles of 

ind foreign rations 


depletion 


Already, this tax provision is con 
ing under increasing attack in the Sen 
ate from consumer-state members whi 
are riled up at the prospect of higher 
oil prices 

The National Oil Jobber’s Council 
is also expected to attack the allow 


ance 
S-11 Bill May Move Fast 


Meanwhile, the jobbers have 
launched an attack on the bill by Sena 
tor Kefauver (D, Tennessee) that 
would strip down the “good faith” de 
fense to price discrimination charges 
under the Robinson-Patman Law——but 
the prospects for defeating the meas 
ure in this Congress are poor. For on 
thing, it is understood Senate Leader 
Johnson (D, Texas) has flashed 

green light” for pasage of the bill 
which many jobbers fear would fore 
major suppliers to go to direct distribu 
tion, rather than face the risk of pros 
cution for “discrimination” in varying 
their prices to purchasers 

However, Otis Ellis, NoyJC counse 
has suggested an amendment to the bil 
which would exempt from its terms 
iny person doing most of his business 
In One state, or in a few states if he is 
in a border area. Kefauver, chairmar 
of the antitrust subcommittee holding 
the hearings, seemed sympathetic t 
the idea 

Ellis also took occasion to warn that 
major suppliers must soon clean uy 
what he called a “stinking mess” o1 
sales to off-brand outlets and commer 
cial accounts at “cut-rate” prices witl 
which jobbers cannot compete. If they 
do not, then the jobbers will seek legis 
lative correction taking the Industry 
one more step down the road toware 


government regulation 


Gas Bill is Dead 


Rep. Harris (D, Arkansas) , sponsor 
of the bill to eliminate public-utility 
control of producers’ natural 
prices, has now tossed in the towel 
He pointed out, in a talk to a Federa 
Bar Association meeting here, that tl 
White House has not shown any su] 
port for the measure, which Harris 
considers a “must” if the bill is to have 
any change of passage. So, it is obvious 
now the bill is dead—for this year 


for a long time to com 
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Fecconsed Clyottty larger 


THRUSH WATER CIRCULATORS 


15 H or V—11/2" 
22 H or V—2"” 
2212 H or V—212" 
23 H or V—3” 


Four-bolt flanges 


Quiet, 
Efficient 
Circulation 


AT GREATER HEADS 


PERFORMANCE of the four larger Thrush 
Water Circulators has been greatly improved, giv- 
ing much higher heads as shown in the perform- 
ance chart at right. Time-tested Thrush Circula- 
tors are built on a design that has been giving 
dependable and efficient operation for more than 
thirty years. They are made in both vertical and 
horizontal types. Hi-head Thrush Water Circula- 


(Horizontal or Vertical) 





























Peto ae. aren. Se 


tors are also available in four sizes. With this wide 
choice, you can fit the Circulator to the job and be 
sure of the highest heating efficiency with the most 
economical installation cost. Remember, Thrush 
know-how gives you more Circulator for your 
money ... more capacity . . . more rugged con- 
and service-free performance for 


more years of continuous operation. 


struction ... 


See your wholesaler for more information or write Department C-4. 


H. a. THRUSH & COMPANY 


PERU, INDIANA 


eloil 





2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of March 15, 1959 


Tank Tank Tank Tank 
Ca Wagon Car Wagon 


Charleston, §. C 14.7 
Chicago o* r.1 
Detroit 59 
Cleveland 1° 15.6 
Minneapolis 6 
St. Louis 15 
Indianapolis 15 
Milwaukee 
Des Moines 
San Francisco 
Portland, Ore 
Seattle 
Spokane 
Los Angeles 


na 


land Me 11 ) 
Boston l 

Providence 11 
Hartford 11 

New Haven 11 
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~ 


J 


AMAA 
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| 

l 

l 

| 

yracusé 12 ] 
Albany ] 
New York 1] l 
Newark 11.2 l 
& l 

l 

i 

l 

l 


5 
5 


5 
5 
5 
5 
5 
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15 
14.3 
15 
15.2 


Philadelphia 
Baltimore 
gton, N. C 
W ashingtor 
Richmond 


80 


OF 
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t 
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Tank wagon prices shown are for maximum one-time delivery discounts 
* Delivered 


DEGREE DAY TABLE 


ONE MONTH ONLY SEASON TO DATE 
rt. PRICE TABLE this month ré February Percen Sept. thru Feb Percent 
flects no change in eastern mat ae 578 sick Change Normal 1958 1959 inan 
nd | 17 286 2 t Albany AP 5056 4853 
, , 12 3 Atlanta AP 2269 2695 
on the Pacific coast The tank car ; 3.1 Baltimore AP 3613 31477 
Lf T J Boston AP 3817 
112% 2 l ) Buffalo AP 4716 
in Minneapolis, St. Louis and In . 83 Charlotte NC AP 2870 2605 
053 1253 ) Chicago AP 4608 4816 
12 | Cincinnati CO 3860 3851 
20¢ in the tenk wagon price In each 1O19F 1 ) Cleveland AP 4330 4477 
) Dallas AP 2006 2044 
Denver AP 397 3932 4119 
the changes was an increased margin 1092 134] l t 5.1 Des Moines AP 7 §036 §02¢ 
» i 72 1173 Detroit AP 4582 4833 
On the West Coast tank car prices 1 | 2% / 2 Grand Rapids CO 3 5076 5269t 
are up .35¢ in Portland and Seattk y 11 1143 : Hartford AP 4475 4982 
+ . ~ ; = ) 1] I 5 T 2 Helena AP 588 5217 
30¢ in San Francisco; and .05¢ in 265 17 ? Houston AP 1367 
Spokane. The retailer or tank wagon ; : | Indianapolis AP 


) Kansas City AP 
price 1n each of those cities also went 244 130 37 2 Los Angeles CO 


kets, but several in the Midwest 


4a 
i) 


postings were down from .11¢ to .40¢ 


>rms 
nAn~I 
A~IW 


Oh“ ~I 
oo 


dianapolis while Minneapolis was off 


wu 


i) 


of these three markets the result of 


up in Seattle and Portland by 1041 23 7.1 Louisville AP 
7 . . 1346 1273 11.5 Milwaukee AP 5089 
O¢: sco Spol 12 ; , e0n9 
60¢; in San Francisco and Spokane 322 1334 Minneapolis AP 5862 
by .30¢. The margins were increased 4% 23 New Orleans CO 993 
04 35 9] ; New York CO 3670 
ren — . 125 1114 3 Omaha AP 4728 
the same in San Francise« : ‘ Philadelphia CO 3394 
‘ 2 +) Pittsburgh CO 3761 
The weather has been very od 8 1283 305 Portland. Me. AP 5367 
‘ P 5O4 4 », j Yre ) ORF 
the fueloil men east of th ock Portland, Ore. CC = 
) + 1063 +3 Providence AP 4339 
To the end of February, the wv i 0 6 Aa Roanoke, Va. AP 3194 
7 3 7.3 St. Louis CO 3478 


in three of the cities and 


ed average for the East Coast 


Salt Lake City AP 4358 

CYTE days 9 2% higher tnal | 42 3 San Francisco CO 1679 

] Sault Ste. Marie AP 6369 

2 3 Seattle CO 3037 

In the Midwest for the same period ( 3 1064 Toledo AP 4617 
: ) ) re Washington AP 3304 33 


r; and 6.0% greater than 


leg lays were 4.1% be ( 
year ind also 4.1% highet th nor Cit 


normal 


TAirport Office 


For the entire area East. of ndustry has reached a rate of Distillate Fueloils 
Rockies th eason. thre ugn F } 

PRIMARY STOCK 
demand Thousands of Barrels) 
East of Rockie 


hat disturbing 
28 was 7.7% colder than last 


& AC old ‘ ‘ ‘ 
4° colder than normal the new 


When we recognize that there v irne! iry ks, as shown 
3% more olburners operation it n ble, a in balance with East Coast 
is apparent that the heating oil d hose of a year ago showing how the op ee 
Gulf Coast 14,780 


mand this season is fully 10% above favorable burning season has worked 
last season East of the Rockies an off tl urplus that plagued the in Total 66,374 


J 


more than that on the East Coast y last summer American Petroleum Institut 
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DELCO MAKES THEM LIGHTER, SHORTER 


Delco’s oil burner motor is easier to 
install and totally enclosed for 
cleaner operation 


() nutacturers save on material, shipping and 


s when they use Delco’s oil burner motor in 
Here’s why. This motor is lighter, yet remains 
6 Frame size. Even with this weight reduction, 
trong and rugged, and has superior electrical 
characteristics 


r is shorter, too, and requires less installation 
it possible to build a more compact oil burner 
totally enclosed design, which includes end 


vent openings, results in a cleaner operating 


ind more are yours when you choose Delco 
ors for your product. Quality built for years 
service, Deleo will please your customers, 
stomer satisfaction means repeat business! 
lete story on how you can save with Delco oil 
contact your nearby Deleo Products Sales 
te to Deleo Products, Dayton. Ohio 


SLPERTOR ELECTRICAL 
PERFORMANCI Increased 
torques and efficiency give you 


more power for your money 


STREAMLINE DESIGN 
Deleo’s sleek exterior design 
will complement any modern 


oil burner installation 


STURDY CONSTRUCTION 

Main frame is of heavy -gage 
steel: end frames are one-piece 
aluminum die castings formed 
with structural ribs that give 
them amazing strength for their 
light weight 


LLTRA-OULTET OPERATION 

Precision rotor and bearing 
itlignment, and dynamic bal 
ance ofrotating parts contribute 


to a long, quiet motor life 


= 


*, DELCO 
MOTORS 


Thvision o 


(ERKMETI TOR ND CONTROLA 


GENERATO 








mplete residential cooling jobs 33,412 which compared with 40,182 
at the end of the previous year 
Oilheating Stocks. The end of Feb 
iry found oilheating dealers holding Tank Stocks. On February 28, oil 
ximately 64.484 domestic oil 





heating dealers were holding approxi 
ind oilfired units in stock com mately 21,875 customer oil tanks. This 
vith 60,799 a month earlier and showed little change from the end of 
65,546 a year earlier. The latest January with 21,565 but was well be 

cks were divided: Separate burners, low the previous year at 34,761. 
76; boiler-burner units, 10,962 By sizes the February tank stocks 
urner units, 19,346 were divided: 220-275 gal., 20,138 
stocks at the end of Decem sizes 350-675 gal., 1,194; and sizes 


latest available data) were 1,000 gal. and larger, 543 


Oilheating er 


‘ j 4 : j } 4 ry 
| ren ds DOMESTIC OILBURNERS & UNITS a \ 
DOMESTIC GAS BURNERS-===~ , 

ras r : 
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FE BRUARY INSTALLATIONS 

tic oilheating equipment 
~ - i J 

mated at 35,691 or 8% above 32.! *, i, 
i N] 


installed in the same month las 


. 
: 
’ 
4 
‘ 
‘ 
4} 
,] 
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The month's installations 
vided: New Homes. 11,427 


ments of old oilheating, 17,84¢ 





Conversions from other fuels 











For the first two months of th I ae ee a 958 
the total installations were appr 


mately 79,708 compared with Shipments of Oilburners and Units 


last year showing a 5% improv (Including Exports) 


3y types of applications m ; 

I y ty | es of ty] | lic ition the cw Adjusted to include manutacturers other than those reporting t 
1 ~ Or : ‘ . 6 ‘ 

division was New Homes, 25,973 com Census Bureau, Fuetom & Om Heat's estimates of shipments are 


pared with 29,660 last year; Replace 


ments of old oilheating, 33,904 against DECEMBER TWELVE MONTHS 
Percent Percent 
Change 1958 1957 Change 
from other fuels, this year 19,831 and eparate rners + 36.5 372.557 404.417 

last year, 20,562. Again we noti ee eee : 13.9 47,409 60,491 


; + 71.4 152,446 138,947 
that the replacement activity 1s pt! 1 Dx 40,051 + 42.7 572.412 603.855 


last year’s 25,516; and Conversions 


- 4° mmerci 2 5 R 5 A996 > 2 
viding equipment sales with stimulus 5 6,225 42.598 
while new homes and conversions arte 2.83 1.10 } 608.637 647.453 
both below last year 





Oilheating dealers in February 





approximately 1,144 direct: fired oil 


1947-49=100. ||| | 
iter heaters using mechanical burn 


They also installed an estimate: 





Minimum Retail Prices: 
Key Dealers 


TT rt) | | | | Lebale bad ab al@'Sbededededudateune 
Feb Avg a Avs la. ps ters tt | Saeeur see TTT] 
Separate Burners $318 } ; ae a bh VERSO RRRRRERAEGEE 

Boiler Burners 729 7 =n 


Furnace Burners 598 








Price Index: Separate Burners 
1947-49 is 100°, 





WHOLESALE 





February I5 9 Six months a 
January 945 Vea: 











RETAIL 
February 





January 
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UST Feleased : 


TudkWay __ FC oil burner for OEM’s 


Here’s the first and only completely integrated oil burner for your residential 
furnace or boiler package. No larger than the basic “F’’ Model Burner, Nu-Way’s 
new FC Burner, firing 0.50 to 4.50 g.p.h., can be completely factory-wired because 
primary safety relay and flame detector are in the burner. No longer do you 

have to ask the installer to complete, properly assemble and wire the burner 

and its safety components in the field. And Nu-Way will “tailor” this 

burner to the performance standards you’ve set for your units. 

Write Dept. FO-459 for details .. . NOW! 


completely 
integrated 
components! 


Primary safety relay and flame detector 
mounted in the burner 4G 


Flame detector feels the flame fr 


at the flame 


Safety no longer dependent 
on remote stack element 


Responds faster to burner igni- 
tion and flame failure 


Costly B-X wiring streamlined 
Simplified in-plant wiring for OEM's 


Simplified wiring if burner installed in the field 


CORPORATION 


Heating Equipment Rock Island, Illinois 


ALSO ASK US ABOUT Sundsttand ALL-ELECTRIC BURNERS 

















How are fueloil men doing in the Battle 


to prevent failures of customers’ Tanks? 


if HAS BEEN three years 
asked our reporting dealers to tell 


us how they were working out on tank 


SINC. 


replacements or repairs. The last study 
of this problem was published in the 
March, 1956 


During the year 1958, the 


issue 

tueloil 
and oilheating companies had 9.4 tank 
failures per thousand in use. They re 

placed with new tanks 5.5 per thou 
sand, and repaired 3.9 tanks per thou 


This 


terioration from three years ago when 


sand shows considerable d 


the total tank failures were runnu 


ik 


7.7 per thousand and of those 5.7 wer 
being replaced and 2.0 were repaired 


In general, however, the present 
experience might be considered mor 
typical than three years ago wl! 
seemed to be an extra good | 
Looking back several years, we see tl 
in 1952. tank failures were runnin 
ten per thousand; and in 1948 
were 14 per thousand 

In each study we find New Eng 
land tanks giving the most troubk 
The total failures for New England 


14.2 tanks thousand of 


were per 
which 9.7 were replaced and 4.5 wer 
paired. Some New England towns 


not permit the repair of a tank 


but require complete — rep! 


wh there Is leakaye 

The table shows the number of tanks 
per thousand that were repaired and 
replaced in the 


various parts Or the 


country last year: 


Tank Failures 
(per thousand in use) 


TANKS 
REPLACED  REPAIRE 
1958 1955 1958 1955 
New England 9.7 7.8 4.5 3.2 
Mid-Atlantic 36 6.3 5.7 2.2 
Midwest 4.6 3.9 0.7 1.1 
Pacific Northwest 9.9 3.7 3.1 1.9 
ALL SECTIONS 5.9 PY | 3.9 
14 


Wher 275 gallon tank is replaced 
v¢ harge to the 


$77. Ther 


customer is 
s quite a geographic varia 

The New England aver 
ige is highest at $90; and the Midwest 


tion n this 


lowest at $58. One individual com 
pany in the Midwest charges $40 
Naturally there is some variation 


based on the weight of the tank. Al 
most all of those in New England are 
12 gauge. Mid-Atlantic has quite a 
mixt with 30% 10 gauge: 48% 
12 gauge: and 22% 14 gauge. In the 
Midwest 45% are 12 gauge and 55% 
I 4 gauge. In the Pacific North 
west. 80% are 14 gauge and the bal 
yauge 
To get st comparison based on 


weight of tanks we'll use only the Mid 


1 bec 


Atlantic are ause of its significant 
variet nd its somewhat uniform la 
bor costs. For 12-gauge tanks the aver 
y ile price is $84. For gaug 
tanks they are getting $111. The big 
change shows up in the 14-gauge va 
riety being replaced at $63 

Next we asked the group if their 
annual service contracts cover tank re 
pair or replacement if necessary. In 
New England, 26% do; in the Mid 
Atlant 22% include them; and in 
ther tions of the country there ts 
no appreciable coverage on this point 
In New England. service contracts 
ver $29 charge and the Mid-At 


lantic averages $27 

Rust inhibitors are being used by 
about 60% of the reporting dealers 
Basing 


tomers ol 


this on total number of cus 
ill dealers, the figures indi 
cate that 62% of all customer tanks 
had chemical treatment for rust dur 
ing 1958. This is a good showing con 
sidering that this type of 


nly five or six years old 


treatment 1s 


We find that 37% of the oil com 
panies make a charge to the customer 
for this rust inhibitor, and the charge 
ranges all the way from $1 to $5. Most 
of them charge $2 or $3. On the other 
hand 63% of the companies make no 
charge which is highlighted by the 
Pacific Northwest where none of the 
reporting companies charge for the 
chemical 

We next asked the group what 1s 
the principal method they used in re 
pairing a tank and we gave them three 
choices on which to vote and then 
asked them to describe other methods 
Just under half make the repair with 
a saddle strapping on the outside. A 
few more than a quarter of them apply 
a cement or plastic to the inside and 
another quarter uses one of a variety 
of plugs 

New 


tank Bottoms 


Among those who use other meth 
ods the most popular by far was weld 
ing a new bottom on the tank. Next 
in popularity was a magnetic patch 
then in order came stone liners and 
finally a glass armor on the outsick 
of the tank 

The charge to the customer showed 
a wide variation according to what 
was done. For example where a new 
tank the 


charge was $27. For a magnetic patch, 


bottom was welded to a 
the average was $7, but the majority 
of companies made no charge for this 
For stone lining, they charged on the 
average $36. For the glass armor out 
For 


a saddle strapping the average charge 


side the charge was typically $45 


was $14. By and large the dealers ex 
pect these tank repairs to last eight 
years, although some types are est! 
mated at 20 years and others as low 


Th se 


rangements would be a plug or mag: 


as two years short lived ar 
netic patch in most instances 

Our final question had to do with 
bottom outlets versus end outlets on 


tanks. New 


13% bottom outlets and 87% 


— 
275 gal 


England uses 
end out 
notice that this does not refer t 
use, but 
1958 


lets: 
total rather new 


Mid-At 


lantic reporting companies are putting 


tanks in 
tanks installed in In 
in 32% bottom outlets and 78% end 
outlets. The Midwest is quite differ 
find 66% with bottom 


ent: here we 


April 


1959 
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Seven years, millions of retail gallons... 





“never a truck meter out of service!” 


Florida fuel oil dealer cites unfairl- 
ing performance of A. O. Smith 
meters, credits them with helping 
serve 38% more customers per day 
with resultant cuts in cost per gal- 
lon delivered. 


Alt Ow (etomers in 


DEANE 
‘BUEL GDL ¢6 


> ey 


























Johnson's home delivery fuel truck features dual meters — 
one for a line feeding out of the right side, one in rear for a 
left side line. Drivers can make deliveries from either side 

of the truck without turning around, backing up or entering 
driveways. Seventeen of the Company's trucks are equipped 
with dual meters. 





Mr. L. A. Johnson of the L. A. Johnson Fuel 
Company, Orlando, Fla., says, ‘Millions of 
retail gallons have been accurately measured 
by our Smith meters and we have never had 
one truck out of service due to a meter 
break-down!” 
Mr. Johnson also lauds the way A. O. Smith 
worked with his organization to come up 
with a twin metering system on their trucks 
(see diagram). “After 7 years’ operation,” 
he adds, ‘‘we’ve upped gallonage per truck 
.. cut delivery cost per gallon... serve 38° 
more customers daily ...and reduced acci 
dent losses by 52°;! Our dual service equip 
ment has made single meter trucks as old 
fashioned as the horse-drawn oil truck!” 
This case is typical of the way A. O. Smith 
works with its customers to develop ways and 
means to solve specific problems. Contact 
your representative or write direct. 


1 
AO.Smith 


io - ? © 8.2 2 & oe 


Smith- &__._ Division 


Factories: 5715 Smithway 
Offices: Atlanta 5, Ga.; Chi 


Thrvag 





Angeles 22, Calif.; Erie, Pa. 
ago 3, IN.; Houston 2, Texas 
Los Angeles 22, Calif.; New York 17, N. Y. Oakland 21, Calif.; 
Tulsa, Okla. Canada: Toronto 12, Vancouver 1 
A. 0. Smith INTERNATIONAL S. A., Milwaukee 1, Wisconsin, U.S.A, 
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VALVES 
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No. 1175 





No ordinary group of valves, 
these OPW Check Valves have 
been specifically designed, 
ground and lapped for gaso 

line service. They are 100% 
tested to effectively and relia- 
bly do a particular job. . . hold 
prime. 

These are but a few of OPW’s 
prime holders. Write for new 
Bulletin F-24 for full descrip- 

tion of these and other types. 











OPW CORPORATION 


2723 COLERAIN AVE., CINCINNATI 25, OHIO 


VALVES @ FITTINGS © ASSEMBLIES 
for handling hazardous liquids 


16 


i¢ ‘ ‘ } >» 
4° nd u t tne Pa 


( t shows 85% bottom outlets 


country 


we find 43% of the new 
- th bottom outlets and 57% 


Midwest seems to follow more 


probably because the manu 


Comments from Dealers 


Comments on tank replacement 
I r ar the fire departments re 
t iking tank must be re 


fore another delivery can be 


ull fin lepartments had this 
ild | sing to the 
Q)ur practi f put 

l bitor ir wit! 
I l t ng ra 


I 1 tif S 

5 t I ss than 
tton tank s mess 
rrupted for 

Our tank leaking 
I season 
] t t anti-rust 

| I ig ol 

| T I 1 thi t t 
ustr n creat ustomer 
tior some way, t major 
chemists should find a 

revent t e Tallut 

W i\ | Ver rortunat ft 

witl parafhn bas 
r tank rep! nts are new 
we hav 1 any of 
talled tank k in 15 
We are impr 1 with 

H new tank patch.” . . 


W re going to 


We'r nterested in what's avail 

tect them against future 

me fuels ar t ibout 

tanks ther (Any 

f urer want tl lealer’s 
I t itor.) 

feeling that f leak 

k T t a On 

fueloils W nly 

i m, pla i tanks 

repl ment r nev talla 


buying another tank 


doing them at our cost, 


A leaking tank usually means that 


a customer goes to gas rather than 


‘The prob 


lem is handled more satisfactorily by 


ustomers ap 


preciate the gesture; this ts also a time 


when we are vulnerable to the gas 


ompany. 


Oilheating Permits 


FEB 2 MONTHS 
1959 O58 59 
0 Albany, N. Y . 
12 Baltimore, Md 5 
55 Bridgeport, Con 7 84 
2 Columbus, O 2 2 
43 Detroit, Mich 58 7 
14 Elizabeth, N. J 2) 5 
10 Freeport N. Y 1Y ? 
Hartford, Conr 1( 
6 Irvington, N. | 8 ) 
15 Meriden, Contr 6? 43 
17 Milwaukee, Wis 43 42 
Minneapolis, Mir 44 
) Montclair, N. ] 6 7 
4 Morristown, N. J ; ¢ 
30 Mt. Vernon, N. ¥ 3 63 
sU Newark, N. J 47 338 
40 New Bedford, Mas 22 7K 
16 New Haven, Contr 29 7 
ee New Rochelle, N. Y 21 
327 Brooklyn-Queens 55 7 
M’hattan, Bronx, Rchd 
33. Norfolk, Va +1 6I 
5 Omaha, Neb s 11 
2 Orange, N. | =) 4 
3. Passaic, N. J 4 6 
10 Paterson, N. J 5 7 
120 Philadelphia Pa.* 7 d 
44 Portland, Me 79 5 
70 Portland, Ore 245 26 
3 Poughkeepsie, N. Y | 
14 Providence, R. I 70 82 
44 Richmond. Va 63 16 
50 Roanoke Va 32 Y 
31 Rochester, N. Y 4 5( 


, 
2 Rockville Centre, N.Y 4 
20 Salem, Mass 34 


62 St. Louis, Mi 2 15 

7 St. Paul, Mint 18 14 

6 Schenectady, N. Y 12 a) 

10 Spokane, Was 8 21 

37 Springfield Mass 30 82 

16 Stamford. Conr 5 28 

23 Washington, D. (¢ 68 14 

S White Plains, N. Y 23 Ld 

10 Wilmington, Del 28 41 

41 Worcester, Mass 14 2 

3 Yonkers, N. Y. 13 6 

Total 17 ey eS 

Pe t CI 2.7 

Permits are not total sales in each mat 
ket ce none are reported from suburt 

ireas, which normally account for 20% to 

60% of total sales in each market; nor are 


ey an accurate index where enforcement 
lax. Rightly used, however, they are a 
>¥1)] 

useful working index 


Courtesy of “Philadelphia Inquirer.” 





Formula 
for 
Success 


e 
STROPOLITAN PET! 


resto i 





Retailers supplied by Met-Pet 
enjoy two d ;:tinct advantages: 





1 Met-Pet resources assure a dependable supply of top quality fuels coupled with reserve 
tankage and rapid marine transport facilities to safeguard and expedite the constant flow 
of refined products. 


2 With over 60 supply depots where Met-Pet fuels are available to the retailer, the resultant 
savings with shorter hauls, lower distribution costs, and prompt service, are clearly evident. 


This ever-expanding pattern covering the New York Metropolitan market has proved itself to 
established customers through whose combined efforts Met-Pet offers prompt and efficient service. 
A telephone call to one of the main district plants will outline the additional advantages of joining 
this experienced team. 


3 ca al 


“A MAJOR INDEPENDENT" Wholesale Only 


i eSaceeyrey 


re 


ITAN PETROLEUM 
CORPORATION 


Executive Office: 514 Kinderkamack Road, Oradell, N. J. 
MUrray Hill 2-O667 


TERRE 








Sized right, made right — 


Meter Register 


Cs St mr SDOM 
sovg. 72° & air eliminator 


Quantity 
LefeTaldgel| 


Micro Adjustment 





T-70 Rotocycle Meter 
(70 gpm capacity) 


COMPACT— COMPLETE— CONVENIENT 





to fit right into your trucks 


NEW ROCKWELL ‘‘T-70”’ 
ROJOCYVCLE TANK TRUCK METER 


(Rate of flow 14-70 gpm) 


VSTALLS MOST ANY WAY — ANYWHERE 


No tank truck meter is easier to install than 
the new Rockwell ‘“T-70.”’ There are three 
optional inlets, two optional outlets. And you 
can make either a right-hand or left-hand 
setting without using any extra parts. Thus 
these new compact meters will ease right into 
your truck compartments and fit right, both 
as new installations or as replacements. 

Accessibility is another big feature in this 
design. The strainer and air eliminator are 
enclosed in a single housing. Both are ac- 
cessible for routine cleaning by removing 
only four cap screws. 

Trouble-free, shockproof, automatic shut- 
off is insured by a new smooth-closing system. 
Just pre-set the register, touch a lever and 
the meter will automatically shut down in 
easy stages when the desired quantity has 
been reached. 

The meter itself is an accurate, reliable 
Rotocycle with performance now further en- 
hanced by a new crank-type rotor control. 
It’s easy to calibrate only a screwdriver 
is required. 

The Rotocycle ‘“T-70” truck meter unit 
has been field tested for over three years. 
It’s ready now to go to work profitably for 
you. Write for bulletin OG-410, Rockwell 
Manufacturing Company, Pittsburgh 8, Pa. 


A 


NEW ROTOR DESIGN IS SIMPLE, STURDY. HAS 
FEWER PARTS AND IS PERMANENTLY TIMED 


The rotor in this aew Rotocycle meter is controlled 
by a simple coordinated linkage. This new design 
does not alter the proved Rotocycle ‘‘floward”’ op- 
erating principle. It does enhance performance by 
providing the advantages of fewer parts, permanent 
timing and quiet operation. 


ROTOCYCLE METERS 


another fine product by @ 


ROCKWELL 








‘A000’ SERIES 
BOILER 


Names in the News 
FOR RESIDENCES 


Bill Klein has been named manage 
of sales promotion and advertising 
A, W. Cash 
Valve Manufac 
turing Corp., De 

atur, Ill. Previ 
usly, Klein had 
heen sales engi 
neer for Taco 
Heaters and was 
ilso a sales engi 
neer for the Fed 
ral Boiler Co. in northern New 
y and Staten Island 





‘he company recently )point 


WRITE TODAY FOR 
FULL INFORMATION e 


the following companies factory rep 
resentatives for Cash-Acme automat 
valves in the following areas: Sales 
Engineers Ltd., Paramount, Calif., 11 
Southern California, Nevada and Ari 


zona, serving original equipment man 


The “all new” Fitzgibbons residential steel boiler—the first boiler de 
signed and offered under the new Table 3, Rating Code of the Steel 


Boiler Institute. 


: ; ufacturers and James A. Riordan ( 
@ Four sizes cover the widest range in residential heating for steam and : 

. of Los Angeles, serving wholesalers 
forced hot watcr heating systems as boilers or as oil-fired boiler-burner " 
: ind the trade in the same area; als 


G. Robert Parker Co., Denver, in New 
Mexico and El Paso county in Texas 


units. 

@New compactness permits smaller models that are easier to handle and 
service without any sacrifice of the A.S.M.E. Code quality features 
inherent in all Fitzgibbons Boilers. In-line controls, low stack connec Ford Stoddard, president of Stod 
tions, and easy front access permit fast, economical installation and dard lndusteics, has assumed the du 
simple maintenance. ties of general manager in the com 
pany’s Chicago office. Robert M. Stod 
year ‘round supply for today’s modern kitchen, laundry and bath Aud 


@ Larger “tankless’’ domestic hot water coils provide instantaneous, 


. who formerly directed the man 


y 2 . : o 4 ¢ R . “1 
through the famous Fitzgibbons ‘Tanksaver ufacture and sales of Dust-magnet fil 


@A green baked enamel “hammer-tone’’ finished, functional, heavy 


ters, will devote his time to administra 


steel jacket provides an attractive appearance in any home and fully tive and manufacturing duties at the 


Stoddard-Quirk Manufacturing Ci 
@ And all this at a price that only modern manufacturing methods and factory in Clarendon, Ark. All sales 


encloses the glass fiber insulated boiler. 
volume production can achieve. 


activities of Stoddard Industries will 
be handled by Ford Stoddard and his 


THE assistant. Gene O'Sullivan 


[ee aeti-j-fe) tk =fe}| LE R George Gilfeather has been ay 
fone). tay: bh Aa. | om pointed district sales representative for 


orthern California and Nevada for 
New York Sales and Executive Office: 101 Park Avenue, New York 17, N.Y. - = Re r ons a4 I : z ‘ 
Field Sales Office and Plant: Oswego, New York aes arate a. eee 
BRANCHES AND REPRESENTATIVES IN PRINCIPAL CITIES Mass. His office will be in San Frat 


Cc1set 


April 
1959 





The NEW 


METALBESTOS 
CHIMNEY 


is the FIRST truly 
ALL-FUEL CHIMNEY... 


The Metalbestos Chimney is designed for use with every fuel... 
efficiently removes all combustion products released by oil, gas, coal, 
wood and domestic incinerators. 


Stainless Steel inner Pipe 


Galvanized 
Steel 
Outer Pipe 


insulating 
Mineral Fiber 


SEND TODAY FOR COMPLETE INFORMATION ON THE NEW 
METALBESTOS CHIMNEY... modern, economical answer to the complete 
removal of all combustion products. Write Dept. CC-4 


Stocked by principal distributors ii 

in major cities. Factory ware- M FTALB . ST0 S 

houses in Akron, Atlanta, Chicago, DIVISION 
Dallas, Des Moines, Los Angeles, . WILLIAM WALLACE COMPANY » BELMONT, CALIF 
New Orleans, Woodbridge, N. J. bal 


eloil 











ONLY THE 


VENTALARM 


Whistling Tank Fill Signal, 
the signal that revolution- 
ized fuel oil delivery, 

gives you all of this... 


CONFIDENCE — proved by literally millions 
of VENTALARM Signal installations. 


PROTECTED RESONANCE CHAMBER — keeps 
bugs, scale and foreign matter out of the 
whistle. Eliminates expensive repeated 
maintenance. NFPA Standards of May, 
1957, state “Vent Caps shall not employ 
screens.” 


EASY INSTALLATION — for new or old burner 
installations. Model LC for old tanks, 
Models LA and L for new tanks. 


LOW COST — pays for itself in the first 
five deliveries. 





“Fill only 


while the 
whistle biows”’ 





Literature and prices are available. Write now to 


SCULLY 
SIGNAL 


COMPANY 


176 GREEN STREET, MELROSE 76, MASS 


IN CANADA: E. 5S. Gallagher Sales, Ltd., 
10 Hafis Road, Toronte, Ontario 


The term "'VENTALARM"” is a registered 
trademark and is applicable solely to liquid 
level indicators, manufactured by the Scully 


Signal Company. 
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. . « Names in the News 


Charles 


ipp nted 


Callanan, Jr., has been 


water heater 


manager of 


products, Plumb 


ing and Heating 

Division, Ameri 

an Standard, 

New York. Hi 

replaces Clyde H 

Wilkinson, wh« 

Wa recently 

mad cting 

pI ident of the Calianan 

Airconditioning Division, Callanan 
been with American-Standard 
199] 

W. |. McAlister, ]r., Hamilton 
Ontar has been appointed exclusive 
Canadian representative of General 
Automatic Products Corp., Baltimore, 


Henry J. Struth, Dallas petroleum 
sultant, has been retained by the 
American Petroleum Institute to un 
dertake a special investigation of sta 
of the 
industry. He 


tistical information production 


branch of th will work 

tly with Fred Van Covern, direc 

Ap! Department of Statistics, and 

th a subcommittee of API's commit 

n petroleum statistics headed by 

N. G. Dumbros, Ohio Oil Co., Find 
() 


Charles A. Ault, III 
nted Seattle, Wash., district man 
ser for OPW Corp., Cincinnati, O 
Michael | 


s be en ap 


Madden has been named 

tl ompany’s Los Angeles district 
ger 

John L. Austin has been named sales 


Clay 


was formerly vice 


nanager, Gem Forming, Inc., 
Sebring. O. He 
president of Keagler-Austin Co., Pitts 
and was also associated with 
Robinson Clay Products, Akron, O 
His hobby, flying, fits his territory, for 
will b 
Canad 


burgh, 


covering the 48 states and 


Lester A 
Powermaster product manager, Orr & 
He had 
previously been Eastern District man 
Haddonfield, 
and has been with the 
1946 


Roethe has been made 


Sembower, Inc., Reading, Pa 


ger operating out of 


N. J 


company 





Kendall Fisk has been named north 
ern Illinois representative, Taco Heat 
ers, Inc., Cranston, R. I. His headquar 
ters will be in Glenview, IIL. 


E. F. McGee has been named man 
ager of the Sacramento Marketing Di 
vision, Shell Oil Co., New York. Other 
new division managers include: J. S 
Hoppock, Minneapolis, Fr. 
Staub, Chicago. They will succeed 
H. H. Bailey, Sacramento; R. T. Sei 
del, Minneapolis; and H. J, Under 


wood, Chicago 


and 


all retiring June 3 


Fred W. Wieslander has been madi 
manager of distributor sales, Petroleun 
The Wayne 
Pump Co., Division of Symington 
Wayne Corp., Salisbury, Md. He will 


be in charge of sales relations wit} 


Equipment _ Division, 


distributors from coast to coast. 


Frank W. Welling has been electex 
president, Commercial Filters 
Corp., Melrose, Mass. He will hav: 


broad responsibility for the adminis 


vice 


tration of the company and sales ot 
its products which include a wide v: 


riety of industrial filtration equipment 


John C. Rose has been promoted t 
merchandise manager, residential heat 
ing and cooling Equipment, York D 
vision, Borg-Warner Corp., York, P: 
Other company promotions includ 
S. H. Chandler, merchandise manage 
refrigeration and ice equipment; an 
Walter A. Kirchoff, Jr., 


manager, room airconditioners 


merchandise 


John Thibo has been appointed ad 
vertising manager, Viking Air Prod 
ucts, Cleveland, Ohio. He has worked 
for Cleveland firms in the graphic arts 
field for the past 13 years, The firn 
manufactures residential furnace blow 
ers, humidifiers and filters and is ar 
operating division of National-U. S 


Radiator Corp., Johnstown, Pa 


Julius S. Seiy, 75, president and 
treasurer of the Lake Shore Oil C 
Cudahy, Wis., 
a former president of the Wisconsin 
Petroleum Association and the Wis 


consin State Fire Chiefs’ Association 
He is survived by his wife and thre« 


died recently. He was 


sons 


April 


1959 





Mobilheat 
Has More of Everything... 








\\ 


Including Customers! 


More of what it takes... that’s what Mobilheat has! 
More customer satisfaction built into it' More 


progressive ... and aggressive . . . selling power behind 
it! And for the final proof . . . more customers! 


If you want to build your business around the fuel oil 
M bal that leads the field in every way, call your 
& Mobilheat representative ... and talk business! 


Mobilheat ... America's most popular fuel oil brand 





MOBIL OIL COMPANY —A Division of Socony Mobil Oil ¢ 


ompany, In 
Afhliated Companies: MAGNOLIA PETROLEUM COMPANY, GENERAL PFTROLEUM CORPORATION 


a ~ 








The Dynamic New YAJILLIAMSON 



































GASAVER AND OILSAVER UNITS 


e Patented two-stage fuel input e Outdoor and 
indoor thermostats e 20 year Guaranty Gas 
or Oil 


DELUXE AND SUPER SERIES UNITS 


e AGA Seal of approval on gas units e 20 year 
guaranty Gas or Oil e Hi-Boy, Lo-Boy and 
Counter-Flow styles 


NEW SPECIAL SERIES UNITS 


e Factory assembled and wired e Factory tested 

for perfect operation e 10 year guaranty e Inter 
amp changeable for use with gas or oil e Hi-Boy, Lo-Boy 
Flalem@eltlahe-tea ale) m0 al-t-) 





AIR CONDITIONING UNITS 


2, 2%, 3, 4, 5, 7%, 10 H.P. units e Duct Coil, 
i=dt-Jale lon Mune, Wan O10) | Ma lelahdelale-| mi t- lam @.e)|m-lalem @elat-re)|- 
styles e Aircooled e 5 year warranty 





. NEW AIR CONDITIONING UNITS 


ia Oo lalel-1i¢-Mame-1-1) eeovelale-llal-rem-lale Mim Oe lasley-lallelaMae-t0 70-1) 


COMPLETE LINE OF SEAL-TITE 
DUCT, PIPE & FITTINGS for heating 
Elale Merete) iial-m-liamelt-jaaielehalelal 


ore), 101," 1 mdse) lengli), | 


Koy) Mote leale)(-3¢-m-laleme-1-424a-t-1-])',-mroelal-10leal-1 am elaelaslen 





\ifelalolae)-4¢-laamiameal—mlalelel-1¢g aaran-y-|(-1-0r-] (0 f-maia-lellon 
e TV and newspaper advertising, and a complete 
‘ EyS-tela daal-1a) ce) mid-1-mih¢-1e-heela-melalr-limelcelel soi e-e 





Lo-Boy Mode! 
with Air Conditioning 





(Ofelelald-taualel, miele | -1| 






CONDAIRE 
Self-Contained Cooling Unit 
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Seal-Tite* Line Offers You Everything! 


AIR a an pe seca nee 


























t 
- } 
ie 
bd a 
: - 
UOllsaver r 
Gasaver Lo-Boy Deluxe Oil Lo-Boy 
(Double Unit) 
ito* 
Seal-Tite® is an 
' “a exclusive WILLIAMSON 
} ' j design which insures a dust 
) idr-4ah ror] e)al-tae-Tale Mele) daalele (1 ' 
| =x everything but low-cost com ' 
i i fo) a amr- Tale mmeii-t-Talllal-t-+-mn comm dal -) 
alelaal-1¢), 21 -1@mm A-t-16-@-lal-t-le mie 
| ; eye appeal and decorator 
rol -S-1)-4al- To mm comme) (-jalomslalcomr-lahy 
we color scheme 
| 
4 ) 
} 4 : 
é 4 aes ! tT ain 
| 3 Ps at | " hot. ; ¥ 
| Seis : 
| . a : DeLuxe 
| rt ; P or Supe 
1 i | _— Gas | 
Hi-Boy j 4 a2 
j * te 
| pe 
i Son st ; 
ae a | THE WILLIAMSON COMPANY 
3312-0-4 Madison Road « Cincinnati 9, Ohio 
Gentlemen: 
Please send me information on the following: 
; : (_] Heating Equipment [] Cooling Equipment 
oO Duct, Pipe and Fittings 
ee Name____ ___Title 
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ee 


LOI) folelelae Vigieeleli-te 
(Ofelalel tart te 


Duct Console 
\Ofeleliia) -Mmeralii 
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HYDROLO 


New 








HYDROLO MODELS AVAILABLE 
MODEL 800 
92,500 BTUH NET 
MODEL 802 
138,750 BTUH NET 
MODEL 804 
169 000 BTUH NET 











a year ago — Proven today. This neat, little Hydrolo 
has been heating homes in some of the most frigid parts of 
the Nation — in Alaska, too. The 


And small wonder. Just look at these advantages 
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Greater efficiency 
ALL the heat is extracted in the water jackets WITHOUT a bulky 
inefficient combustion chamber 


Lower initial cost 
Simplified construction and smaller overall size minimize construction 
costs 


Lower maintenance costs 
The water-backed metal is a full '« in. thick twice as thick as most 
boilers — meaning longer, trouble-free service 


Lower fuel costs 
Hot gases MUST pass within '2 inch of heat-absorbing surfaces, so less 
heat goes up the chimney 


Completely water jacketed 
Water surrounds the flame on all sides —and on the bottom. This 
means MORE heat absorbtion —and a cooler exterior. Now even 


WOOD FLOORS are SAFE 


A space saver 
The Model 800 stands only 29 in. low and higher output models are 
only slightly larger 


All models of the Hydrolo Series are A.S.M.E. constructed 


Try it . . . prove to yourself that like all good things, 


COMFORT comes in small packages. 


MANUFACTURING 


1209 W. Alta Rd. 
Peoria, Mlinois 


Hydrolo has proven itself 





Sales Division, Box 583 
indianapolis, Indiona 


National Fueloil Council 
approves first 16 Programs 


THE FIRST 16 programs for coop 
erative oil heat advertising submitted 
to the directors of the National 
Fueloil Council, Inc., during 1959 
have all been approved up to March 
10, the date of the last Board meeting 
The combined investment in these 16 
campaigns will be $815,763. Half of 
this sum will be supplied by local fuel 
oil marketing groups and the other 
half by oil refiners, primarily major 
oil companies. 

The largest campaign submitted was 
from Boston, where the total invest 
ment in 1959 is expected to be $264, 
328, based on current cash and 
pledges. The 16 campaigns approved 
and their 1959 investments are as 
follows: 

Approved Campaigns 

Better Home Heat Council, Boston, 

$264,328 

Oil Heat Council of Western Mass., 

Springfield, $12,310 

Berkshire Oil Heat Council, Pitts 

field, Mass., $15,296 

Better Home Heat Council, Stam 

ford, Conn., $31,952 

Better Home Heat Council, Bridge 

port, Conn., $22,340 

Better Home Heat Council. Dan 

bury, Conn.. $13,220 

Oil Heat Institute of Long Island, 

$93,742 

Oil Heat Institute of Westchester 

(N. Y.), $85,814 

Oil Heat Council of New Jersey, 

$65,804 

Delaware Valley Fuel Dealers 

Assn., $22,396 

Oil Heat Association of Maryland, 

$78,612 

Oil Heat Insitute of Greater Wash 

ington, D. C., $19,656* 

Spartanburg, S. C., Fuel Oil Deal 

ers Assn., $6,348 

East Carolina Oil Heat Council, 


$30,856 

Oil Heat Institute of Indianapolis, 
$24,426 

Oil Heat Institute of St. Louis, 
$28,663 


*Preliminary figure, will be increased 
April 
1959 











Hydroe-Fia PRODUCTS 
THE WORLD’S MOST COMPLETE LINE OF 
HYDRONIC* EQUIPMENT 











Compression 
Tank 


Fio-Control 
Valve 





B&G Monoflo Fittings 





B&G Indirect Water Heaters 





Reducing 
Vaive 











* Hydronics: 
The sclence of 
heating and 
cooling with 
water. 





B&G Compression Tanks 





The B&G emblem has become known as 
a symbol of quality...a natural result of 
continuous effort to improve product and 
service. 

B&G Hydro-Flo Products for hydronic 
systems measure up completely to the 
B&G Flo Controls standards by which every intelligent 
dealer judges the equipment he recom- 
mends and sells, namely, good product, 
adequate service facilities, manufacturing 
responsibility and consumer acceptance! 





A circulated water system, for heating 
and cooling, when equipped with B&G 
Hydro-Flo Products throughout, offers all 
the advantages of a completely integrated 
installation of highest quality equipment, 
carrying a single manufacturer’s guaran- 
tee. 





B&G Condensing Units 


oa | 
a iC BELL & GOSSETT 


c O M P A N 


Dept. FR-7. Morton Grove, Illinois 





B&G Airtrol Systems : , 
Canadian Licensee: S. A. Armstrong Ltd., 1400 O’ Conaor Drive, Toronto 16, Ontario 
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the 
nozzle 


THE 
GREEN ! 
BOX 


It’s the Delavan Type 


‘Ww 


Takes the guesswork out of nozzle selection 


Dealers everywhere are stocking and 
installing more and more Delavan Type 
“W”" Nozzles. No need to worry about 


hollow or solid cone in the small burners 


50 through 1.35 GPH) where perform 
ance is most critical. You replace either 
pattern with the Delavan Type “W Phe 
industry's only all purpose nozzk and 


remember 


“W Pe Nozzk s under 


DEL 


Iype 1.00 


WEST DES MOINES, IOWA 
From the wo 
Canadian Representative: Ontor Limited, 12 Leswyn Road 
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GPH are 
filters 


furnished with 


it no extra cost 


how 


improved fires on most jobs 

Delavan’s exclusive 
inothe1 
popularity 


bi-metal construc 


tion 1s for its 


reason 
Br SS body 


metering parts conduct heat away from 
the nozzle faster after burner shutdown, 
reduce clogging varnish and residue 
build tps 
Be sure you install the premium nozzle 
Delavan Type “W" Nozzles in the 
vreen box Irv an assortment toclay 


AM 
Jt anidfaclé ung C anghany. 


P. O. Box 608, Station L, Toront 10, Ontario 





sintered 


Wazing 
and stainless steel 


Canada 
April 
1959 


Executive staff Additions 
made by Sinclair Oil Corp. 
EXECI 


TIVE Oil 


Corp. and its principal manufacturing 
I 


STAFFS of Sinclair 
ind marketing subsidiary, Sinclair Re 
fining Co., were added to recently a 
cording to an announcement by P. C 
Spencer, chairman of the board 
Marc F. Braeckel, formerly director 
marketing and executive vice presi 
dent, has been elected chairman of the 
board of Sinclair Refining. Louis W 
Leath has been named vice president 
of the parent corporation and Leo J 
Hoar has been elected vice president 


ind director of marketing of the re 
fining company 
The 36-state mark ting area of the 


refining company has been realigned 


BF Mac kenzie, 


formerly eastern division manager, has 


into three regions 


been named vice president and eastern 
regional sales manager with headquar 
ters in New York 

Western regional sales manager 1s 
Bassett 


now E, J (formerly south 


eastern regional manager) who will 
have his headquarters in Kansas City 
He was also elected vice president 
Sales manager for the central re 
gional district with headquarters in 
Chicago is W. D. Cross, 


dent of the company 


vice presi 


Big Burner Shipments begin 
Year poorly, reports Ox 


JANUARY shipments of commercial 
industrial oilburning equipment began 
the year with a total of 1,213 burners 
compared to 1,708 in January, 1958, 
according to the Market Research De 
partment, Oil-Heat Institute of Amer 
ica, Inc., New York 
The breakdown as to size and type 


f equipment for January is as follows 


Oil- Gas-Oil B 
burners burners 
HORIZONTAL ROTARIES 
Over 2/ to 8 2 12 
Over 8 to 30 17( 25 
Over 30 to 100 192 34 
Over 100 25 14 
TOTAL SHIPMENTS 410 845 
UN BURNERS 
Over 5 to 30 ae 7 
Over 30 6? 
TOTAL SHIPMENTS 639 i 
MECHANICAL ATOMIZIN(¢ 
40 and over 
TrOTAI ALI TYPES 5, 16] 








y gel 


makes contented customers 


---and heaithier profits! 


“Getting my Chrysler residential air condi 

> tioning franchise was one of the smartest 
decisions Ive made. Why? Because I sell 

more ... and make more on what I sell. Customer 
acceptance is high: Climate by Chrysler features a 
completely automatic system that actually purthes the 
air while it cools. And profits are high: Since I'm 
selling the most versatile line in the industry, T can 


depend on getting the best combination for any job 


“My folks didn’t have to be sold on Chrysler 

¢ air conditioning .. . once they heard about 

its special features. The Climate-Minder 

Control makes every day like Spring. And Chrysler's 
exclusive electrostatic air purifying system keeps out 


home free of dust, smoke, and air borne perins. ; 


“Installing Chrysler central air conditioning 
is a service man’s dream. It’s about the 
fastest, easiest system to hook up of any 
I've seen. Easy to service, too. Though with Chrysler - 
reputation for long-term dependability and quality 


in-warranty service calls are a rarity.” 


The Chrysler Story has a happy ending for everyone: 
contractor, owner. and service man. Why not have 


your local Chrysler Distributor tell it to vou? 


a 
a sar 

+ 

t 


> HRYS LER 


AIRTEMP 






Airtemp Division, Chrysler Corporation, Dept. K-49, Dayton 1, Ohio 
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HOT DEALS 


Protected territories available to distrib 


HOT PRICES 


Priced competitively to provide sales and 


HOT MARKETS 


Compact line of oil or gas units to reach 


HOT PRODUCTS 


Boilers and furnaces skillfully designed 


utors and dealers interested in profitable 


adequate profit for York-Heat dealers 


Pioneer oud Speanbists ww Automatic Heat 


Teli citiiie lemme lle Mmiliul-mohedilee 


YORK-SHIPLEY, Inc. 


to meet market needs 


Boilers to 600 Hp. — Furnaces to 5 Million B.t.u.h. 


YORK, PENNSYLVANIA 


Convention Program set 
for Out's Seattle Gathering 
NVENTION of 
Ame rica, 
Hotel, 


, 
through 


Institut f 
the Olymp: 
April 28 

he first 


time that 


group has 
and chair 

izeaux. OF national 
Distribu 
G. Elmslie, 

Oil Hea 
il that a most 


has bee 


the Institut 
man 


Institute of 


sium, a 
sium and 

In ad 
f Wash 


dinner 


neetings of 
including 
n Tuesday, 
closed 


rt essful 
1 in the 


i] dealers 


symp 

hnical Di 

lerated by 
Oil Co 


pics pre 


zzles in the 


elavan Mfg 


Additives and 


In lustry 


HUVUUAEEUUONAEERUOOANEOUUOEREDOODREDOOGEEOOOOUROUAOOEREOUNOOEOOOOOOOEAEOOER 
Oil-Heat Institute of America 
37th Annual Convention 
April 28 to May 2, 1959 
OLYMPIC HOTEL, SEATTLE, WASH. 


April 28 
10:00 A.M. Distribution Division 
Board of Directors and 
Annual Meeting 
Manufacturer and 
sory Divisions 
Meeting 
Technical Division Annual 
Meeting 
2:00 P.M. Retiring OHI Board 
2:30 P.M. Oil-Heat Institute of Amer- 
ica Annual Meeting 
1:00 P.M. New OHI Board of Direc- 
tors Meeting (First Ses- 
sion, closed) 
6:00 P.M. OHI Executive Committee 
Dinner Meeting 


Acces- 
Annual 


ipril 29 

9:30 A.M. New OHI Board of Direc- 
tors Meeting (Second 
Session, closed) 

10:00 A.M. West Coast Regional Ad- 
visory Committee 

6:00 P.M. Old Timers’ Club of the 
Oil Burner Industry 


Jamboree 


ipril 30 
9:00 A.M. Technical 
posium 
10:00 A.M. Oil Heat Institute’ of 
Washington Annual 
Meeting 
Pacific OHI Golf 
Tournament, Inglewood 
Country Club, Kenmore, 
Wash. 
6:00 P.M. Cocktail hour, dinner and 
dancing, Inglewood 
Country Club, Kenmore, 


Wash. 


Division Sym- 


12 Noon Coast 


May 1 
9:00 A.M. Distribution Division Deal- 
er Management Clinic 
10:00 A.M. Manufacturer and Acces- 
sory Commercial-Indus- 
trial Sections Meeting 
12 Noon Kiana 
Bainbridge Is- 


Ladies Luncheon, 
Lodge, 
land 

1:30 P.M. Ladies Cruise, Seattle Har- 

bor and vicinity 

1:15 P.M. Annual OHI Convention 

Luncheon 

Speaker: B. W. Pickard, 
Standard Oil Co. of 
California. “Heating 
Oils and Competition.” 

Toastmaster: Al Loucks, 
Home Fuel Oil Co., 
Salem, Ore. 

3:30 P.M. Commercial - Industrial 

Symposium (by invita- 

tion only) 


May 2 

9:00 A.M. Distribution Division Deal- 
er Management Clinic 

6:30 P.M. Cocktail party and OHI of 
Washington Annual 


Banquet 
9:00 P.M. Entertainment 


HUNDUEVONENUAEUOEUOETOEUAEONEUODUOEUODUODUEDUO OOOO EOE TEPER POO E dE TTT aR 
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trial Sections, will have Larry Sibley, 
Combustion Control Div., as mod- 
‘rator. There will be presentations 
ind discussions covering two subjects: 
Pacific Coast Oils by Lou Mittle- 
man, Tidewater Refinery Corp. 
Commercial - Industrial Equipment 
for burning Pacific Coast 
Oils by Ray Plass, Ray Oil Burner. 
The tw 
complete details were listed on page 
ol of our March 1959 issue 


been arranged to be of direct interest 


necessary 
» dealer management clinics 
have 


to all who attend the convention. On 
ich day there are to be panels of 
fueloil dealers from the East, the Mid- 
vest and the West Coast, each mem- 
ver Of which will talk about an oil- 


eating topic. In some cases these sub 


ts will Ly 


common to all dealers, 
ut in other cases the speaker will be 
lescribing how his individual company 
ertain problem or aspect of 


business peculiar to his locality 


The Oil-Heat Institute has arranged 


| convention train from 
rk to Seattle, with stops at 
North Philadelphia, Harris 
rg, Pittsburgh and Chicago. The Old 
Timers’ Club of the Oilburner Indus 
inging for a special plane 
go to Seattle. Those inter 
ntact Charles Bendix at 

, Chicago 36, IIl 
illy, the Old Timers’ Club 
ve a Jamboree on April 29, 


809 Elizabeth St 


ls to come from National 
Bendix 

ind convention luncheon 

in the grand ballroom of 

Hotel on Friday, May | 

is to be B. W Pickard, 

nt, marketing operations, 

of California, with 

Heating Oils and Competition” as 


who want to make hotel 

ns, send your request to the 

Housing Chairman, Oil Heat Institute 
Washington, 400 Dexter Ave.. 
Seattle 9, Wash. And to make it easy 
n yourself, send a check for $24.00 
On! of Washington to cover 
registration for the two dealer 
nferences, the Techni 

mposium, the luncheon 

Add another $10 if you 

rt in the golf tourna 


on April 30. 


wer-dance 


KEEPS A TIGHT GRIP ON THE 
PROFIT END 
OF YOUR BUSINESS! 


SAVES TIME! SAVES OVERHEAD! 
SAVES MONEY! 


More profit for Fuel Oi! Dealers with the 
new Johnson Fil-Quik System! Locks iight! 


Filis Quick! Saves dollars! 


Takes a big cut out of overhead by reducing 
labor and trucking costs, by economizing on 
equipment, by saving hours of time every 


day. 


Made by the manufacturers of internationally 
famous Johnson Fuel Demand Meters, FIL- 
QUIK is the new, dependable, simple, safe 
and profitable way to fill fuel oil tanks 


QUICKER 


Mail cupon below fo. free booklet 
“The Fil-Quik way to more profits in 


Fuel Oil.” 


olunon 


io FIL-QUIK SYSTEMS 
DIVISION OF OAKLEY and OLDFIELD 
Home Heating Specialists for over 50 Years 


329 S. Pitcher St., Kalamazoo, Michigan 


MAIL THIS COUPON TODAY 


FOR FREE BOOKLET “THE FIL-QUIK 
WAY TO MORE PROFITS IN FUEL OIL” 


“THE FIL-QUIK WAY 
TO MORE PROFITS 
IN FUEL OIL" 


SEND FOR 
FREE 
BOOKLET 
TODAY! 


JOHNSON FIL-QUIK DIVISION 
DEPT. H-4 

329 S. PITCHER ST. 
KALAMAZOO, MICH. 


Gentlemen: 

Please send copy of “THE Fil- 
OUIK WAY to More Profits in Fuel 
Oil” to: 

COMPANY 
STREET ADDRESS 


CITY AND STATE 


ATTENTION OF 





EVER-TITE 
Standard Adapter 
and Coupler 


EVER-TITE 


-the best quality i 
QUICK COUPLINGS 


You save time and 
money when you use 
Ever-Tite Couplings 
because they speed-up 
deliveries, prevent 
leakage, and save 
wear on equipment. 
Tightness is pre- 
determined in manu- 
facture by positive 
gasket compression. 
There are no sliding 
rings—no springs, 
ball bearings, snaps 
or lugs to fit. You 
just slip the coupler 
over the adapter, and 
close the handles. 


EVER-TITE 
Adapter and 
Coupler 


If you want to get 
the most in coupling 
value get Ever-Tite. 
The Ever-Tite Trade- 
mark is a hallmark 

of dependability 

in fittings for the 
petroleum industry— 
proved by 18 years 
of pre-eminence. Ask 
your distributor now. 
EVER-TITE COUPLING CO. INC. 


254 West 54th Street 
New York 19, N. Y. 


EVER-TITE 
Shank Hose 
Coupling 


Dust Cap 
EVER-TITE Dust Protectors 
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Fueloil is selected to heat 
Portland shopping Center 


GIGANTIC Lloyd Center, a $30,000,000 
pping center in Portland. Ore.. will 
heated by oil, and it probably will 
the largest individual user of heat 

il in the area 


The Center's low pressure units 


comfort in the 1,250,000 


will supply 
feet of buildings. The heating 
will b 
tf the Meier & Frank department store 
Btus 


Our oilheating plant will be large 


squar, 
located in the lower level 
ind W ill pr duce 50.0 1) OOO 
to heat a business district serv 
a Li yd 
“All types of 
g fuel were analyzed and it was 


it oil would be the most 


ity of 50,000 persons,” 


ering official said 


nd safest.” 


Leonard Gassner, executive secretary 
of the Oil Heat Institute of Oregon 
He listed in this group: the $6,000,00' 
Exposition and Recreation center, the 
new International Airport; Portland 
State College; Southeast Portland hig! 
school: Oregon Museum of Science 


Atlantic acquires Stock 
of Major Petroleum Co. 


THE ATLANTIC Refining Co., Philadel 
phia, has acquired the outstanding 
stocks of the companies comprising the 
Major Petroleum Co 

Major has operated in the Philadel 
phia area for 25 years and is engage« 
primarily in the sale of heating oils 
In addition to providing burner serv 
ice to its retail accounts, it also sells 
and installs oilburning equipment. It 


will be operated as a sul sidiary 








Tank 


Insurance 


\NTON FUEL OIL CO.,. IN¢ 


Haverhill. Mass 


Haverhill Fuel Oil Dealers 
ociation found that several of 
members reported losing cus 
fueloil 


seemed 


to gas when the 
to leak. It 

this unexpected expenditurs 
money was just the push need 
1 to swing their decision to gas 
iation members de 

their customers a 
plan which has 


Our ex 


insures a Cus 
flat charge of 
his also includes in 


charg We 
1958. Out of 


started 
approx! 
1,700 customers we had 


hat wanted the insurance 


were charged 
In reserv 


ed 12 tanks 


tne resery 


in dealer's Experience 


months to go betore the next fil 
ing 

The owners of the twelve re 
placed tanks are now all excellent 
advertisements for the 


They talked abe ut it ti 


others and we picked up 


mpany 
have 
have 
three new accounts through them 
Best of all, 
that they had decided t 


three of them told us 
install 
gas when their fueloil tank failed 
Not only did we retain their oil 
account, but in the near futuré 
we will probably replace their old 


systems with up-to-date oilburn 
ing units 

Last year we lost five accounts 
to gas which we could definitely 
trace to tank failure. This year 


We are 


planning an extensive campaign 


we have lost none now 


to insure all of our 


tanks 
We replaced 28 tanks which 


customers 


were not under guarantee. Our 
charges were $30 to $65 for ri 
placement. Fortunately, we lost 
no accounts to gas, but in some 
of selling 


instances it took a bit 


by one of the salesmen to keep 
them 


GEORGE H. CRANTON 
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PREMIUM COOLING 


Does NOT Cost too Much...if itis... 


Air Cooled Units Water Cooled 


Top rated 2, 3 or 5 H.P. Air Cooled 
Condensing Unit . . . Underwriters’ 
Listed for outdoor installation 

constructed of 16-gauge Zine Coated 
Steel ... Upward Air Discharge .. . 
sensationally rugged and efficient! 





Unexcelled Combination Year 
‘Round Air Conditioner provides 
2,3 or 5 Tons of Cooling with Gas 
or Oil Heating in the single, com- 
pact Unit! Can be either Water 
Cooled or Air Cooled! 


Compact Duct Type 
Evaporator Coil . . . 
housed in fully insu- 
lated Enameled Casing 
s ... equipped with 
flanged Duct Connec- 
tions ... sizes for 2,3 or 
5 H.P. Condensing Unit! 


Unique Round, or Oval, 
Plenum Type Evaporator 
Coil has increased cooling 
area in reduced space R 
improved drainage .. . easier 
to install exceptional 
performance in sizes matched 

.. a 5 H.P. Con- 


te 2, 3 OF ) 


3 or 5 Ton Water 
Cooled Add-On 
L nit provides 
high capacity 
cooling when in- 
stalled in combi- 


Ingenious Counterflow 
Evaporator Coil 
cially designed for Counter- 


spe- 


affords 


densing Unit! 
Inexpensive accessory 

Plenum provides slide-in 

installation — or future addi- 


flow application... 
more efficient drainage . . . 
peak performance with 3 or 
5 H.P. Condensing Unit! 


nation with Fur- 
nace — or as 
separate Summer 
Air Conditioner! 


tion of coil! Accessory Enameled Cas- 
ing available for slide-in 
installation — or future ad- 


dition of coil! 





If you want to prove to 
your builder, architect and 
homeowner customers that 
better Cooling does not cost 
too much — Call your 
Moncrief Wholesaler for 
the new, low Mencrief 
prices, now! 


Evaporator Coil for Com- 
bination Year “Round Air 
Conditioner fits into space 
provided within furnace 
casing — sizes for 2,3 or 5 
H.P. Condensing Unit! 


Adaptable Blower-Coil Unit com- 
bines Blower and Evaporator into 
a compact Air Handling Unit — 
for 3 or 5 H.P. Condensing Unit! 
Available with accessory Intake 
and Discharge Plenum-Grilles ! 








Premium YEAR ‘ROUND Air Conditioning is MONCRIEF Heating . .. plus MONCRIEF COOLING! 


OF : 
Zs 


Gas Conversion 
Burners 


Gas or Oil 
Fired Basement 
Type Winter 
Air Condi- 


4 —, a= = .- 
=| Gas Fired and rc / 
Oil Fired al 
| Counterflow | ed ~~ 
Units... Hits Gas Unit 
Counterflow Gas Fired and Oil Fired tom} Heaters 
— eee 5 Sizes 
oil scoot ype 
Evaporator Coil 


“Load 
if ad Gas Fired and 
+= Oil Fired Winter 

} Air Conditioners 
tioners ... 


r Plenum Type 
it Evaporator Coil Duct Type = 
- 


| | 
Evaporator —s 
NY Coil { § 
-- - ee 


THE HENRY FURNACE COMPANY «© Medina, Ohio 


NACE ee oe eee eee. ae | 





LOST 
[IME WITR 
SPEED-KLEEN 


miyaa) 


SOLIDLY 
THEY LIFT OUT 
QUICKLY! 





ey 
MAKE MORE 5 
PROFIT ON EVERY 
GALLON © 


FREEZE PROOF SELF EJECTING 
CAPS LIFT OFF EASILY—QUICKLY. 


For easier, cleaner, faster 
fills—at any pumping speed 
—there isn’t anything that 
will help your delivery man 
as much as a Speed-Kleen 
nozzle tube and fill pipe fit- 
tings. Make his job easier 
and also save on delivery 
costs—as much as $5.00 per 
customer per year—by sim- 
ply replacing present fill 
pipe caps with Speed-Kleen 
fittings. ; 


Don't continue 
losing profits, write 


or phone C.G ; 
Eyster at 4j 


Oilburner Explosion turns 


out to be Boiler Explosion 


O* N LATE Sunday afternoon, March 

, news flashes went out by radio 
ind TV about a thunderous and gi 
gantic boiler-room explosion in Fair 
Lawn, N. J., that demolished an apart 
ment-house building. killed a three 
year-old boy, and caused six adults to 
be hospitalized 

As an oilburner had been in the 
boiler room, reports of the explosion 
that went out over the air and that 
appeared later in newspapers tended in 
many instances to emphasize the oil- 
burner aspect. More than a few of 
these reports contained the term “‘oil- 
burner explosion.” 

The day after the explosion, the 
technical editor of FUELomM & On 
HEAT spoke with several newspaper 
reporters at the scene of the disaster, 
emphasized that the oilburner had not 
caused th e explosion, and objected that 
many reports contained the term “oil 
burner explosion.” 

One newspaper reporter stepped 
forward to admit he thought he had 


started the ball rolling by using that 


. Ys 3 ee 


term. He had gained assurance, he 
said, when other representatives of the 
press copied him in describing the ca- 
tastrophe the same way. Expressing 
his regret, he described himself as 
“only a newspaper reporter, not good 
at these technical details about boiler 
rooms and power plants.” 

The news reports that blamed the 
explosion on an oilburner did vast 
damage, which never can be undone, 
to the oilheating and fueloil industries 

After the initial excitement died 
down somewhat, the nature of the ex 
plosion became known clearly t 
everyone interested. 

The oilburner was the rotary-cup 
type. It used No. 6 fueloil. As this 
grade of oil is thick, viscous, not easy 
to atomize, and impossible to vaporize 
in a way that makes it explosive, the 
oilburner could not possibly have beet 
responsible for such an_ explosion 
Fueloil was not involved in the explo 


sion. There was no blaze or fire of any 


kind during or after the explosion 


What had happened, ot 


urse, 


od 
S- / 
ae Fs 


a 
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This apartment- -house building once extended from what's left of it at the right, 







TIME SAVING FILLS, INC. 


to the remains of the brick chimney at the extreme left of this photograph. 
Exploded by excessive water pressure, the boiler left the boiler room rocket-fashion, 
came up through what was the building, and landed on the front lawn. Moral for 
all men interested in large heating boilers: Pressure relief valves must be suffi- 
ciently excellent, and must have sufficient capacity to prevent explosions of this kind! 
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140 W. Market St., York, Pa. 
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adapts most any warm air furnace 
for powerful, efficient summer cooling 
... features exclusive PRIDE O’' YARD 


Ul eroteloli-leMeololaslola-t-1-le] a celelale|—lal-1 iam elaine 


add to your lO RORIES If you’re looking for big, new profit opportunities without 


oa 1 rp em service Lragragees on apr ADD-ON 
, waterless cooling is made to order for you. 
F=To/e | to your prestige cos With the complete Janitrol ADD-ON Cooling line, you 
Wika, can adapt most any forced air furnace for really efficient central 
cooling . . . cash in on the booming market for summer comfort. 
en irs ange orig es pu 2 neacob gi 
for easy installation with quiet, powerful performance that 
a ARETROL makes one job sell another. Evaporator coil fits in supply 
outlet duct in either upflow or downflow systems. The 
a beautiful Janitrol PRIDE O’ YARD Compressor-condenser 
’ LIING unit—styled by a leading designer—is specially engineered 
for cooling with outside temperatures to 125° F. And 
waterless operation eliminates plumbing, sewage and water 
to help you sell and grow! supply problems—lets you install cooling for less, and 
appeal to more prospects., 

Janitrol evaporator coil and PRIDE O’ YARD units are 
available in sizes to handle the heat gain on most any 
residential cooling job. Get the good word on Janitrol waterless 
ADD-ON Cooling from your Janitrol representative, or mail 
the coupon to us right away. Sell and grow with Janitrol! 


juality engineered and built 





Exclusive JANITROL 
PRIDE O’ YARD Compres- 
sor-condenser Unit 


adds distinctive beauty to any yard 
completely outmodes all other units of 
its type. Exclusive louvered design al- 
lows air circulation from all sides while 
Sy, shading condenser from sun at all times 
boosts cooling efficiency and results 
in lower current drain. Air exhausts out 
Exclusive JANITROL Evaporator top, instead of sides . . . no damage to 
Coll design allows installation in either hori- nearby growing things from exhaust 
zontal or vertical position. Features fast drain-off air. Rugged, weatherproof construction 
are ne preg with every necessary safeguard for 
of condensate to minimize re-evaporation into children and pets. Compressor-motor is 
circulating air during compressor “‘off”’ cycle. No hermetically sealed for years of trouble- ”, \/ ; - 
floor space needed, no noise or vibration because free performance— warranted in writing Ny 
there are no moving parts inside the house! for five years! fv 


Install Janitrol Add-on cooling in homes with or SRA-7... 22,000 btu A-403 


CAPACITIES SRA-9... 35,000 btu SRA-11 
without a basement... provide full central cooling A-401 ... 45,000 btu A-603* 


th big savings by using existing ducts! *Not illustrated—for larger residential 


and light commercial applications. 
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To adapt a low-boy When warm air ducts In adapting a high Here, the cooling if space permits, the 8 in this installation, a For a Janitrol down- An auxiliary blower 
furnace for summer are placed in crawl boy furnace (up coil adapts a hori cooling coil can be ! horizontal. furnace flow furnace, used is available for in- 
cooling, the cooling space, the cooling flow) for summer zontal furnace in the used with a high-boy ! and the cooling coil with perimeter heat- stallation where ex- 
coil section is in- coil supplies efficient cooling, the cooling garage for summer furnace, as shown t in the attic are the ing, simply raise the isting blower capac- 
stalled in supply air 5 cooling. coil section can be cooling here key to summer cool- furnace and install § ity is inadequate 
duct. mounted in the sup ing. the cooling coil be- Here is a cooling coil 

ply air duct as shown ; neath it. plus auxiliary blower 

i in attic. 


























Youll fo befter by Ft AS ».. 


HARRY C. GURNEY, General Sales Manager J Bes | - 21) & SEL ECT DEALER 


Address Your Collect Wir 


Janitrol Division, Surface Combustion Corp. 
Columbus 16, Ohio (In Canada: Wire Moffat’s Ltd., Toronto 15) 


WIRE COLLECT NOW for proof and a preview of the 
JUST SAY—-‘‘Rush me full details on Janitrol Select Dealer Program profitable future that’s yours to enjoy! 





insurance-company investigator snaps picture of the Fair Lawn, N. J., 100 hp 
heating boiler that exploded—without any combustion aspect related to the fact 
that an oilburner was in the boiler room. Explosion was caused, plainly and simply, 
by overheating of the water in this hot-water type boiler that served to heat a 
group of buildings. Such explosions can be avoided by making certain that heating 
boilers have pressure relief valves which are the ultimate in providing protection. 


that control failure had caused im- 
proper, continued firing of the boiler, 
which was of the hot-water type serv- 
ing a forced-circulation, zoned heat 
ing system. For some reason not yet 
known at the time this is being writ- 
ten, the boiler’s pressure relief valve 
failed to keep down the mounting 
The boiler itself, of 


about 100 horsepower capacity, ex- 


boiler pressure 


ploded with gigantic force that sent 
it flying into the air, through what had 
been the building, and out onto the 
front lawn 

An accompanying photograph 
shows the one part of the remains of 
a mass of twisted firetubes. 
One tube sheet was blown clear of the 
rest of the boiler. All of the boiler’s 
staybolts snapped at once, at the in- 
stant 


the boiler 


of the explosion. The boiler’s 
uter boiler-plate jacket, which had 
been shaped like an inverted ““U,” was 
almost flattened by the explosion. The 
crownsheet was turned fully inside- 
out 
One result of this explosion will be 
unprecedented attention to pressure 
relief valves serving large heating boil- 
ers. This disaster spotlights the im- 
portance of relief valves adequate and 
dependable to the extreme 


Certified Airconditioners 
listed in new Art Directory 


A NEW DIRECTORY of Certified Unitary 
Air-Conditioners, published by the 
Air-Conditioning and Refrigeration 
Institute, Washington 6, D. C.. lists 
1,234 current models of 36 of the 42 
companies participating in the ARI 
NwauHaca Unitary Air-Conditioner 
Certification Program 

The six other manufacturers who 
have signed contracts to participate in 
the program will have certified ratings 
for their models appear in subsequent 
issues of the Directory 

In all, the 42 manufacturers taking 
part in the program represent over 
80% of total industry shipments of 
unitary equipment, including central 
residential types and many commercial 
and industrial types, but not room 
units, heat pumps or large field-as 
sembled systems. Top capacity of units 
in the program is 135,000 Btuh 

The new Directory lists by company 
the certified model number, type and 
standard rating 

Frederick J. Reed, chief engineer of 
ARI, has announced that the Unitary 
Section has authorized publication of 
complete directories on May 1, July | 
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FOR FASTER 
FILLING 





PHILLY 


RAPID-TITE 


Fuel Oil Delivery System 


... you can reduce delivery 
costs as much as 20%. We'll 
prove it to you with your 
equipment at your office. Ask 
our field service man or send 
coupon below. 


PHILLY’S first for 
modern fuel oil delivery 


@ One Nozzle Connector 
fits all fills. 

@ One-quarter turn hook-up. 

@ One Cap and Insert 
for all fills. 

@ One "O” ring Seal for 
Cap and Connector. 


PHILLY RAPID-TITE DIVISION 
PLASTIC AND APPLIANCE CO., INC. 
5311 WESTMINSTER AVE. PHILA. 31, PA. 


MAIL TODAY 





- 
| I'd like proof. 
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DRAFT CONTROLS 





FIELD TYPE M—Sizes 6 
through 9 inches for oil and 
coal fired furnaces and boilers, 
5 through 10 inch flues. 








FIELD RC — Sizes 6 through 9 
inches for oil and coal fired 
furnaces and boilers, 5 through 
10 inch flues. 








FIELD M + MG2—Sizes 10 
through 32 inches, a triple-fuel 
control for oil, gas, oil-gas and 
solid fuel furnaces and boilers. 











FIELD 6” INCINERATOR CON- 
TROL — For fuel-less and gas- 
fired domestic incinerators 
with 6 inch flue. 





FIELD RAA-RNA — Sizes 6 and 
6-7 inches for space heaters, 
ranges and furnaces with 6 and 
7 inch flues. Pre-set or adjusta- 
ble. 








FIELD SA-SNA— Sizes 6 and 
6-7 inches for space heaters, 
ranges and furnaces with 6 and 
7 inch flues. Pre-set or adjusta- 
ble. 





FIELD MG1i—Sizes 7 and 8 


inches, a double-acting control 
for commercial gas-fired fur- 


naces and boilers with 6 


through 9 inch flues. 





FIELD CONTROL DIVISION 


H. D. Conkey & Company — Mendota, Illinois 


AFFILIATES: Conco Building Products, Inc. - Brick, Tile, Stone — Conco Materials Handling Div. - Cranes, Hoists 


and October 1, this year, rather than 
periodic supplements as _ previously 
planned. Each edition will obsolete the 
previous one. The Directories will be 
circulated widely within the industry 
to builders, government purchasers at 
all levels to serve as a guide to the 
cooling capacities of the listed units 
Copies will be available to the public 
through Better Business Bureaus or 
direct from ARI. 

Each company in the program 
agrees to produce, test and rate their 
units in accordance with the applicable 
ARI Standard and to supply test data 
to the Institute. There is also “ran 
dom” testing by a laboratory and par 
ticipating manufacturers test certified 


products of their competitors 


Hartol Petroleum buys 
New England Marketer 


HARTOL Petroleum Corp., New York, 
has acquired properties of both Crown 
Petroleum Corp. of Connecticut and 
Massachusetts. According to W. C. 
Burns, Hartol president, no change in 
Crown management will result. Sam 
uel B. Wilkes will continue as presi 
dent of Crown with headquarters in 
Hartford 

The acquisition marks Hartol’s en 
try into marketing of refined products 
in the area. Crown Petroleum markets 
at both retail and wholesale and has 
a large barge terminal below Hartford 
ind has tank storage and an area office 
at Springfield, Mass 


Dodge reports January Rise 
in construction Contracts 


CONTRACTS for future construction 
started out the year 12% ahead of 
January 1958 with a total of $2,319, 
167,000, according to F. W. Dodge 
Corp., New York 
Residential building in January t 

taled $1,021,516,000, an increase of 
31% over the similar 1958 month: the 
number of dwelling units represented 
84,166, up 330%. Non-residential con 
tracts amounted to $818,225,000, a 
gain of 8% and the heavy engineering 


category contracts reached $479,426, 


Represented in Canada by Ontor Limited, 12 Leswyn Road Toronto 10, Ont., Canada 000, down 10% from January 1958 
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SERIES 


THE NEW I B M 5 0 ou: COMPLETE 


ACCOUNTING SYSTEM PRICED FOR FUEL OIL DISTRIBUTORS 
...DESIGNED TO GROW AS YOU GROW 


A complete punched card system, Series/50 was intro- 
duced by IBM to bring the economies of punched card 
accounting to the smaller growing business. Though low 
in cost, Series/50 is the same in design and basic operation 
as larger IBM systems now at work in the petroleum in- 
dustry. Because Series/50 applications and procedures are 
compatible with any size IBM system, it not only helps you 
grow ... it grows with you. 





IBM Series/50 benefits can include: 
Degree day control to determine next delivery date 
automatically 
Preparation of preliminary routing schedules 
to aid dispatchers 
Complete control over deliveries 
Automatic invoicing 
Credit control through timely statements 
and credit reports 
Sales statistics—by customer, salesman, product, 
and service 
e Fleet operation and expense reports 


in addition, Series/50 is being used for such operations 
as payroll, commission accounting and stock control. 


Call your local 1BM representative to find out how your 
business can benefit from IBM's more than 44 years of 
experience in accounting methods. 


—— 


® 


DATA PROCESSING 
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Webster 
ServiceSaver 
Type 2R616 (2-stage) 


filtering and firing up to G9 gph 


WEBSTER P 


ServiceSavers 


Here’s capacity to handle all installations — from small residential to 
large commercial and light industrial. With Webster’s expanded line of 
single and 2-stage ServiceSavers, there’s a capacity for every require- 
ment — from 7 gph to 75 gph! 


And, filtering action is matched to pump ratings. Webster’s exclu- 
sive rotary filter design permits multiple blade elements to meet all 
capacity requirements. It eliminates the need for auxiliary filters for 
high capacities... never needs cleaning. 


What’s more, you get all the other advantages of Webster’s proven 
design: Greater pressures — up to 250 psi! Wider range of speeds — 
1450 to 3450 rpm! Fast prime, easy mounting! And, they replace any 
fuel-unit now on the market. 


HEATING DiviStion 


WEBSTER W ELECTRIC 


Cd) RACINE -wis 


SPECIFICATIONS 


capacities to 75 gph 
pressures to 250 psi 


our 


speeds to 3450 rpm 


th year 


Specification sheet FU-2 
with full details on 
complete line available 





upon request. 
franklin ody A133 
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Management Conference is 
held at Canadian Exposition 


— sales and management 
conference highlighted the pro- 
gram sponsored by the Oil Heating 
Association, Toronto, during the Na- 
tional Heating and Air Conditioning 
Show, March 2 to 4. 

The Exposition took place in the 
Automotive Building, Exhibition Park, 
Toronto, in one of the largest of such 
affairs to be held. Arnold Rowe-Slee 
man, manager of the Show and man 
aging director, OHA, called the array 
of fueloil and oilheating equipment, 
plus airconditioning units, exhibited 
one of the largest ever assembled. 

The sales and management confer 
ence took place on each of the morn 
ings of March 2, 3 and 4, the first day 
being devoted entirely to management 
topics. For example, F. W. Birch, Elias 
Rogers Co., Toronto, spoke about sales 
premiums and M. J. Bowes, Lake Sim 
coe Ice & Fuel Ltd., Toronto, described 
ways to increase gallons delivered per 


truck per day 


Driver does Routing 


Bowes stated that his company has 
found the driver to be his own best 
dispatcher. The driver gets three days’ 
delivery tickets at a time, he sorts the 
tickets and routes himself for most efh 
cient delivery during the entire pe- 
riod. The drivers average 130 gals. a 
drop. They deliver only to degree-day 
customers, however; another driver 
handles the “will call” accounts 

Bowes believes that all trucks should 
have power steering, particularly be 
cause it reduces driver fatigue when 
drivers are required to work overtime 
during the ten peak winter weeks. By 
thus driver efficiency, 
point that 
steering pays for itself within tw 


sustaining 
Bowes makes the power 
years time. 

He revealed that Lake Simcoe has 
accepted delivery of a truck with 9 
(Imperial) gpm pumping rate and ex 
pressed the belief that all new trucks 
will have this high speed delivery rate 

Lake Simcoe averages 700 custom 
ers per truck, Bowes continued, with 
an average of 1.5 miles between cus 
tomers. The company now uses tight 
fill systems on a couple of routes, but 


April 


1959 





ONE-MAN, ALL:WEATHER 
POWER CLEANING 


Power 
Cleaning 








ONE MAN POWER CLEANING 


Kleen Air is the only cleaner on the market with the 
Blower Outlet on the rear of the truck, allowing you to operate 
from either side, and eliminating backing into driveways. 


Swing up the rear door canopy and you're ready to start your cleaning operation. 
The Blower Outlet comes through the Hose Rack at the rear of the truck — 

a 25 foot hose section is already connected with additional hose ready at your 
fingertips. Kleen Air guarantees the FASTEST SET-UP TIME of any machine 

on the market — 2 to 3 more jobs per day! 


ALL WEATHER POWER CLEANING 


Kleen Air is the only cleaner on the market with the Motor, Blower and Hoses 
totally enclosed — eliminating wear from weather. KLEEN AIR POWER CLEANING NOLAN RHOADES 
may be used in a driving rain, sleet, or snow storm. No rescheduling of 


disappointed customers with your Kleen Air ALL-WEATHER Cleaner. Kleen Air, originators and 
manufacturers of tank type 


power cleaners since 1953, 
USE THE VERY BEST-USE KLEEN AIR engage Seen Saseee, Sie 
industrial designer. Together 
The attractive design of the Kleen Air unit becomes a symbol of a high quality they developed this functional 
and efficient operation; it will reflect credit on your company’s reputation. and eye appealing model. 





BE PREPARED, WRITE INVNN IOI NGALU] JN CMG @) 12 
FOR DETAILS NOW! 215 NORTH MAIN STREET 


JANESVILLE, WISCONSIN 





plans to convert almost completely to 
code tight-fill deliveries. 
On March 3—Creative Selling Day 
W. H. Evans, Honeywell Controls, 
4 4 | | Toronto, reviewed the outlook for 
ee Canadian business this year and J. B. 
5 Fuels, London, 


Hargreaves, Sterling 
Ontario, presented “A practical Ap- 
proach to Merchandising.” 
Hargreaves conceded before he 
started his talk that his advertising 
program was controversial and that he 
knew that many oilheating people 
strongly disagreed with his methods. 
However, he insisted that his mer- 


chandising program was effective and 





worked in his area 
Insurance Policy 


Nucleus of the plan is a $100, 
insurance policy given to each cus- 
tomer, underwritten by the Prudential 
Insurance Co. of London, England, t 


+ 


compensate the customer $25,000 if 
killed in an explosion due solely to 
combustion caused by Sterling's fuel- 
oil and $100,000 if the customer in- 
hales Sterling fueloil and is asphyxi- 
ated 

Hargreaves exploits this gimmick 

policy in all media, mostly televisic 
As a matter of fact his company spon 
“LONG-LIFE’—the Fuel Oil Hose that has everything to reduce your sors a 15-minute news program all 
delivery costs all-year ‘round! through the week on London’s only 
Light in weight—extremely flexible—easier to carry out and re-reel. ee ee ina Sit wagspeig 
; used in newspaper, radio, TV and bill- 
Result: More stops per truck per day—greater gallonage delivered— 


boards; sample billboard copy, “Relax 
less work for the driver. 


no deadly fumes. Sterling Champion 
Fueloil.” 
‘LONG-LIFE” is built to last Other approaches have included a 
Goodall Rubber Company Dar longer under all conditions of 
Whitehead Rd., Trenton 4, N. J. weather and rough handling, 
i -LIF e ° ° 
pong eneeng ane: eines af “LONGAME" Fe and to hold its maximum |.D. 
nine to easure full, fast flow. Com- that the electric utilities consistently 
Have Representative call from nearest Branch . i : A 
plements new fight-fill systems. educate the public about dangers from 
Company Available Sizes: 1", 1%", electric outlets, exposed wires, etc 
144", 1%" 
Contact our nearest branch, or 


rity _State— mail coupon, for details and 
prices. obvious public duty to warn of the 





broadcast by a top newscaster, point- 


ing out in an editorial type evaluation 


The newscaster concluded that the gas 


Address 





utilities actually were neglecting an 


( 














potential for fire and asphyxiation in 
"if it’s GOODALL, it MUST be Good!” gas 
In concluding and again admitting 
that his company’s merchandising pro- 
Standard of Quality—Since 1870 <( fs) HOSE - BELTING - FOOTWEAR - CLOTHING gram would not find favor with a con- 
AND OTHER INDUSTRIAL RUSSER PRODUCTS siderable number in the industry, Har- 


G O O D A L L Tito Coy YINVY, greaves pointed out that Sterling Fuels 


losses to gas were much below the in- 

GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 
BRANCHES AND DISTRIBUTORS THROUGHOUT THE UNITED STATES 
1N CANADA GOODALL RUBBER CO OF CANADA LTD., TORONTO. 
— —— other fueloil companies; that’s canni- 


dustry average. He maintains that the 
industry should not “take pot shots at 
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NEW [LED 
OIL-FIRED 
AIR CONDITIONERS 





For 86 years, Burnham has meant 

quality and advanced design in home heating. 
Now that same tradition comes to the 

warm air field! Whether the fuel is oil, 

gas or coal, you’ll find the new Burnham line 
of Winter Air Conditioners tops for operating 
economy, trouble-free performance and 

easy installation. 


With Burnham you'll also find personal 
service and close distributor relationships 
that make your job easier and 

more profitable. 


EXCLUSIVE! 


SOLID STEEL ONE-PIECE PAN BOTTOM 
makes these Burnham units the easiest of all 
to install! They are stronger, more rigid, more 
dust-proof . . . can be “walked” into position 
with no fear of damage. Easier to level, No 
grouting needed, either. 


Write today for full information on the new Burnham line! since 
1873 











BURNHAM CORPORATION 





WARM AIR AND COOLING DIVISION, BELLE VERNON, PA 





OIL LO-HIBOY 
Space-saving 
top-discharge unit 


Designed for economical, 
fuel-saving operation, 
this unit represents the 
most advanced design 
in warm air residential 
heating. Low, slim and 
compact, it requires 
minimum floor space; 
can be installed in a 
small closet. Its 
handsome modern 
styling, too, is welcome 
in basement or utility 
room installations. 

The attractive two-tone 
jacket has light gray 
and blue baked 

enamel finish. 








this unit carries our 


20 YEAR 
GUARANTEE 





BURNHAM CORPORATION, BELLE VERNON, PA. FO-49 


Please send me, without obligation, full informa- 
tion on Burnham Winter Air Conditioners. 


Name 
Address 
City 














Now... Increase Your Furnace Cleaning 
BUSINESS and PROFITS! 


with the NEW 


EY yypyMAV 


POWERVAC FURNACE CLEANER 


Get in on the profitable furnace cleaning business with a minimum invest- 
ment and insure maximum returns. The General “HANDYMAN” Fur- 
nace Cleaner is built with more power (up to 40 H.P.) and greater capac- 


ity than any other cleaner available today. Now . . 


. you can contract 


for all types of residential, commercial and industrial cleaning jobs. 


Investigate all the ad- 
vantages of the Gener- 
al “HANDYMAN” Pow- 
ervac Furnace Cleaner 
before you buy furnace 
ch ing equip t for 
your shop. Send for our 
Profit Portfolio with 
complete information 
and prices on the 
“HANDYMAN” and 
other General Furnace 
Cleaners. Do it now .. . 
ond start profits rolling 
your way from more 
cleaning jobs, more re- 
pair jobs and more re- 
placement part sales 
for a profitable 1959. 





Phone, wire 
or write Today! 














Wm. W. Meyer 
& Sons, Inc. 


8261 Elmwood Ave. 
Skokie, Illinois 


phone 


Wedependence 3-5127 
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Check these “Handyman” Features: 


SPACE-SAVING MODERN DESIGN 


No other cleaner is so compact and has the eye 
appeal that builds sales. Yet, it looks and is rug- 
gedly built. It can be used off the street in drive- 
ways and other spots where big bag cleaners made 
it difficult to work 


ONE MAN OPERATION 


Truly a “handyman” in your service line-up. One 
man can set-up and operate this modern furnace 
cleaner doing an average of 5 or 6 residential 
jobs in one day 


SELF CLEANING FILTER BAGS 


Made of heavy duty sateen. Abrasive or hot ashes 
and soot do not come in contact with bags. No 
danger of bag “blow-out’’. Bags collapse into top 
of unit when not in use. 


FAST ALL WEATHER OPERATION 


Cleans average system in one hour or less. Operates 
efficiently in rain or shine. Adds 30 to 60 more 
days per year to your work schedule . . . adding 
extra profits for you 


LOW MAINTENANCE 


Clean 60 jobs or more before 75 cu. ft. hopper needs 
cleaning out. Hopper has large clean-out door for 
fast removal of soot and ashes. Convenient hose 
storage for up to 100 ft. all coupled and ready to 
go. 2 built-in tool boxes. The General “HANDY- 
MAN” Powervac Furnace Cleaner is adaptable to 
most %, 1 and 1% ton trucks. 


balism. Fight the common enemy, in- 
stead, and fight him hard.” 

“Building a winning sales Team” 
was the theme of a talk by A. P 
Hickox, Liquiflame Oils, Toronto. His 
program includes: 

Planning—decide how many men, 
what you want to pay them and how; 

Personnel—what kind of man, what 
are his sales chores, how he is to be 
screened; 

Promotion—help for the salesmen, 
such as the promotion platform; 


holds 


four sales meetings a week, bull ses- 


Programming Liquiflame 
sions important for salesmen and so is 
recognition, monthly sales award made 
at meeting where the salesman stands 
up and gets a pen and pencil set plus 
the applause of other salesmen: 

Procedure—control is essential, dis- 
cipline with dignity, man late for 
meeting drops 25¢ in “late pot” 
(“When the man is late, or indiffer- 
ent, you can’t put pressure on him; 
make sure the pressure is applied by 
the other salesmen”), sales quotas are 
not too high, for morale purposes the 
salesman must beat it: 


Check Salesmen 


Performance—Check on how sales- 
men handle leads, grade leads accord- 
ing to their value, day of commission 
salesman is gone, must include salary 
with commission to control him, sales- 
man must believe in the importance of 
his job, he must have a desk, be given 
a drawer and be convinced of his im- 
portance to the company 


Twible, 
Sterling Oil Distributors, Hamilton, 


Another paper by J. D 


discussed approaches to the replace- 
ment market. 

On the final day, R. P. Gilmartin, 
Gulf Oil Corp. and chairman of Oil- 
Heat Institute of America’s Technical 
Division, talked about “New Develop- 
ments in fueloil Research and burner 
Design.” He referred particularly to 
modern research and hydrogenation 
of fueloils as a means of reducing 
sludge formation and corrosion. Gil- 
martin mentioned and _ briefly ex- 
plained the recently-announced B58 
and B59 standards for oilburner in- 
stallation as prepared by Oil-Heat In- 
stitute. His talk concluded with a 25- 
minute film, “The constant Quest.” 
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MARLOWS” INCREASE DELIVERY CAPACITY 
32,000 GALLONS PER DAY! 
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Marlow Model 2C2G pump being installed in a Coan Brothers tank truck. 
These rugged pumps have a variable capacity to meet any fuel oil 


delivery equipment. 
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Coan Brothers Use Efficient MARLOWS° 
to Handle 5,000,000 Gallons Without Service Interruption 


Coan Brothers operate a fleet of 
eight retail delivery trucks, seven 
tank trailers and 12 service trucks 
in Natick, Mass., that supply fuel 
oil to homes, schools and office 
buildings. One of the largest firms 
of its kind in the state, Coan oper- 
ates on a degree day system... 
averaging more than 200 gallons 
per stop. 

Founded in 1946, Coan Broth- 
ers converted one seven-year-old 
truck capable of only pumping 32 
G.P.M. to a Marlow Model 2C2G 
self-priming pump. This jumped 
the capacity to 95 G.P.M. “Hav- 
ing recently converted all our re- 


tail trucks to Marlow Model 2C2G 
pumps, we expect to pump 80,000 
gallons per day,” states Frank 
Coan, president and general man- 
ager. “With the old pumps it was 
even difficult to pump 48,000 gal- 
lons of fuel without service,” Mr. 
Coan adds. 


By converting to Marlow 
pumps, Coan Brothers were able 
to take on new customers without 


adding to their truck fleet and 
service present customers with less 
equipment. The truck unit origi- 
nally converted to a Marlow has 
now pumped over 5,000,000 gal- 
lons of fuel without service. 


If you have a problem in han- 
dling petroleum products, see your 
Marlow dealer for the answer. 
Write today for illustrated Bulle- 
tin PM-06. 8-280 


Marlow MARLOW PUMPS® 


DIVISION OF BELL & GOSSETT CO. 
Midland Park, New Jersey 


@ PT 
Morton Grove, Illinois 


eloil 


Longview, Texas 
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Revolutionary Circular Cooling Coil 
gives additional cooling surfaces in less 
space! Better condensate drainage! 
Easier installation! Unexcelled per- 
formance! 3 sizes—for 2, 3, 5 H.P. 
: S, aa Condenser-Compressor Units! 
IN Accessory Plenum — available for 
easy slide-in of coil — also provides for 


; : future installation! 
YEAR ’ROUND a 
AIR o — — for installation within cab- 
, — | inet of Combination Year 
; ‘Round Air Conditioning 
CONDITIONING... /2:1222:502.5: <0" ne 
ses Condenser-Compressor Unit is . . 





Furnace Type Cooling Coil 


ET qaea 


same time as heating—or 


heavily constructed for peak per at future timel 


formance! Uncomplicated for easy 


installation and trouble-free AIR COOLED 


operation! Underwriters’ Listed 
for unsheltered outdoor installa Horizontal Flow Cooling Coil 
tion! 16 Gauge Zinc Coated Cab = : has flanges for duct connec- 
CALES inet has top air discharge! = : tions! Completely insulated 
= Cabinet! Built-in Condensate 
Drain! 3 sizes—for 2, 3, 5 H.P. 


PRODUCING ’ “7 Condenser-Compressor Units. 


Counterflow Cooling Coil is designed 
- especially for down-flow installation! 
~ : Better condensate drainage! Flexible 
installation! 2 sizes—for 3 and 5 H.P. 

: Condenser-Compressor Units! 
Accessory Cabinet — available for 


easy slide-in of coil — also provides Air Handling Blower-Cooling Coil 
a eC for future installation! Unit has Blower and Coil in same 
compact Cabinet! 2 sizes—for 3 
and 5 H.P. Condenser-Compressor 
Units! Accessory Intake and Dis- 
charge Plenums with Grilles pro- 
vide for air intake or discharge 
directly into the room! 


Yeor ‘Round Air Condition- he 
the ing Unit combines complete Lgl In COOLING 


Water Cooled Circuit with 


perl mah mtn fly in HEATING... 
BIGGEST be Air Coated 1 ith LUXAIRE 


3 sizes — 2, 3 and 5 Tons! 
——" 


a do NOT ch 
PROFIT , > WATER COOLED cians a ie pene 


Water Cooled Add-On and excellence... for 
PRODUCING | Ser Ai Condi LUXAIRE gives you BOTH! 
Line! 1 pee rage ee See your LUXAIRE 
jobber... today! 
NL 


LUXAIRE FURNACES — WITH LUXAIRE COOLING — ARE UNSURPASSED FOR YEAR ‘ROUND AIR CONDITIONING ! 


Ba Basement Counterflow is 
- Winter Air Type Winter Winter Air is 


. 2 
: inte Ls 
Conditioning Air Condi Conditioning 
Units — Gas tioning Units Units — Gas Gas Fired 
Fired and Oil Fired and Horizontal Furnaces — Unit Heaters 


Fired — shown > Oil Fired — Gas Fired and Oil = 6 tines 
with Plenum with Plenum shown with Fired — shown with Gas Fired 
Cooling Coil Cooling Coil Counterflow Horizontal Flow Conversion 
~ Cooling Coil Cooling Coil Burners 


THE C. A. OLSEN MANUFACTURING COMPANY . . etvaria, onto 
e 


HEATING & AIR CONDITIONING UNITS 
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Streamline the System 


Out-of-date office Procedures are wasteful, add to Expenses, cut into Profits 


by Paul J. Spiewak 


Every organization has some means 
work done This 1S the 


system. What is not generally realized 


7; >ttI? t 


A JCLt 

is the tremendous effect of ‘the sys 

fits. Analysis of your sys 

provide results far beyond 

customers. Here's u hy 

4Y that passes, you, as 

of a business, commit 

certain expense. This is 

r the doors remain open 

This expense, which goes on 

hether you sell anything or 
lled overhead 

nse totals itself very rapid 

nut you have to crack every 

Exactly what makes up this 

’ Certain parts are very easy to 

Rent, electricity, account 

ind insurance are the type 

fairly stable or can be pre 

a reasonable amount of ac- 

The point is that they can be 

est single overhead item, 

n the fueloil industry, and as 

f fact in most industries, is 

ies and office expense. Aside 

ling down office workers’ 

ing as inexpensive office 

as possible, and trying to 

price possible on printing 

ry, practically no control 

ised over this “monster” 


: ' 
iten up the profits of many 


days, when running a 

s Meant running around 
cans of kersosene, the 

usually a one man cash 
He drove his truck down ti 
up a few hundred 

ash, and peddled small 

ll day, again for cash, In 
iyroll taxes, truck mile 


ss business taxes, ledgers. 


journals, cash books, purchase books, 
sales books, and even check books 
were largely unnecessary and little 
known. The office, the truck, and 
“under the hat™ were all the same 

As the age of machinery progressed 
and the gun-type oilburner gained ac 
ceptance, the business changed als 
All businesses did, Thirty years ago, a 
mere 2% of the working population 
was engaged in clerical work. Six 
years ago this figure reached 107. The 
latest estimates have reached as high 
as 18¢ 

What about your organization? A 
small typical oil outfit has two people 
in the office, two drivers and one serv 
iceman. A typically larger outfit has 
nine drivers, six servicemen, and seven 
people in the office. A big fueloil or 
ganization might have a payroll of 
fourteen drivers, nine servicemen, and 
ten other office people 

This is approximately twice the 
highest estimate of the national av 
erage. Yet, if you would compare thts 
business to the banking and insurance 
fields, you would be forced to admit 
that the fueloil business is not a big 
paper work business. Obviously, some 
thing is wrong 

Let’s talk about costs for moment 
How much does an extra person in the 
office cost? You can readily calculate 
salary, payroll taxes, compensation in 
surance, and hospitalization. Assum: 
this totals $4,000 a year. What about 
the space occupied? An extra desk, 


chair, filing cabinet, and telephone line 


4 


25252525" 


Sooo 252525252525 


uSe 


The pretty girl in the office isn’t just a salary expense. Look 
at her in terms of how much has to be sold to supply her with 
the tools she needs: Every phone call requires the sale of eight 
gallons of oil to pay for it: 300 gallons are needed for an in- 
expensive desk stapler; there are ten paper clips to the gallon 


and one typewriter ribbon takes the profit from 100 gallons. 


or extension is necessary too, How 
about vacations, bonuses, and sick pay? 
How about the pencils, rubber bands, 
scotch tape, paper, envelopes, soap, 
towels, coffee, and a thousand other 
small items? 

An office worker, receiving a salary 
of $60 per week can be computed to 
cost an employer another $60 a week 
in these small extras plus an invest- 
ment of another $1,000 in equipment 
If you don’t believe this, look at your 
last statement and compare office sal 
iries expenses to office expense and 
bear in mind that hospitalization and 
compensation insurance are not in 
cluded. In addition, what percentage 
of stationery and telephone should 
really be included? 

The purchase of 


means that 50 gallons of fueloil must 


a dozen pencils 


be sold to cover it. Six rolls of adding 
machine tape requires a sale of 250 
gallons to make enough profit to cov 
er it. It takes eight gallons of oil to 
pay for a phone call, Similarly, there 
are about ten paper clips to a gallon 


100 gallons for a typewriter ribbon, 


300 gallons for an inexpensive desk 


stapler, and 130 gallons for a fluo 
rescent light bulb. Taking this $60 a 
week office worker in total tually 
boils down to the sal 
lons of No, 2 fueloi 

Before analyzing any tf her, it will 
be useful to define a terms 
A procedure ts the series of operations 
f work is 


by which a repeating pi 


performed. To define a particular pri 


See eee eee SSS e See SAS ASA AS ASA eS eS ASRS ASeG AS eSeSAb eae SebeSebeGes 
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cedure you must specify what work 
is done, by whom, and in what order 
A method describes how a procedure 
is accomplished. Billing machines, cal 
culators, and adding machines, as well 
as pencil and paper, are methods. A 
system is the entire group of proce 
dures relating to a major operation 
The entire group of systems is the or 
ganization of the business. A change in 
method invariably results in a pro 
cedure change. A change in procedure 
changes the system. Any system 
change affects a change in the organi 
zation of the business 

Aside from cutting costs, there are 
a number of benefits to be gained from 
systems, methods, and procedures im 
provement. Since the primary purpose 
of all paperwork is to transmit infor 
mation, any improvement will result 
in a faster transmission of informa 
tion. This results in faster and more 


reliable service 
Faster Service 


An obvious example is the growth 
of two-way radio use. The change in 
method not only cuts costs, by increas 
ing the amount of calls a man can 
make and through savings in telephon« 
expense, but also means that the cus 
tomer is taken care of much mort 
quickly, In effect, more information 
is being transmitted, more quickly, at 
lower cost. Management is in a posi 
tion to move more quickly, and con 
trol is improved. The smooth, efh 
cient operation of a system, in the end, 
gives more control, better customer 
service, and more time to management, 
all at lower cost 

Not long ago, one fueloil distributor 
had a time problem on his hands, Hi 

is extremely anxious about a grou] 
of new accounts, and just did not have 
the time to follow them up properly 
He remarked: “I just don’t have th 
time. We're short of cash becauss 
lections have slowed down. Collections 
have slowed down because we're be 
hind in billing. We could get another 
machine and another girl. but being 
short of cash I hesitate to increase ex 
penses any more. I spend my time 
worrying and trying to figure out why 
we're having all this trouble. The sys 
tem always worked before.” 


A little investigation showed that 
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the procedures and methods used in 


the billing system had not been 
changed in four years. The business, in 
that time, had increased by more than 
60%. The system when adopted was 
ideal, but could not keep pace with 
the increase in volume. This situation 
isa perfect example of why continuous 
analysis is necessary for maximum efh- 
ciency. For this reason, no system, pro- 
cedure, or method exists which can- 
not be improved in some way 

We may reach a point, however, 
where the costs of improvement may 
be greater than the benefits obtained. 
This explains why a one million gal- 
lon oil business doesn’t use a giant 
computer, renting for $3,000 a month, 
to price out oil delivery tickets 

Because of the daily pressure of 
business, most smaller organizations 
simply do not have the time to spend 
on systems 


analyses, even if they 


wished. Large corporations, almost 
without exception, have full time sys 
tems departments. What then, can you 
do? There are several choices avail 
able 

First and easiest for most is t 
utilize the knowledge and abilities of 
your accountant. This may not pro 
duce satisfactory results because an 
accountant has been trained in a very 
rigid manner. although many account- 
ants have overcome their strict training 


and have become excellent 


systems 
men, You could employ an outside 
consultant, although finding one with 

good understanding of the business 


extremely difficult 
Researching the System 


Salesmen, from systems equipment 
manufacturers are excellent sources of 
nformation and will very often pro 
vide free consultation service. The only 
lifhculty here is that they naturally 
tend to push sales of their own equip 
ment even though some other manu- 
facturer’s equipment, or no additional 


a better \ b The 


is to select someone 


equipment may d 
final alternative 
In Your rganization, perhaps your 
self. relieve him from as much routine 


is possible, 


Assuming you are going to try to 


and let him go to work. 


do a job by yourself, how do you go 


Approaching the problem 


from a reverse. but still logical, view 


. . . « Streamline the System 


point, you could start by thinking 
about the things that are wrong with 
a particular system and then correct- 
ing these faults. By far, the most com- 
mon out and out wastes lie in record 
duplication and maintenance of un- 
necessary records. 

For example, practically every oil 
company makes its deliveries in tripli- 
cate. Why? One copy goes to the cus- 
tomer, one is used for billing, and the 
other copy is usually filed either by 
date, customer, or invoice number. 
This last copy actually is wasted! 

If you file by date you are in effect 
maintaining duplicate files, because the 
original is also filed by date. 

If you file by customer you are 
again maintaining duplicate files since 
the ledger record of a particular cus- 
tomer will readily give the dates of 
every transaction and the originals 
can be pulled from the files 


File Duplication 


If you file them by invoice number, 
an additional entry of the invoice 
number, at the time of the first post- 
ing will enable you to find the invoice 
number by going to the ledger. It is 
highly doubtful that invoice numbers 
are even necessary. 

Three 


approxr 


How much can you save? 
part delivery tickets cost 
mately 1.7¢ each. Two part tickets 
cost approximately 1.1¢ each. A 1,- 
000,000 gallon per year business makes 
about 5,000 deliveries a year. A saving 
of .6¢ on each delivery saves $30 a 
year. The space required for a few 
years filing of the extra copy will 
amount to about four square feet. At 
a rental of $1 per square foot, this is 
an additional saving of $4 per year. 
Assuming it takes 15 minutes per day 
to actually do the filing by the $60 per 
week clerk mentioned earlier will save 
1% hours per week. This mounts up 
to 65 hours per year. Figuring 1,900 
productive hours per year gives a to- 
$198. This 
means that $232 a year is wasted per 


tal saving on labor of 


million gallons. 

In order to make this $232 you 
would have to sell an additional 18,- 
267 gallons a year, This insignificant 
saving, therefore, works out to the 
equivalent of almost a 2% increase in 


business. Occasionally, the need for 
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that third copy arises, but how often? 
Assume a need for extra copies on 
10% of the deliveries. A small desk 
model photostat machine can easily be 
purchased for less than $150. Assum- 
ing this machine lasts for five years, 
your annual machine cost is $30. 
Copies including labor come to a 
maximum of 10¢ each; 500 copies at 
10¢ each is $50. You still save $152 
per year. 

Converting this $152 saved to gal- 
lons you have to sell, gives the figure 
of 12,000 gallons. Furthermore, you 
still have the machine for other pur- 
poses, and a new tool or method is now 
available for other procedures. 


Duplication Dangers 


An excellent way of discovering 
duplication is through the use of flow 
charting procedures which was de- 
scribed in detail in FUELOI & OIL 
HEAT, September 1958. This pro- 
cedure is also useful for pointing out 
unnecessary files, by showing up dead 
ends. The important point 
about flow charting, and procedure 


really 


analysis im general, is that examina- 
tion crosses job boundaries. You break 
down the system or procedure by the 
things that have to be done, regard- 
less of the personnel doing it. 

When the procedure is detailed in 
steps, you can reassign the various 
steps to the different people in the or- 
ganization. The process of 
elimination of unnecessary steps and 
files is only part of the job. When you 


have “squeezed the water” out of a 


whole 


routine it should be further analyzed 
for streamlining potential. 
Streamlining usually involves a 
change in method, and for this reason 
is far more difhcult. The longer we 
stay in business and the longer we 
use a method, the more our minds be- 
come tied and fixed to existing prac 
tice. Another problem involved in 
streamlining is resistance to change 
We all fear the unknown. Not being 
able to fully picture in our minds ex- 
actly how the new method will work, 
there is a very strong tendency to 
knock it down without giving it full 
consideration, Employees can _ give 
much trouble on this score too. They 
worry about their security and resent 


possible intrusions on their authority 


Unfortunately no systems man, con- 
sultant, accountant, industrial engi- 
neer, or experienced fueloil man can 
tell you how to streamline your sys 
tems by remote control. Each indi- 
vidual organization has certain fea- 
tures and peculiarities which make it 
unique as far as its systems are con- 
cerned. 

The type, economic status, back- 
ground, and even national origin of 
its customers very often will dictate 
certain business practices which will 
not be duplicated in any other organi- 
zation in the same field. The problems 
from one company to another are 
closely related, similar, but nonethe- 
less what is good for one does not nec- 
essarily mean it is good for the other. 

The best answers to specific pro- 
cedure or method problems can only 
be obtained by an intensive examina- 
tion and investigation of the particular 
business involved. Certain wasteful 
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systems practices, however, are quite 
common in the industry. To give you 
some idea of the types of situations 
calling for streamlining, the following 
list of questions will point the way: 

1. When billing out service con 
tracts, are the cleanup service orders 
made out at the same time by using 
carbon paper? 

2. Are service contracts automat 
cally rebilled on expiration, or are your 
customers resolicited every year? 

3. When mailing out statements, 
do you take advantage of a postage 
meter, or do you lick stamps? 

4. If you use billing machinery, does 


the machine require carbon paper, or 





are you using more modern equipment 
which does not require it? 

5. Do you check extensions on all 
delivery tickets, and if so, do the losses 
discovered come to more than the cost 
of checking? 

6. When proving totals, do you 
prove out by adding up all the indi- 
vidual balances, or do you check by 
subgroups? 

7. For calculation and delivery pur- 
poses, do you count degree-days one 
by one, or do you round them out to 
the nearest ten or twenty numbers? 


Dispatching Method 


8. When you pull cards for de 
livery, do you post each individual 
card to a cross reference, or do you 
make one notation showing that all 
cards below a certain number have 
been sent out for delivery? 

9. Do you file your delivery and 
service records by name or by address? 
Why? 

10. Do you use account numbers? 
Why? 

11. Do you file old delivery cards 


Yan they be eliminated? 


and service records? For how long? 
Why? 

12. Are service record and degree 
day files tucked into a corner or are 
they readily accessible? 

13, Where a number of different 
rubber stamps could be used on the 
same form, can they be combined int: 
one stamp? 

14, If the ledgers do not prove out 
at the end of the month by a small 
amount, would you spend several days 
looking for the error, or do you charge 
it off? 

15. Do you hold up mailing your 
statements if the ledgers do not bal- 
ance out perfectly? 

The points raised by these questions 
are only intended to show the way 
Any individual question may or may 
not be important. Each individual sav 


ing may not seem hke much, but when 


totalled or considered as a percentage 
ot the total ofhx Cc overhe ad. it can be 
enormous. In a very real sense, this 


type of saving is better than getting 
the equivalent amount of oil business, 
because the savings don’t buy from an- 
other company, don't run dry, don’t 
change to gas, and don’t call for 
service 
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API names Battelle to seek 
better Oilheating, new Uses 


_. PLANNING of a research p1 
gram tor the improvement of ex 
isting oilburner equipment and the d 
velopment of new uses for fueloil wil 
be undertaken by Battelle Memorial 
O., 
sponsorship of the American Pet: 
leum Institute, New York 
Frank M. API 


said that work on the study 


Institute, Columbus, under tl 


Porter, president 


has be 
with the expectancy that it will | 


continued for a period of 12 month 


On a March visit two editors were 
shown many interesting features of 
Battelle's equipment and typical proj- 
cts. Several officials demonstrated ex- 
amples of current work in combustion 
and thermodynamics. Typical were noz- 
zle erosion in jets, stress analysis ap- 
plicable to heat exchangers, miniature 
strain gauges, huge machine and model 
shops, gamma facility and model re- 
actors used in the design of the Ship- 
pingport electric plant, free piston en- 
gine for gas airconditioning, sea-water 
still to make tresh water. 

Resting for a moment are, center, 
David Locklin, full-time coordinator of 
the A.P.I. oilheating project, flanked to 
the right by Fred Bagby, Div. chief 
and J. Mason Pilcher, asst. chief, Aero- 
nautics & Thermodynamics Div. On 
the left are V. M. Douglas, associate 
editor, and Robert Gray, editor of 
Fueloil & Oil Heat. 
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t will be suy 


ervised by the Fuel Oil 


nmittee of the Division of Mar 
ting 
D. W. Locklin, Battelle’s Mechani 


il Engineering Department, will be 


full time coordinator of the study. In 
iddition, staff specialists in combus 
tior ther allied fields will be madk 
ivailable for consultation or activi 
ties when needed 

The project will cover four distinct 
pha s follows 





“The future of the world lies in the 
hands of those who are able to carry 
the interpretations of nature a step 
further than their predecesors." 


... Huxley 


Battelle Memorial Institute is an en- 
dowed foundation dedicated to the ad- 
vancement of science through the con- 
duct and encouragement of research. 


The main plant in Columbus is the 
country's largest independent research 
center, with 10 buildings, staff of 2,200 
(70% are professional). It also has 
a nuclear research center outside the 
city and European research centers at 
Frankfort, Germany, and Geneva, 
Switzerland . . . in alj 3,300 employees. 


© Current research activities will 
be surveyed by visits to laboratories of 
ul companies, burner manufacturers, 
component manufacturers and re 
search organizations 

© New concepts in fueloil combus 
tion will be sought and these uncon 
ventional concepts will be evaluated 
from the standpoint of their potential 
use in residential burners 

@ On the basis of the findings of 
the first two phases, recommendations 
will be formulated for a coordinated 
industry-wide research program. This 
program will utilize technical sources 
already existing in oil companies, 
equipment manufacturers, and other 
rganizations 

@ Lines of communications between 


various segments of the oilheating in 
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lustry doing research will be opened 
by Battelle. Areas requiring special 
study will be pointed out and interest 
n performing necessary basic and ap 


plied research will be stimulated 

In discussing the project, Porter 
said, “Principal emphasis will be di 
rected to burners for residential space 

ating and water heating applica 

ns. However, burners for new uses 
for fueloil will be considered.” 
Locklin’s qualifications include eight 
irs with the Timken Silent Auto 


matic Division and three years on the 
research staff of the American Society 
Heating and Air Conditioning En 
Also, he has had experience 

rking cooperatively with oil com 


Various ¢ the r segments ot 


He has been 


tt ting 


industry 


tiv t iffairs of the Oil Heat 
Institut f America, and has served 
two terms as vice-chairman of the OHI 
I Division 
H | give all of his time to the 
API job. Battelle will provide him with 
retarial help, make avail 
ble routine engineering leg work, so 
t se his capacity and speed 
5 ss. In addition, he will be 
rovi ulting service from key 


within Battelle on subjects 
be resolved through the 


I I Horatories Of cooperating 
yrated companies 
Batt has agreed to give him ab 


I! rein to represent API in 


nd to express himself 


| Technical Advisory Commit 
mmended that members 

API lawyers certain poli 

rmulated on the accept 
from laboratories, other 
ny laboratories, which 
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Battelle engineers have had wide ex- 
perience in combustion and fuel work. 
in the upper page corner is an oil flame 
from tiny droplets thrown off a disc 
spinning at 8,000 rpm. The diameter of 
the circular blaze is controlled by the 
amount of air needed to ignite the drops. 

In the photo above, Battelle engi- 
neers check combustion instruments 
after a jet flight. At right is a Smithell 
separator splitting a flume in a study 
to improve industrial burners. 








Above, with the schlieren camera shown in operation, engineers at Battelle 
Institute at Columbus, Ohio, can "see" invisible gases and observe how they mix. 


have not been protected by patents 
During the course of the year-long 
study, Battelle will maintain clos 
O:il Burner Researc!} 
Subcommittee whose members includ 
J. L. Minner, Shell, urman; L. S 
Marshman, Socony Mobil; C. M 
Blickensderfer, Sinclair; Wiley Butler. 
Coastal; D. L. Barrett, Esso; Thomas 
Scott, Buckley & Scott; H, M. Spad 
Robison Oil: E, D. Walter, Atlantic, 


haison with the 
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PART Ili OF IV 


Pacific Northwest speaks up 


A different Market from most 


Fueloil men are naturally 
ested in what other men i 
industry are doing. So with heig 
ened interest in the Pacific ( 
because of OHI's convention 
Seattle this month, the edit 
down with some of the markete 
out there for an exchange of ideas 

The group talked 


recorded, and here 1s the third pa 


a Stenotypist 


of a series that began in our Febru 
ary issue. Taking part in the roun 
table last fall were M N Vinir 
Diesel Oil Sales Co.; Fred Griffin 
Grifin Fuel Co.; W.G Warrin 
ton, Rossoe, Inc.; A. G. Flournoy 
Seattle Diesel Oil Co.; Bob Elm 
lie, managing director, Oil Heat 
Institute of Washington, all Seattle 
Robert Hayward, Griffin Fuel of 
Tacoma and C. B. Grenier, Grenie 
Distributing Co., Bellingham, 
Wash., and Robert Gray. editor 
FUELOIL & O1t HEAt 


Gray: We were talking a little bit 
ago about this new equipment ick 

The Fuel Oil Committee in the 
American Petroleum Institute has a 
special study group on oilburning 
equipment that is going to hire a full 
time scientist to expedite this as much 
as pe »ssible. 

What do you think we need in oil 
heating equipment that is not now on 
the market? Do we need better stuff? 
Do we need cheaper stuff? I got som« 

Jerry's comments a little while ag: 

Warrington: Going back to where | 
started, I feel that in the past many 
years the manufacturer has done noth 
ing to change his product. There has 
been little, if any, money spent on dé 
velopment at the burner or furna 
level. We have practically the sam 
burner 

I think looking at other industries 
we can do much more. I don’t like ti 
use the word “cheaper.” I think we 
can put out as good a product at much 
less cost. But we don’t just stop at 
the burner level. We have to go int 
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with unique Techniques of Interest to all 


ind look it the 


Nn is well 


the furnace tank in 
oes up every six months. La 
up at least once a year, if 
ry six months. These are two 
factors that are chara teristic 
duct as much as to gas, that 


r that should be considered 


hink that that can within 
very few years 
Gray: We have flameless burners 
I have seen two « Obviously 
f pretty higl ciency. I 
ouple of weeks ago that 
in our December issue. 
operate without flames 
low stack temperatures 
get the controls on them 
t Underwriters’ Laboratories 
safe, I 
am wondering if ’ roing to save 
much money? 
Vining: Will they 
ervice fa j 
Gray: Not necessarily. I will de 
ibe briefly 


in a Connecticut laboratory. It 


the last one I saw which 


illed catalytic combustion, In 
rds, you have an incandescent 
ctory cup. There is no flame but 


1akes this glow you know, just like 


165 de 


which, of 


has very high efhcien 


stack temperaturé 


iw e ap 


course, is so low that you would have 
to raise it or the condensation would 
rust it 

Vining: Does it fire at a constant 
rate: 

Gray: Yes. It will als 


a pretty low gravity fuel 


down to 


Vining: It couldn't b 
a low fire principle? 

Gray: I don't know. It isn’t. It is 
operated at a constant rate. But it gets 
down to a pretty small capacity 

The two that they wer running i 
the lab were of a residential size and 
Btu's. And 


they went down to about 15,000, that 


had a maximum of § 


is right, The thing could be turned u 
and down,—yes it can, Of course, t 
do that in operation you would have 


to modulate it with ntrols that 


would be activated by thermostats 
and so on 

There are other ways to burn fuel 
You can make burners that don’t look 
like the present ones 

There are good ways to burn 
differently than the way we have been 
doing it. 


There isn’t any question 


about it. But I don’t believe we are 
moving too much in the direction 
lower cost 

Vining: I don’t think the cost factor 
is the important one. I believe that 


we could get a new type of burner on 


iF 


e: 
a 


Grenier makes a point while Flournoy and Vining think it over. 
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the market, we could create a public 
acceptance like the new wonder fuel 
idea, the new flameless burner, that it 
could be sold to the American public 
very quickly by the forces now at 
work 
Griffin: “Flameless Burner” would 
have a lot of sentiment. 
Elmslie: What about the thought 
1 to eliminating duct work made 
ron or metal and using lucite 
r something of that sort, 
cast in sections so that you could 
put it up quickly and yet it would be 
just as efhcient as metal is? 
Warrington: Of course, that is fine 
and is an advantage but it would be 
is y an advantage to gas it 
vould be to oil 
Elmslie: We are talking about the 
mi vemen in 


putting a heating 


nt within a home 
Warrington: Gas gains as well as 
Elmslie: That is right 


1! 


But if you 
f these features you have in 
vith oil, you are now way 
Now, if 


u, you at least have the ini- 


them someone 
and you can continue your 
nomentum 
Warrington: I would like to go back 
for a moment, I emphatically disagree 
with him. I maintain that volume is 
where we are making our mistake. 


We are t 


m-built home and sit back on our 


apt to be interested in the 


its and say we can get the vol- 
I don’t believe in that. I 


1 


think that the gas people have taken 


ume there 


this step because they went out after 


| 
They did everything possible 


volume 

veapen their furnace, and I think 

the word very appropriately. 

little consideration to life 
afety 

hink that the equipment business, 

is the oilheating industry, 

ok at the same trend in ex 

Why we 


put in a heat exchanger that 


same direction 
have to 
takes hours and hours of welding time 
1 with the cost factor continuing to 
very six months, it is ridiculous 
in my thinking 

The burners that we speak of would 
right away give us a cost factor favor- 
ing us on a new heat exchanger at 

that low temperature, wouldn't it? 


And the same thing about the tank 

which is repeating again. 

I say we have to look to price be- 
cause at the contractor level—and we 
must talk about the fellow who is do- 
ing the tract building because this is 
volume and it is volume we are look- 
ing for—he is a price man. I don't 
think he is going to change. 

Gray: Well, my guess is that when 
we get this expert hired that we have 
been talking about, that we will be 
started. There are now three of these 
flameless burners, two of which I have 
seen. It is refreshing that folks have 
taken some steps in the direction of 
burning oil in a different way. 

Vining: Jerry, you and I have disa- 
greed before. But do you believe that 
our competitors have taken as much 
of the current market as we are now 
getting nationally, on the basis that 
their equipment is cheaper? 

Warrington: Sure. 

Vining: I believe that their promo- 
tion is more responsible for their 
growth than the fact that their equip- 
ment, as such, is cheaper 

Griffin: Not on the tract builder. | 
don’t believe. ! don’t think it is a pro- 
motion. I think it is just the dollar 
value for which he can build that 
house. 

Vining: I don't believe that the 
whole growth of the natural gas indus- 
try has been due to the cost of the 
equipment. The cost of the gas is some 
thing else 

Griffin: We have been losing the 
tract builder simply because of the ex- 
tra cost of $100 more a house or there 
abouts. 

Vining: Yes, but the tract builder 
isn't the whole market 

Warrington: No, but he is a big 
part of it 

Griffin: I see what you mean, Mose, 

he wouldn’t worry about that $100 
if he could sell the house. He can sell 
the house because of the gas promo- 
tion. A bigger oil promotion would 
make people insist upon oil in houses 
and 

Vining: It would be a new idea 

Hayward: But the tract builder still 
is just a facet of our market. We are 
talking about being relatively new in 
this part of the country and not hav 
ing the replacement market that other 


sections of the country have. This type 
of development that we are talking 
about is important. I think we need 


something something 


dramatic and 
new. 

I am thinking of transistors, for in 
stance, in radio. It has to be somewhat 
better. But the transistors are consid 
erably more expensive, but they seem 
to sell them. 

Gray: One thing I do see in this 
type burner is that you could use “B” 
flues. 

Warrington: Definitely. There is a 
big advantage, right there 

Gray: You could use these flues 
You are going to have to pump this 
thing up to get the temperature hot 
enough to keep it from sweating itself 
out, so you could stay well within the 
limits of these flues 

But somebody has got to start and 
take these examples of pure research 
and get them adapted t mmercial 
production. And then the long battk 
them through Under 
Because 


just finished a thre e-year jt b 


of getting 
writers . Underwriters’ has 
on the 
new standards for oilburners,—you 
know, oilburner construction, which is 
the guide to all engineers on how ti 
make one 

They would have to start over b 
cause there is not much in these burn 
ers that would fit any of the present 
Underwriters’ standards 

Warrington: They could never di 
anything within a year or two. It 
meets the standards like this or else! 

Gray: I agree with your feeling that 
it is a darned good idea to get going, 

give it a push—-get something mov 
ing 

Vining: That is why I say we should 
have our own testing laboratory 

Gray: That moves right into the 
next thing from the August issue, this 
Silver Shield program that has been 


How 


much do you think that installation 


started by the warm air crowd 


standards—whoever is the sponsor 
should be made effective? Do you 
think installation standards are worth 
fighting for and trying to get across? 
Of course, you have answered part of 
that with your view of a builder 
Warrington: Up and 
Coast 


down the 
which is only where my ex 
has been. 


perience today—this has 
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. . . « Pacific Northwest 


been tried in city after city and | -* and everything else. There I think we 

been unsuccessful because it is a hig] — - are starting in the right direction and 

ly competitive field, as you know, an 4 il we should be spending a lot more en 

unfortunately controlled by th e. " r ergy. 

tractor. ‘ aa Gray: I don’t think there is a more 
The warm air people do not hav : important function of a trade associa 

strong associations out here. As a mat tion anywhere in our industry than 

ter of fact, there isn’t even an asso pew? to fight for local ordinances 

ciation in Seattle. I would be most Flournoy: I think we have looked at 


hopeful that it could work and it a little too much in the manner of 
would be all in favor of it but I ha maybe causing feeling within the 


a “give-up” attitude. 6 group, as we have been growing. But 


Gray: How about turning this ove: . there is a lot of merit to it when it 1s 
to the new standard of the Oil He Gray Elmslie done right. I can see the advantage 
Institute which is an_ installation to it 


standard all of the way, and obv Warrington: I realize it is spot Gray: I have been trying to get 
: 
an excellent one? I would like n bine but are going to end up folks interested in having a full time 
better than to see FHA and th hentai tf man in the Oil Heat Institute who will 
1roug 
erans Administration formall » the chink do nothing but work on ordinances. I 


it. They have asked for it and thi age wes Sul ; ; 


detainees have talked to some of the major oil 


like it. If they would adopt companies about it, and they are quit 


installations business 
interested to have it done in one way 


or another. I think that it all ties int 


make it quite ofhcial, « 
i member of the asso 
yc 


they only finance 20% of 


n the association comes 


homes, it would still kind of look lik 5 eek eaten this standards concept 


im sorry. I am not 


the red, white and blue flag Of course, it would be a lifetim« 


1 ni you 
hind it and you could wave it Rear ne a _ job because here is an outfit that gets 
If we could find ways to get that i bh. — it into its code, and it has an ordinance 
pushed into the local codes, I think Sa SOE OER ee that it has taken five years to develop 
would be helping ourselves? I am pu ot di Sia te and they won't change it for the next 
ting that as a question. Would . - ay Lee ree anil 4 five years. It would be just a continu 
worth fighting for? i r =e p ar —_ ing job, wouldn't it? I can’t imagit 
Warrington: Well, if you ild d ne ee ae ' = wa that most industries don't have tl 
that, it probably would be worth fig . haw ARE Re a ee type of thing 
ing for because all fuels would be 11 dee, abl i ee Warrington: Certainly 
volved, if they put it in FHA late aie cel a dustry needs it 
well know. But the present proposal erre ee Gray: Oh, brother! 
doesn’t appeal to me, personally, bi a alae tl . ee ee hearing of any kind, ever 
cause I think it is unworkabl Loe b] se a nance, if it is around the I 
When you ask a chapter or a chapter pill aies ak all place, they come right out of the Gas 
SEC retary or someone working Tor I Foy , ] se tate t v hav Ass ciation on Lexingti n Av nue 
to go out into the industry and 4 Ist 1 one n Idition put on [I wish you would study this “B58,” 
this thing, he is going to ha rol ; = de that is going t some of you who haven't seen it, from 
lems on his hands more than I thes 5 noes an anetallation than j the standpoint of whether that would 
handle trying to hold people i vould hav therwisi hos ng make a good national standa 
sociation, When he criti f +] behind and try and for 
tallations, he is going to lose met if v Id get a thing lil Is it pretty much true tl 
bers in the association, which is m t} at: hat is not of the heating oil here is s 
important to me than the installatior that < ld stand bel snd ing oil specialists or is tl 
or we wouldn't have an a lation nd th g he thing moved ticular drift toward heating 
Secondly, the charge to do that jol throu ent financing sold by the gasoline distrib 
and the cost of doing business tod 14 and the 1 ink i ber? In other words, isn’t t] 
to properly inspect the job as set tl 1 | ‘reat step to get into th here very much the san 
is impossible again. You can’t do this rdinances. don’t you see? been in the last ten years? 


thing, as it is set forth, by going ou Warri 


ngton: I do, ‘eh Vining: It is improving 


and taking a look at the job after it ; roblem. her 'e don’ spect 

is installed. You have got to go tl t ve the time and the money t Grenier: It has gotten s 

at least twice t that part ular level of ter, in the smaller area 
Gray: They have no intention of in ind so on, because it applie panies used to have 


} 


specting all jobs. Just spot checkir t nd townships and state law {Plosse suave 


April 
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How to eliminate nozzle Coking 


Mobil Engineers find Material and Procedures to prevent Overheating of burner Nozzles 


C*OCONY 
a 1 rest 


( 


provem 


lated to fu 


I 


T 


; 


nt 


MOBII 


Ly 


il 


has long recognized 
nsibility to develop im- 
ilheating, whether re- 
loil quality, burner instal- 
irner adjustment. They are 
f the desirability of de- 
new burner of lower cost 
ration, but feel strong- 
highly important part of 
motion is improvement 
nd efhciency of the nine 
irners now installed for 
Ing of homes 
ese installed burners are 
nd one of the most criti 
such burners is the nozzle 
rt with its minute slots 


1 


ust be in perfect condi 
perform properly to 
mize the fuel in a fine, 
ned spray 
sible to prevent oil mist 
n the nozzle exterior 
ise unavoidable that the 
nozzle is full of fuel at 
t is the time when noz 
re is at its highest, with 
r air to cool it, but 
t fire brick radiating 
then becomes sufhcient 
sited on the outside will 
>a coke-like deposit 
s lacquer and gum de 
form within the nozzle 
posit in a critical loca 
will inter- 


zation. The flame often 


n the orifice, 


ssively more distorted; 
t increase and ultimate 
burner failure occurs 
this chain reaction from 
s often necessary only 
zzle cool. The more the 
rature can be reduced, 
d there is for any foul 
Th 


¢ 


application of insu 
the burner parts sur 
zzle is the answer t 
ny Mobil has found 
be extremely effective 
is very simple to apply; 


imple that some might 





Draft tube (at right) shows coke deposits on nose piece. Notice nozzle is coked 
to the extent that it hardly shows. At left, cleaned draft tube, nose piece, nozzle, 
and cut-away view of applied insulation. 


rk, On the 
contrary, the method has been thor 
oughly checked in the Socony Mobil 
Burner Laboratory and in field instal 
Nozzle 


measured under various operating con 


think it too simple to w 


lations temperatures were 


ditions, not only using the method 


here recommended, but with five other 


onsidered then 


stly or 


means that were first 


rejected as tox ineffective 
Briefly, what 


is to apply insulating-type 


recommended her 

ement t 
burner parts surrounding the nozzle 
Many burner installation instructions 
call for application of cement in the 
space between the brick combustion 
th 
This is primarily to seal 


chamber and burner blast tub 


igainst alr 
used 


leakage and the kind oft cement 


rarely has much heat valu 


lls 


insulating 
The procedure proposed 


the use of an insulating typ: 
ment in this space plus the 


tion of the insulation to th 


the nose piece. It is this latter stey 


1 


the insulation of the nose piece, that 


is Of upmost importance t 
nozzle coking problems 

The 
using mineral-type insulating 
as Franco-Therm P 


Eagk Pitcl I 
doubt 


experiments were | 
known 


ment, and 


The r¢ 
ments on the 
good. They also tried ordi 


tos, but, although it 


are no 
market tha jually 

ishes 
1 mn ula 
tor, it does not bor vell to the 
surfaces and cra etractory 


ement 


use if the burnet 
the fire door, 
FIGURE 1 may 
edures easier 
Th 


procedure 1s 


simpl 
insulate burner 


nt en 4 ( Os 1eCK V ith the 
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ELECTRODES 


© this cistance shov 


te recess burner 





SOCONY MOBIL OlL COMPANY. INC. 
TECHWICAL SERVICE LABORATORY =| 
i 


LOCATION OF 
WSULATING CEMENT AROUND 
BURNER NOSE PIECE 
aveo.| oAve Owe wo] 
Tiaye/se| | 
—— | 


Figure 1 


burner in place. This can be done on 
a large percentage of the burner in- 
stallations where the nose piece is ac 
cessible through the door or opening 
on the boiler or furnace. The step 
by-step procedure is given below 

1. Turn off burner. 

2. Reach through the boiler or fur- 
nace opening and remove any refrac 
tory cement, chips of combustion 
chamber material etc., from the burn 
er nose-piece area. Wire brush or 
clean off the nose piece to remove 
any soot deposits. This is necessary 
to insure adherence of the insulating 
material 

3. Check to see that the nose piece 
is in the proper position in the com 
bustion chamber. If possible, the burn 
er should be positioned so that the 
nose piece is recessed about 1/2 in 
from the inside of the combustion 
chamber wall. 

4. Mix a small amount (4 to 6 
handfuls, about 12 lb.) of insulating 
ement with water to form a paste 

5. Reach through the boiler or fur 
nace Opening and apply the paste t 
the front-end nose piece as well as 
in the space between the combustion 
chamber wall and the burner blast 
tube. The insulation applied on the 
nose piece should be about 2 in 
thick and the 
chamber and the burner should be 
filled 


6. In applying the insulation, make 


space between the 


certain the oil drain hole on the bot 
tom of the nose piece is not covered 
over 
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The insulation should be smooth 
and flush with the combustion cham- 
ber inside surface. In cases when the 
burner cannot be recessed a full V2 in. 
before insulating, the insulation should 
still be 2 


slightly into the chamber 


in. thick and can protrude 


8. Remove all insulation that may 


have become lodged in the nose piece 


air passages 

9. The burner can be fired immedi- 
ately after the insulation has been 
applied. Check that there is no im- 
pingement of the oil spray 

When the burner is not accessible 


through the fire door, the step-by- 


ss 


SN . 


4 


. . « « Eliminate nozzle Coking 


procedure follows this type of pattern: 

1. Remove burner from boiler or 
furnace. 

2. Wire brush the nose piece and 
about 6 inches back on the blast tube 
to insure a clean surface. 

3. Mix a small amount (4 to 6 
handfuls, about 12 lb.) of insulating 
cement with water to form a paste 

4. Apply the paste by hand to the 
front end of the burner, covering the 
nose piece and outside of the blast 
tube to about 6 in. back from the nose 
piece. 

The covering should be approxi- 
mately VY) in. thick. 

5. Make certain the oil drain hole 
on the bottom of the nose piece is 
not covered over. 

6. Remove any excess insulating 
material that may have lodged in the 
nose piece air passages. 

7. If necessary, enlarge the passage 
way for the burner through the com- 
bustion-chamber wall to receive the 
insulated blast tube. 

8. Insert the burner in the proper 
position, taking care not to damage 
the nose-piece insulation. The nose 
piece insulation should be flush with 
the combustion chamber inside wall 
Where this is not possible it should 
protrude no more than Y inch into 
the chamber. 


Repairman applies insulation to prevent nozzle coking on draft tube's nose piece. 
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NOZZLE TIP 
NOZZLE SCREEN 


EQUILIBRIUM CONDITIONS 
BURNER A 
10" x 10" 2600 FIREBRICK 
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EFFECT OF INSULATING NOSE PIECE 
ON NOZZLE TIP & SCREEN 
TEMPERATURE AFTER SHUT DOWN 
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Figure 2 


al off the back end of the blast 
the normal manner. 

he burner can be fired immedi 
ter the insulation has been ap 


heck that there is no impinge 


of the oil spray 


points | 


nsidk 


the insul 


unle SS 


being « 


Will 


Dustion 


burner 


2. Wil 


combus 


Durner 


] 
pated, ri 


removing any burner, the 
isted below should be seriously 
red. If difficulties are antici- 
moval of the burner to apply 
tion may not be warranted 
serious coking difficulties are 
xperienced 
the front wall of the com 
hamber tear or fall when the 
is removed? 
ill the backfill surrounding the 
tion chamber fall out when the 


is removed? 


3. Is the opening for the blast tube 
through the boiler or furnace and the 
combustion chamber large enough to 
receive the insulated blast tube and 
nose piece? An opening about one inch 
larger than the burner blast tube diam 
eter must be provided to reinstall the 
burner after it is insulated. Enlarging 
an existing hole in a combustion cham 
ber that has been fired is often difh 
cult to do without damaging it 
slight 


The 


Some burners may require 


variations of these procedures 
following examples are cited 
Example 1 Some burner nose 
pieces are tapered or cone-shaped, 
such as those used on high-velocity air 
heads. This type of nose piece can be 


insulated by simply filling in the an 


gular space between the head and the 
combustion-chamber wall to form a 
smooth outer surface when the burner 
is insulated in place. If the burner is 
out of the boiler cover the tapered 
part to about 7 in. thickness as with 
the conventional head. 

Example 2- 
pieces serve as air diffusers and con 


Some burner nose 
tain numerous holes. In such cases the 
insulation cannot cover the entire nose 
piece. To achieve as much insulation 
effect as possible, the solid metal areas, 
i.e., the outer rim of the nose piece, 
should be covered with 
cement. 

To show the effect of 
see FIGURE 2. This shows nozzle and 
screen temperatures of a burner under 


insulating 


insulation, 


running conditions and for various ex 
cess air adjustments as indicated by the 
COsz in the flue gas (higher excess air 
results in lower running temperatures 
but lower efhiciency). Note that at 9% 
CO, this burner nozzle tip was at 
345°F before being insulated, but at 
220°F after being insulated. The burn 
er in Fic. 2 was a relatively cool-run 
ning one. 

Another burner tested gave the fol 
lowing results: 


Before Insulated 
Max 
Running 


Max. After 
Shutdown 
Nozzle tip 


temperature 600°! 735°% 


After Insulated 
235°F 315°H 


These 
show how nozzle-tip temperature rises 
They also 
il cok 


OK vd. 


temperatures also serve to 


just after burner shutdown 
explain why hot nozzles caus 

ing. No fueloil, no matter how 
could resist coking on or in a nozzle 
that 

make 
combustion chamber 


crack and cok« 


as dex ribed 


gets up to 735°F. No one can 
a fuel that will burn well in a 
that will not 
under such conditions 
Insulation of the burner blast tubs 
and nose piece will not eliminate noz 
zle coking if the cut-off valve leaks, or 
the adaptor leaks, or if the burner ex 
too far into the 


chamber 


tends combustion 


or, of course, if the fuel is 
of poor quality. But if these installa 
tion faults are not present and if good 
fuel is supplied, the method outlined 


will practically end it 





Green Pastures 


for Oilh 


eating 


Improving the local oilheating Climate 
gives all an Opportunity 


to expand and grow 


by V. M. Douglas 


HEN IS AN ORGANIZATION & 


if 


W 


“when 


organization? Someone 


it ceases to as sucn 


act 
other words, a group may be 
organized, with all the formal ré 
ments—a constitution, duly 
and all the rules and 1 
if 


ization either has no objectives 


( ficers. 


tions established,—but this 


ut quoting, ther 


not actively striving toward during brief 


rgan nroads 


able end, its qualifications as an « was making seriou 
ization are practically non-existent 1 tl 
The expectation of deriving ben 
fits usually constitutes wishful think 
ing, unless a member is actively 
tributing toward the collective 


It 


prompted a few inquiries about 


was more than curiosity 

fueloil situation in western New York 
State in general, and Buffalo in 
No all-inclusive 


mducted 


ticular SurV 

It was not for the pur] 
passing out bouquets, nor t 
credit any person, company or § 
It wasa 


This was 


First 


ase of arrive, listen and | 
the way it happene 
f anyone would kn 
what is going on in the fueloil world individual 
it should by f 


of 


just 


one Or more of the fuel Continu 


suppliers, sometimes some then 


called the “majors.” Two « 


perhaps four « 


r tnt 
| 


i companies wer 


by telephone, Their names were promi 
nently displayed in the classifi 
rectory. The purpose Was to Mak n 


appointment with someone in some 


58 


Was the 


onversations, 


1959 


Then followed a brief but informa 
tive outline of the Buffalo fueloil sales 
picture. It was not an effervescent out 
burst of enthusiasm, nor was it a note 
of despair. It was a conservatively op 
timistic analysis of a market which 
could be retained and increased by a 
Then, the 


obvious intent of being helpful (not 


well-directed effort with 
passing the buck) Ware suggested 
“Why don’t you talk with Reg New 
man out at Tonawanda? He is a man 
who knows as much as anyone what 
is going on around here in the fueloil 
business.” 

From here on this will be an attempt 
to condense a couple of hours of en 
joyable conversation with R. B. New 
man, R. B. Newman Fuel Corp 

It seems that Newman had been in 


There had 
iti 


the 


coal business years agi 


been a coal dealers associ: n. Every 
business cannot be big from 


The Newman coa 


small in its initial stages 


its begin 
ning | business was 
It was dur 
ing that time that the little man was 
ignored, if not looked down upon, for 
the big coal people knew what they 
were doing and needed neither coop 
eration nor advice from little fellows 

Newman was not the kind of busi 
nessman who was content t 
When 
he began to receive encourag- 


monarchs, 


remain 


small his business became 


larger, 
ing smiles from the but he 
did not go along with the idea, for 


t 
i 


they were still hard of hearing when 


the small operators spoke 


Fueloil 


added 


22 years ago, Newman 


saw the handwriting on the wall. Fuel 


a th 


Then, about 


oil was more than reat—it was a 


rapidly developing business which 
would not be denied a place in the 
national economy. Consequently, in 
addition to being a coal dealer, he also 
sold fueloil. With the passing of the 
years oil became the predominant fuel 
had for 


merly rejected the cooperation of the 


The large coal dealers wh« 


small time operator, now watched their 
accounts going to the once small coal 
lealer, who had kept in step with prog 
ress, and now had more to offer 
Another chapter began to unfold in 
the Buffalo fuel An associat 


was formed consisting of fueloil 


story. S 


n 


id 


t 
I 


April 





ilburner people. There were good 


people in it. Some good was accom: 
plished. Basically, the principles and 
were established to provide 


for the 


mmon good. Again, as with 


the old coal association years before, 


man was often either forgot- 
verlooked. An attempt was 
made to include both Buffalo and 
Niagara Falls. 
areas, when considering fueloil deliv 
ries. A selk 


the associat 


two separate trading 


ct few began to dominate 

n. It gradually ceased t 
be an organization of the industry. Its 
effectiveness reached a low point. Fuel 
il distribution policy approached the 
position of “every man for himself.” 
When that time comes, with every op 
erator fighting every other operator, 
the industry is really in danger. 

It took mmon enemy to bring 
the fueloil people to their senses. When 
natural gas was piped in, what better 
sales assistance could gas salesmen ask 
than to have the many oil dealers con- 

emning each other, running down 
the products and the equipment and 
the service of each other? 


R. B. Newman was not alone in 


realizing that it was an opportune 
time for oil men to work together 
for all, rather than separately against 
each other. A small group, about 23, 
put their heads together early in 1958, 
produced necessary funds for initial 
efforts, requested assistance from the 
OHI of America (a representative was 
sent), an organization dinner was 
scheduled at the Buffalo Athletic Club, 
and a new program was under way. 

With Newman as temporary chair- 
man, the 28 who were present agreed 
that there should be an Oil Heat Insti- 
tute of Buffalo. Some also questioned 
the prevailing practice of giving free 
burner service to all oil customers. A 
bureau of credit information appealed 
to them as much better than obtaining 
information from a collection agency 
or the facilities of the large oil com 
panies. Many agreed that there was 
too much ignorance on such important 
and essential matters as selling, oil 
deliveries, collections, operating costs, 
and information on equipment—both 
fuel handling and oilburning 

Last September notification was re 


ceived that they had been accepted as 


Reg Newman, president of his own company, president of the recently formed 
Oil Heat Institute of Buffalo and director, Distribution Division, OHI. 


a Chapter of the national Ont. Plans 
already had been made for monthly 
night meetings; each would include a 
speaker and panel discussions on a spe- 
cific subject. There would be a credit 
night, a service night, a bankers night, 
an operations night, and other “nights” 
for subjects vital to oil and burner 
sales and service. A frank presentation 
of problems and solutions are certain 


to be interesting and instructive 
Why an Association 


Newman was asked why he was 
taking so much interest in the new 
association, His reply was to the effect 
that it would be good for the entire 
industry, and what was good for the 
industry would be good for his busi- 
ness. He has a son who is a graduate 
engineer, and who has already devel- 
oped new features on fuel trucks to 
improve deliveries. Newman has faith 
in the business, and hopes those who 
join and follow in the business he has 
developed will enjoy and take pride 
in a thriving business, not a dying 
business. 

Perhaps he is also thinking of the 
early days when the “little man” was 
kicked around. The Constitution of 
the On! of Buffalo, Inc 
classifications of membership. Class A 


has three 


Fueloil dealers, distributors and sup 
pliers marketing over 1,000,000 gal 
lons per year, and oilburner dealers 
and distributors installing more than 
50 burners per year. Class B—AIl 
other persons, firms or rporations 
elected to membership by the Board of 
Directors who do not qualify under 
Class A. Class C—Provisional mem 
bership, which admits th vithout 
past business ¢ perating performance, 
to participate, without voting privi 
leges, until they have had a year of 
business experience to qualify them 

The only difference between Class 
A and Blass B is that the larger opera 
tors pay larger dues. A Class B vote 
carries just as much weight as Class A 

As a Class A member, Newman 
takes satisfaction in the fact that he 
is doing things he would have liked 
to have done for him when he was 
starting as a coal dealer and again 
when he Was a small oil lk il I 

It would seem that the fueloil situa 
tion in Buffalo is looking up 





Commercial airconditioning survey 


Portland electric Utility interviews 1,732 Accounts in mild-climate Area 








by Dan E. McLellan The purpose of the survey was to 
and Charles W. Shirley determine the extent of aircondition- Out where they boast about 
ing in the commercial establishments the weather, a third of the 

i ew REPORT contains the results, t this area; to promote interest in, commercial establishments 


and an evaluation of the results, and sales of, airconditioning; and to have some sort of cooling. 


of the airconditioning survey mad gather other useful airconditioning Banks, restaurants and taverns 
by Portland (Oregon) General Ek information lead the list of businesses 
tric Company during the summer The results of the survey show that which prefer a man-made cli- 


months of 1958. ipproximately one-third of the com mate for their customers. 
The survey was made over the en mercial establishments called upon 





tire PGE service area, which lies in th have some type of cooling systems 
northern part of the Willamette Val ‘his percentage is evenly divided be 


t 


crease in the installation of many units 


ley During the course of the survey ween the Water-type units and the in both the establishments that do not 
1,732 commercial accounts were called better refrigerative-type units. The 


have airconditioning and in the estab- 
upon. These calls were proportionat y also indicates that there is a 


lishments that wish to expand or to 
ly 218) > uC ) ) } wing 1 oa ] ’ 
ly distributed throughout the enti I interé in airconditioning, improve their present systems. 
system which leads he possibility of an in While making this survey, the need 


for airconditioning was very much in 





evidence. It was also noticed that the 
PG.E. AlQ CONDITIONING SURVEY knowledge of airconditioning types, 
operation and benefits was almost 

PERCENT OF COMMERCIAL BUSINESSES COO rian ) 
WITH REFRIGERATIVE OR WATER verte nonexistent. Several of the business 


> ante have these facts ex 
SEPTEMBER 23,1958 men wanted to have th 
plained to them. 


8 ] WATER TYPE COOLING In a few areas such as Hillsbor 
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PERCENT OF ESTABLISHMENTS COOLED 


YEAR THE UNIT WAS INSTALLED 
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It can be seen that refrigerative-type 
airconditioning is becoming more popu- 
lar and that the number of new instal- 
lations seems to be increasing each 
year. This chart is only a rough esti- 
mate of the true relation between the 
number of units installed each year, but 
it does show the general trend of the 
increasing sales. 

Approximately 38% of the installed 
units were installed in 1958. This is an 
increase of 238% over the sales in 
1957 and an increase of 192% over the 
installations in 1956. The installations 
prior to 1956 constitute only 26% of 
the existing refrigeration-type air-con- 

ditioning units. 
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Beaverton, and the small town of Mo- 
lalla, the percentage of refrigerative 
units was quite high. These were also 
the only areas where the local dealers 
were active in the promotion of air- 
conditioning, and is probably one of 
the main reasons for this higher per- 
centage in these cities. These dealers 
called on the businessmen that they 
thought would be good prospects, and 
more than likely sold refrigerative 
units to many people that would oth- 
erwise not have purchased them. 

The area that has the largest per- 
centage of both refrigerative and total 
cooling is the downtown Portland 
area. This is due to the fact that the 
businesses are generally larger, there 
is a larger volume of business, a larg- 
er working capital, and more compe- 
tition due to the concentration of 
stores. Since there are more employees 
in the downtown stores with a more 
distant relationship between the own- 
ers and the salespeople than there are 
in a smaller store, there is a greater 
employee turnover, which leads to the 
necessity of considering the employ 
ee’s comfort 


Business Types 


The concentration of aircondition- 
ing is distinctly determined by the 
type of business, with banks, restau- 
rants, taverns, jewelry stores, drug 
stores, and doctor’s offices showing 
the highest percentage of aircondi- 
tioning in the above order. Several 
other types of business such as cloth- 
ing stores, beauty and barber shops, 
and offices have a noticeable amount 
of airconditioning, while others such 
as cleaners, hardware and furniture 
stores have very little aircondition- 
ing. The percentage of aircondition- 
ing in the various establishments is 
primarily determined by the size of 
the store, its quality, and the volume 
of business 

It is believed that in the near future, 
there will be a much greater percent- 
age of refrigerative airconditioning 
in practically all types of businesses. 
The businesses that have the greatest 
percentage of airconditioning at the 
present time will probably continue 
to increase this percentage at a faster 


rate than the average business 








Summary of 


Plan to 
Get Air 
Conditioning 


Appliance 
Bakery 
Bank 
Barber Shop 
Beauty Shop 
Cleaners 
Clothing, Men's 
Dress Shop 
Department and Variety 
Doctors 
Drug Store 
Florist 27 
Furniture 61 
Gift and Hobby =. 25 
Grocery 106 
Hardware 92 
Jewelry 56 
Motel 27 
Office 141 
Photography 16 
Restaurant 236 
Shoe Store 60 
Tavern 24 
Miscellaneous 102 
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Many more comments could 
possibly have been added to this 
list, but were not, for at the 
beginning of the survey it was not 
suspected that they would show 
such a definite trend, and there- 
fore were not recorded. The com- 
ments listed are only from the own- 
ers of the commercial establish- 
ments who were quite emphatic 
about expressing their views. 

It should be observed that there 
are a large number of customers 
that do not have airconditioning 
and customers that have water- 
cooling systems who have stated 
that they would like to have re- 
frigerative systems in their busi- 
ness establishments. 

There is also a large number of 
customers that have definite plans 
to install a cooling system before 
next summer, with 86 per cent of 
these people planning on refrigera- 
tive systems. The customers that 
have no plans to install, but would 
like to have their establishments 
airconditioned, gave their princi- 
pal reason for not having it as be- 
ing the cost of the units. Many of 
the businessmen that do have air- 
conditioning, however, stated that 
their increased sales after installing 


Comments 


REASONS FOR NOT 
INSTALLING AIRCONDITIONING 


Expressed 
Desire for Air 
Conditioning 
Other 
Reasons 
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airconditioning more than paid for 
the unit. 

The second main reason given 
for not having airconditioning 
was building ownership and lease 


problems. The businessmen did not 


want to face the problem of having 


to either sell their unit or to move it 
to a new location if their lease ex- 
pired and they had to move. Many 
businessmen have tried to make sat- 
isfactory arrangements with the 
building owners, but were unable 
to do so. The landlords in many 
cases wanted to have very short 
write-off periods financed by in 
creased rent, while the others com 
pletely rejected airconditioning 
The largest reason given for not 
having airconditioning in the es 
tablishments was that the stores 
stayed cool. It is felt, however, 
that this is more of an excuse for 
not having it than a reason. 
Various other reasons for not 
having airconditioning were the 
noise of the unit, the breeze gen 
erated by the unit, the shock of 
walking from a cool aircondi 
tioned room to the hot street, 
health problems, and the fact that 
many businesses were going to 
move or close within a few years. 
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SIXTH IN A MODERNIZATION SERIES 


Don’t neglect Replacements 


All Employees participate in Buckley & Scott's sales Contests and Campaigns 


by William J. Stein 


Ss" AK TO ANY of the men or women 
in the ofhce, shops or garag f 


Buckley & Scott and you will ir 





ately learn that this firm's greatest 


set is its employees, all 55 
Although they have seven men wi 
sell both fueloil and equipment, all 
employees are constantly on the alert 
to promote their organization’s wel 
fare in the eyes of the communit 
This ranges from exceptionally cour 
teous treatment of visitors to the of 
fice to the active searching for leads 
to fueloil and equipment sales 

An analysis of the sources of leads 
for both equipment and fueloil for 
1957, for example, revealed the inter 
esting fact that Buckley & Scott's em 
ployees were its best friends. The fol 
lowing tabulation of leads confirm 
this fact 


Sources of leads fo Numb 
oil and equipment f lead 
1. Employees 485 
2 Telephone + 
3. Advertising (other 
than telephone) 4 
4. Recommended by customers 139 
5. Others 4 


Of course, this program is not spon 
taneous. It is an outgrowth of a con 
tinuous plan that is directed primarily 
at keeping the employees’ morale at a 
high level and assuring steady growt! 
for the firm 

A tradition at Buckley & Scott 
the “President's Month Campaign 
This takes form in an annual sales con 
test that starts at the end of May and 
is culminated with an outing on Jun 
19, the birthday of John Scott, th 
president. Bill Wildes. the general 
manager, stressed that this has been an 
effective morale builder at a time of 
the year when there is usually a let 
down. 

At Buckley & Scott relaxation, after 


*Telephone leads refer to advertising 
the telephone directory. Part of this cat 
also be attributed to other advertising that 
indirectly lead to the use of the telephone 
directory 
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tl ting season, takes form in some Sooty chimneys—black smoke. 6) Ex 
stimulating activity, centering around isting customer for additional equip 
n attractive theme. A typical exam ment 
pl f this activity was when the Periodic meetings were held to dis 
Circus was the central theme. Presi- cuss the progress and to further stimu 
nts Month that year was opened late the program. All of this culmi 
wit! meeting of all employees, held nated on June 19 with a celebration 
in an atmosphere of circus decorations and picnic at the Colonial Country 
ind music. Refreshments were served Club in Lynnfield. Prizes were 
id souvenirs were provided for all awarded to 17 employees for their 
After a welcoming talk by Bill superior performance. The John W 
Wildes, Charlie Downey, sales man Scott award, for outstanding effort 
iger, described the contest and uncov during this particular year, was alse 
ered the prizes that remained on dis presented at that time to Mrs. Vir 
play throughout the month. These ginia Newhouse who so ably con 
prizes included such items as baggage, ducted the nerve center: namely, the 
television set, golf clubs, etc, The en switchboard and reception desk 
tire mpany was divided into five What's the meaning of all this? 
rings, with a salesman as ringmaster Child’s play? Certainly not! Lot’s of 
Each ring or team worked to get as fun? Yes! Creative selling? Definitely! 
many leads and sales of fueloil and Let’s look at the final score for the 
juipment as it could. To make this a 19 dav “Circus.” 
truly cooperative venture, these activi 
ties were developed by committees of New oil contracts 2 
mployees New oil plus service contracts 21 
F ar Equipment sales 19 
Several days after the “Circus Average equipment sale $931.06 
1 bulletin was issued suggest Total equipment sales $17,695.06 
Expenses $838.25 
urces of prospects. These in 
luded: 1) Your next door neighbor To the foregoing should be added 
r his neighbor. 2) Your milkman, in the intangible effect of this program 
suran man, or grocer. 3) Your as an employee morale booster t 
friends and relatives. 4) Moving vans, gether with the widespread publicity 
real estate brokers or “sold” signs. 5) in the community. The total of all of 
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this represents the result of intensified 


efforts during this period. 

Similar tests to motivate employees 
to more gainful levels are held at other 
times during the year. For example, 
“Operation Oil Well” was started to 
get business beyond what normally 
would have been developed by the 
sales department alone; and to serve 
as a springboard for the regular heat- 
ing season, This unrelenting effort 
throughout the year also accomplished 
the purpose of making employees con 
scious of the need for constant prog 
ress and is reflected in their continuous 
effort to promote sales 

In addition to contests and special 


events, Buckley & Scott has a regular 
incentive 


= 


equipment 


plan relating to employee 
ds that result in the sale of 
entitles the employee to a 
2 commission on the selling price 
To get this « 


be submitted 


mmission the lead has to 
n a regular three part 
form to the sales department and ac 
knowledged by the person who re 
ceives the form, One copy goes to the 


salesman who investigates the lead, an 


other to the sales file and a third to the 
employee who submitted the lead 
These leads are valid for 90 days and 


are regularly reviewed to make sure 


ot a thorough follow through 
Creative Selling 


Charlie Downey, the sales manager, 
emphasized the term “creative” sell 
ing. He stressed the fact that custom 


ers needs in the replacement or me id 


ernization market are different from 
the conversion sales of a few years 
back. There is no feeling of urgency: 
there is no feature to stress such as 
automatic heat. Today a salesman has 


onvince his prospect that the re 
placement will be of sufficient im 
provement in warmth, hot water, fuel 
savings, good service, or a combina 
tion of these to warrant the outlay of 
funds. Frequently, the approach may 
be through 

Down 

f advertising the use of tankless water 


iters T] 


single accessory 


related the firm’s program 


request for an installation 
f a tankless water heater afforded the 
sales engineer an opportunity to ap 
praise the heating system in the pres’ 
nce of the homeowner. Seizing this 


pportunity, the salesman suggested 


ST 


2 


an addition, correction, improvement, 
or a replacement of defective equip- 
ment, where necessary. From experi 
ence, it was learned that homeowners 
were more receptive to complete mod 
ernization once they decided to make 
even minor changes. Thus it was not 
uncommon to do a complete modern 
ization on a job that started out with 
the sale of only a tankless water heater 
Closing such a replacement sale, in an 
instance where the customer will defi 
nitely benefit from the change even 
though he was unaware of the value 
or need of a replacement before the 
sale, was what may be called “crea 
tive’ selling 

To assure thoroughness on the job 
by the salesman and to make certain 
of recognition by the prospect, a “com 
plete comfort analysis” is made with 
the assistance of the homeowner. This 
20 


analysis sheet has categories con 


taining 85 items that have to be 
checked. It summarizes the type, age, 
condition, efhciency, and operating 
problems of the heating and hot water 
system. The last item is the recom- 


mendation “to improve customer's 
comfort, reduce fuel consumption or 
service reguirements.” In a company 
brochure this analysis is described for 
the customer with a further statement 
that “the inspection won't cost you 
(the customer) a cent it’s Buckley 
& Scott's service gift to you. It’s Ar 
thur’s (a sales engineer) job to find 
out what your home needs, and to fig 
ure out the least expensive way to do 
it. . . and to do it right.” 

The salesman immediately prepares 
a detailed, typewritten offering, where 
in he thoroughly outlines the work 
that is to be performed, the standards 
to be reached, the guarantees to be as 
sured, the cost and the method of fi 
nancing involved. This is presented for 
the customer's signature so that all de 
tails are clear in writing to both par 


ties. Also enclosed with this is the sales 








Buckley & Scott’s well-planned merchandising program in- 
cludes activities which make it attractive for all employees to 
be alert to the possibilities of selling or turning in sales leads. 
One important result is that everybody in the organization under- 
stands the importance of modernization of existing oilburning 
equipment — whether for a Buckley & Scott customer or not. 





literature relating to the equipment 
that is to be used on this job 

To support this selling campaign 
Buckley & Scott participates with 30 
other Winkler dealers in a year round 
television program the 11 o'clock 
news, channel 11. The Winkler oil 
heating commercials are largely di 
rected at the replacement market and 
stress fuel savings, cleanliness, and 
lower service costs 

The New England Home Show is 
another effective means of reaching 
the homeowner. The objectives of these 
campaigns are: 1) To advertise fuel 
2) To develop an 


awareness of brand. 3) To develop an 


oil for heating 


acceptance of brand, 4) To facilitate 
the job of equipment selling. 5) To 
provide leads 

An attempt was made to appraise 
the replacement program in relation 
to fueloil sales. It was determined that 
in a typical year 58 of 240 sales were 
to non-customers who commenced pur 
chasing oil from Buckley & Scott, after 
the equipment sale. The remaining 182 
sales were to their own regular fueloil 
customers. Downey spec ulated that, 
whereas they were now assured of the 
continued business from these people, 
under previous conditions these cus- 
tomers, with poorly operating equip 
ment, were very vulnerable to change 


Thus the 


value of the replacement 


work is to be measured by the total 
of the newly acquired a unts to- 
gether with that uncertain number of 


retained accounts that otherwise would 
have been lost 

At Buckley & Scott all the em 
ployees look to the 35 years of inspir- 
ing leadership of John W. Scott, their 
president. Day-to-day direction comes 
from Tom Scott, the executive vice 
president, who constantly reminds his 
customers that “I am always happy to 
hear from you and I like to have you 
think of me as being no further away 


than your “phone.” 
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Mighty 
marvel 
Oilburner 


In the Laboratory, 
this Burner gives 
the Performance of 


a 35,000 Btu gas Mantle 


by John W. Schulz 


MAGINE what seems to be an overly 

tall Welsbach gas mantle giving off 
yellow light instead of the white light 
it should give off, and also giving off 
great amounts of radiant heat 

That's what's in a laboratory in 
Mineola, Long Island, N. Y., and it’s 
a new kind of oilburner. The labora 
tory is operated by the American 
Thermocatalytic Corporation. Its tech 
nicians are working at the develop 
ment of the oilburner itself, and at de 
signing weird-looking house-heating 
furnaces and boilers of shapes and 
characteristics that wrap around the 
odd shape of their oilburner 

If these laboratory technicians suc 
ceed and their oilfired furnaces and 
boilers become popular, the men who 
install and service their equipment will 
be doing work that’s weird and on an 
exceedingly small physical scale 
compared to today’s work of installing 
and servicing oilfired equipment. 

Working on an American Thermo 
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Overall view of demonstration set-up in the laboratory of American Thermo- 
catalytic Corporation. A motor in the lower right-hand corner of the photograph 
is driving a small air pump developing low pressure, two pounds or less, to send 
combustion air to the Pyrocore through the rubber tubing. Leaving the air pump, 
this air flows into a small, horizontal, glass tube in which the air, along with the 
No. 2 fueloil to be burned, is heated to about 750°F. The fueloil is completely 
vaporized in this tube, which in the demonstration set-up is heated by wrap-around 
electric heating elements ail the while the burner is in operation. According to 
plans, on an actual installation the electric heating elements will be used only for 
starting; during normal operation, heat from the oilburner will vaporize the fueloil. 
Inside the fueloil vaporizing tube is a chemical intended to minimize carbon formation. 


catalytic oilfired furnace may compare 
to working on an automobile heater. 
A furnace of this design that could 
heat a five-rroom house would weigh 
so little that it could be easily picked 
up and put on a table with one hand. 
It would not have to be much larger 
than a breadbox 

The installation of the furnace could 
be completed simply and quickly, with 
the use of only small tools, and no 
muscle work 

The furnace would not need chim- 
ney draft. In fact, it would not need 
a chimney, or even a usual smokepipe 
A tube or pipe of about one-inch size 
would conduct its products of com- 
bustion outdoors 

Servicing a Thermocatalytic oil 
burner firing its special boiler or fur- 
nace would include surprises for a man 
accustomed to servicing today’s typi- 
cal domestic oilburners. On a Thermo- 
catalytic installation, a vacuum clean- 
er will not be needed to remove soot 
from the secondary heating surfaces 


of the boiler or furnace, if heating 


units of this type become popular, and 
if their secondary heating surfaces 
prove to need cleaning, This cleaning 
might mean that the serviceman takes 
out a tooth brush, or a brush made for 
cleaning little bottles. 

The gas-mantle idea at the start of 
this article came to my mind the in- 
stant I first saw one of these Thermo- 
catalytic oilburners in operation at the 
laboratory—glowing brilliantly, and 
pouring out heat absolutely silently 

In my articles about fireboxes, I’ve 
often stressed the advantages of light- 
weight refractory material that reaches 
high temperatures rapidly after the 
startup of a domestic oilburner. | 
pointed out that oilburner men select- 
ing firebox, refractory material could 
regard the Welsbach mantle as their 
ideal. 

This mantle reaches a high, equi- 
librium temperature within a fraction 
of a second after combustion starts 
From then on, its temperature is con- 
stant no matter how many hours com- 
bustion continues. The catalytic bene- 


April 





1959 








fits it provides for combustion are of 
almost infinite value 


A Thermocatalytic oilburner in op- 





eration gives the impression that it is 
using Welsbach mantle designed 
precisely for it, or that at least its de 
signers aimed to have it come as close 
to this as possible. No other oilburner 
has come as close to using the equiva- 
lent of a Welsbach mantle. 

The part that serves this oilburner 
as a flame mantle is called a Pyrocore; 
that’s a trade name of the American 
Thermocatalytic Corporation. Light in 
weight for its size, this Pyrocore ap- 
pears to be made of porous refractory 
material. Precisely what it is made of 
is a secret of the Thermocatalytic labo- 
ratory technicians. It is cylindrical and 
tall, and operates in the vertical posi- 
tion, as the accompanying photographs 
show. It is hollow. A hot mixture of 
ir for combustion, and No. 2 fueloil 
heated sufficiently to vaporize this oil 

mpletely, flows into the hollow in 
side of the Pyrocore. Combustion oc- 
i matter of milli-seconds (thou- 
of seconds), within the time 
the vaporized No. 2 fueloil, and the 


takes to pass 


} 
anathns 


ir accompanying it, 
through the porous wall of the Pyro- 
ore, and to leave its outside surface. 
The outside surface glows fiercely with 
heat, but is not surrounded by any 
kind of exterior flame. Thus there's no 


flame, no fire, to the combustion pro- 


1] 


luced by this oilburner. 
Rate of heat Release 


The Thermocatalytic men declare 


that their Pyrocore has a surface tem- 


perature of about 1850°F - and has a 
heat release rate of 20,000 Btu per 
square inch of external surface as ac- 


tually demonstrated. That rate of heat 
release seems to be the design or nomi- 
nal rate—far higher rates are possi 
ble. Th 


it the laboratory, which seemingly has 


Pyrocore unit demonstrated 

become a unit of standard size and ca- 

icity, is nominally rated for a fuel- 

il input rate that corresponds to 35,- 
) Btu per hour 

direct 


Surrounded by air-cooled 


: Toe > 
iting surfaces, a Pyrocore becomes 


ting unit. The hot products 
f combustion travel through flue Ppas- 


sages which have indirect heating sur- 





entire assembly becomes a 











Close-up of the Pyrocore in operation. In this demonstration set-up, it is in a glass 

tube and can be seen. Its great Btu input of 35,000 Btu per hour, for its small size, 

causes it to give off vast amounts of fierce, radiant heat that prevent this labora- 
tory technician from getting closer to it to observe it. 


miniature oilfired furnace, of exceed- 
ingly small size. It is only 13” high, 
and occupies a base only 4” x 4” in 
a horizontal plane, although its Btu 
input is 35,000 per hour. Two or more 
of these assemblies, located side-by 
side, form an oilfired furnace large 
enough to heat a home of usual heat 
losses. 

The Thermocatalytic laboratory 
technicians use similar methods to pro- 
duce a miniature boiler, suitable for 
They sur- 


round the Pyrocore with water-cooled 


forced-hot-water heating 


direct heating surfaces, and add water- 
cooled flues to form a unit. This unit 
also has a nominal input of 35,000 
Btu’s per hour, and is used in multi- 
ple or sets to provide boilers of high 
enough capacities to heat homes. That 
is the intention of the designers, at 
least; furnace-burner and boiler-burn- 
er units of higher inputs than (nomi 
nal) 35,000 Btu’s per hour were de 
scribed at the laboratory, but seeming 
ly have not been tested to date 

Also described was the method that 
will be used to have one electric igni 
tion system serve the several side-by 
side firing units (each with its own 
Pyrocore) that form a furnace or 
boiler large enough to heat a typical 
home. The ignition system used at the 








al 


Laurence B. Craig, laboratory execu- 
tive, examines a Thermocatalytic air- 
heating unit, the heart of one of the 
laboratory's oilfired furnaces. Purely 
experimental, this has cylindrical direct 
heating surfaces which are finned, a 
first pass of plain steel pipe, and final 
flue passages made up of several finned 
copper tubes that work in parallel with 
each other. An early try, this furnace 
design has now been improved greatly. 
Current turnace units are much smalier 
than this unit and have only a fraction 
of its weight. All these units contain 
the same size Pyrocore, suitable for 
nominal Btu input of 35,000 per hour. 
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. » « « Mighty marvel Oilburner 





Overall view of set-up that includes Thermocatalytic version of an oilfired hot- 
water boiler. The boiler, tall and vertical and in the left of the photograph, features 
down-draft firing. Its high-up combustion chamber, containing the Pyrocore, is a 
two-inch pipe, glass-enclosed here to be seen. The coil of copper tubing that forms 
the flue-passage or indirect heating surface is so effective that exit temperature 
of the products of combustion is equal to room temperature with this demonstra- 
tion unit in operation. Consequently all of the water vapor originally in the products 
of combustion is condensed in the flues and drips from them as clear water. 
The plan is to pipe this water to a drain on an actual installation. 


laboratory employs an electrical resist nd so will lead to exceedingly low 


ance made of platinum-rhodium wiré costs of manufacturing the equipment 
that glows at red heat to ignite the hot Another objective is to arrive at the 
vaporized No, 2 fueloil. The ignition 


system works on 45 volts AC, and cien 


same time at the unusually high efh- 


ies that lead to exceptionally low 


current flow through its hot-wire el loil consumption for providing 


ment is three amperes es with heat and hot water 


The system described for multipk he men at the laboratory declare 


burners will have but one hot-wire ig their advancing strides and 


niter element. The first Pyrocore unit les, in making best-possible use of 


will be served by one igniter element. ysis in burning fueloil, leads to 
y 


then in turn will light off the second bustion so complete, excellent and 


Pyrocore unit, which in turn will light ficient, that no burnables, soot or 


ff the next unit, and so on. The sys nok r noxious gases are included 


sroducts of combustion 
ir method of 


use of a small 


tem of combustion-control will bi 


tected by the flue-gas temperaturs men declare tl 


the last unit to be ignited. Thus th 


safety control system, or combustion ir pump to mbustion space 


keep the ci 
control, will ascertain that all units ght pressure, eliminates the 


have been lighted off properly, befor any kind of smokepipe or 


permitting continued burner operation ' ney; products of combustion can 


} 


following the trial-for-ignition period ors through a small pipe or 


One of the objectives behind this 
development work is to arrive at new, prove the completeness of their 


1 


startlingly different designs for oil combustion, they pass all the products 


burners, oil-furnaces, and oil-boilers mbustion from one of their oil 


which will reduce greatly the physical 


of filter paper 
filter 


s through a piece 


sizes and weights of the equipment, en minutes; they say the 
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paper comes out as white as it was 
before this test. 

Amazingly high efficiencies for the 
oilfred furnaces and boilers are an- 
other claim. The temperature of the 
Pyrocore units is said to be so great, 
and its proximity to direct heating sur- 
faces is said to be so excellent, that 
80% of the heat transfer is on the 
basis of radiant heat from the Pyro- 
core’s high-temperature surface. With 
out any flue passages in the furnace 
or boiler, this explanation goes on, the 
overall efficiency of a furnace or boiler 
would be 80%. But the highly effec 
tive use of small-area flues (made of 
material that costs next to nothing) 
can, according to these laboratory men, 


reduce the temperature of flue gases 


leaving the building down to 125°F 
“stack temperature.” By using special 
designs, say these men, they can cut 
down “stack temperatures” to pra 
tically room temperatures 

Out of such reasoning come hopes 
of efficiencies of 95% or 


actual installations. If these are real 


higher on 


ized, after this type of equipment has 
been developed further and put t 


work in actual homes, the use of 


cut fueloil 
of that 


equipment of this type may 


consumption to 60 or 


which results today from the use 


usual oilheating equipment operating 


in its usual manner 


Laurence B. Craig, at right, examines 
Thermocatalytic's newly developed rib- 
bon-type, flexible flue-pass material 
made for Thermocatalytic furnaces. 
Though made of stainless steel, this is 
estimated to cost less than one-fifth of 
the flue-pass material first used, and 
also in the photograph. 
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1958 Installations 


_ FAST PICK UP in oilheating 
activity just at the close of 1958 


brought to the oilheating industry 


considerably more economic improve- 


ment tl was reflected in our pre- 
liminat 
Our 


LOS8 Ins 


timate in the January issue. 
final 
llations is 368,318 which is 

low the 580,447 of 1957. 
ng at the final estimate of 
took 


vernment figures on factory 


and estimate on 


not mu 


ns We Mrst into ac- 


t 


s, adjusted slightly upward 
regular formula to accommo- 


reporting manufacturers 


i 
shipment figure is 372, 


this we subtract 29,546 


so based on government 
find that shipments to U. S 
re approximately 542,866 
dd a stock adjustment of 
an installations 


The stock adjust 


sents the amount by which 


rrive at 


468,318. 


ks over the country were 
January 1 this year than on 

te last year. 
idjustment is made for the stock 
ler or furnace plants nor 
warehouses because there 
liable 
Obviously, in the long run 
This April issue 


ar serves as a benchmark 


approaches to such 


ven out 


the earliest date on which 
nment material is in hand 

installations at 186,385 

tinuing decline through re 

irs. On the other hand, re 

nt sales keep growing as would 

due to the increasing age 


burner in use 


Replacements continue Gain 
INSTALLATIONS 

Replac e 

ments 

119,983 

141,838 

151,256 


173,652 


Conver 
sions 
313.123 
263,111 
204,746 
208,281 


Relative Importance of Areas 
PERCENT OF TOTAL IN USI 

56 1/1/57 1/1/58 1/1/59 

16.7% 16.7% 16.8% 
39.5 39 39 


,Y 6 6.2 


77 2 4 


l 
I 
7 


revised upward 


A point that should be recognized 
in all of our installation data is that 
the figures include not only the strictly 
residential user, but also the small com- 
mercial or apartment customer where 


the domestic type burner fired with 
No. 2 


panies supplying us their data make 


oil is in use. The fueloil com 


no separation between these two types, 
but consider them all as one. Typically 
these small commercial users represent 


5% to 10% of the dealers’ business 


Distillate oilburner Installations by States, 1958 


Burners 

In Use 

1/1/58 

Maine 110,201 

New Hampshire 105,583 

Vermont 30,095 

Massachusetts 392 
Rhode Island 


793, 
113,625 
Connecticut 357,566 


Neu 
Homes 
1.018 
1,180 
202 
O71 


1.891 


NEW ENGLAND 1,510,462 
New York 
New Jersey 

Pennsylvania 

Delaware 


Maryland 
of Columbia 


504.708 
803,838 
788.080 

,709 
042 
Dist 
MID-ATLANTIE 
Virginia 
West Virginia 
North Carolina 
South Carolina 
Georgia 

Florida 

SOUTH ATLANTK 
Michigan 
Ohio 
Indiana 
Illinois 
Wisconsin 
Minnesota 
Iowa 
Missouri 
Kansas 
Nebraska 
South Dakota 
North Dakota 


MIDWEST 


~J 
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Kentucky 
Tennesse¢ 
Alabama 
Mississippi 
Arkansas 
Louisiana 
( Yklah« ma 


Texas 


~nwoe 
YHrwmwmwe 

pd me _ o> 

own ww 


+ 
oe ae ee ee 
Se 


SOL TH CENTRAI 
Montana 
Idaho 
Wyoming 
Colorado 
Utah 
Nevada 
Mexico 


Arizona 


New 


MOUNTAIN STATES 110.4 
Washingtor 
Oregon 


California 
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PACIFIC STATES 


UNITED STATES 


INSTALI 
Replac e 


ments 


3 
3 
1 
Ms 
) 


) 


Burners 

In Use 
Total bs »? 
520 4,465 9,003 3 247 
038 553 7,771 894 
112 531 845 709 
601 342 O14 7,650 
742 379 O12 444 
041 435 227 


ATIONS 
Conver 
sions 
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705 2,171 
917 
3,993 
581 
076 
430 
909 
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~ 


348 
7487 
2.286 

972 


618 
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304 
906 
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815 
841 


Ate wie 


902 


811 
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861 
939 


7 
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23,8( 
ROO 
4.963 


566 
568 
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Ashtabula, Ohio 


OILHEATING 


HE “ASHTABULA™ oilheating market 
logically includes both Lake and Ashta 

bula Counties in Ohio, a territory totaling 
938 square miles in area. This is a thri 
ing, progressive region, enjoying a g 
economic outlook for the future 

Considered as an oilheating market, these 
two counties present a more attractive f 
ture than is typical in other parts of the 
state Competitive fuels, while available 
here (from three separate utility compa 
nies) are not so heavily entrenched; the 
fueloil industry is aggressive and anxious 
to defend its position; competitis 
costs are not tow far out of line 
to oilheating 

The 1950 populations of Ashtabula 
County (78,700) and Lake County (7 
000) totaling 154,700 have incr 
an estimated total of 221,130 (Ash 
125,000; Lake, 96,130)—a gain of 
Disposable income per family 
$5.481 (Ashtabula) to $6,785 (Lake) 

We believe that a total of about 65,00( 
dwelling units (one and two 
occupied in the two-county area 


e tuel 


compared 


eased 


t 


at 
43 


runs trom 


family) 


Home Heating Characteristics 


Our earliest available indications of oil 
heating usage (1945 Fueloil Ration Permit 
applications) show 

R 1100 
Central 
Ashtabula County 283 
Lake County 805 
Total 1,088 3,569 

The 1950 federal census offers the 
statistics on heating usage 

A precise breakdown of central versus 
non-central heating equipment installations 
by fuels, is difficult; a further separation 
by counties, more so. From all available 
indications, however, we believe the fuel 
usage picture shapes up as shown in the 
table 

Coal heating has suffered in its overall 
usage. Depending upon the particular sec 
tion, the decline in coal heating installa 
tions has varied from as much as 65% to 
20%. Overall, the reduction 
has been by about 30% in 
coal furnaces in service 

Added to the total of 21,218 
oilheating installations in residential use are 
another 2,060 in small commercial estab 
lishments. This gives a total of 23,278 cen 
tral heating, distillate oilburners ir 
these two counties, or 11% of the 
the state 


next 


since 1950 


numbers of 


Competitive Fuels and Costs 


Prices for Kentucky-type bitumin« 
range from $16.50-$17.00 per ton 
delivery, with heat content of this 
at about 14,000 Btu per pound. This is 
per-therm-equivalent cost of 5.9¢ 

The Pocahontas variety, of silghtly higher 
heat value per pound, costs from 6.2¢ to 
7.5¢ per therm, according to quality, and 
also runs slightly lower in price in 
bula than in Lake County 

Smokeless Pocahontas grade bituminous 
for stoker firing, costs about the 
grades for hand-firing 

Natural gas 


Same 


service is provided mai 
by two utilities. West of Painesville 
Lake County, the East Ohio Gas Co. fur 
nishes fuel of “not less than 1,000 Btu 
Fueloil Cour cil 


York 17, N. Y 


Copyright, National 
424 Madison Ave., New 
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MARKET REPORT 


per ci, at a 
therm 
heating 


price equivalent to 9¢ per 
after an initial minimum charge for 
customers of $3.10 per month 

East of Painesville, and throughout Ash- 
tabula County, service is furnished by the 
Lake Shore Gas Company, also for 1,000 
Btu gas. Here the rates average higher, 
running at 11.54¢ per therm for 450 
(after the initial 5,000 cf) then 
to 9¢ per therm 


therms 
dropping 

Natural gas, in the city of Painesville 
is supplied by a municipally-operated util 
ity, through wholesale purchase from Lake 
Shore Gas Company. (This municipal op 
very tew customers.) 


eration serves 


[Thus the cost of gas for househeating, 
measured eastward from Cleveland, be 
comes higher, per therm, with the cost com 
parison increasingly favorable toward fuel 
oil il Ashtabula County. Here it is at least 
off with the cost of oil heat, with 
sably 1 slight existing for 

( Jee ll 


advantage 


Chere were two prices in effect for No 
at the time of our market study 
and 15.3¢ per gallon. This works 
per therm costs of 10.8¢ to 10.9¢ 
1 fueloil, the price was 16.3¢ per 
or an equivalent of about 11 
per therm 


Fueloil Distribution 


We have arrived at estimates for the 
market volume of No. 2 fueloil in each 
county that are slightly higher than the 
ite of opinions among the local oil 
men. Our estimates for volumes of No. 1, 
on the other hand, range somewhat lower 
We believe that the actual gallonages are 
Total volumes for No. 2 fuel- 
vil (residential and small commercial usage) 
f 33,914,140 gallons, and for No. 1 fuel 
oil of 5,115,223 gallons 

The level of refinement in distribution 
procedures is high. Measured by the degree 
of automatic deliveries—which are made to 
78% of all the customers—and by 67% 

all customers’ tanks equipped with VENT 
ALARM audible fill signals—and by 24% 
of all customers on budget plan payments 
for fueloil-—we would rate retail distribu 
efhcient and pro 


compos 


as follows 


being generally 


tio! is 


gressi' 
Market Concentration 


both counties, a known total of 71 
trucks are operated by 35 inde 
marketers and consignees. The 
then, is just about two trucks per 


company; among only the independent mar- 
keters this would be a bit higher, though 
not as high as three trucks average per 
firm. 


Oilheating Equipment Sales 


An estimated 18% of all fueloil dealers 
handle oilburning equipment and _ this 
group, in the opinion of the oilmen we 
interviewed, does just about 18% of the 
total of all oilheating equipment installa- 
tions in the area. The plumbing and heat- 
ing companies make most of the equipment 
sales—59%—while the specialized burner 


7.6 


service firms sell the remaining 23% 
Oilheating Service 


In contrast to a minor role in the sale 
of equipment, the fueloil companies main- 
tain a dominant posftion in the servicing 
of burners. Of all maintenance and repair 
work, an estimated 63% is performed by 
the fueloil firms; 16% by the plumbing 
and heating companies and 21% by spe 
cialized burner service firms who do not 
handle fueloil. 

The responsibility of keeping the mar 
kets’ oilburners in good operating condi 
tion is apparently being taken seriously by 
the oilheating industry, and service activ- 
ity on the part of the fueloil dealers seems 
definitely to be on the increase 

About 48% of all the oil heat users i1 
the two counties now buy service contracts 
for maintenance and repair. An additional 
23% of the market's burners receive an 
annual clean-up and tune-up apart from 
service contract coverage. Thus a comfort 
able 71% of all the installed equipment 
is being attended to regularly and main 
tained in satisfactory operating condition 


Advertising Promotion 


To get under way a cooperative effort 
for oilheat a group of independent mar 
keters, from Ashtabula County. recogniz 
ing the parallel interests of Lake County 
marketers, has interested dealers there in 
joining the effort. On June 19, 1957, this 
took form as the “Better Heating Coun 
cil,” electing acting officers 

The first efforts will center on news 
paper advertisements. Fortunately, one 
newspaper publisher (Rowley Enterprises) 
has papers in four of the five major cities 
in the area: Ashtabula, Geneva, Conneaut 
and Painesville. Space rates are very rea 
sonable. In addition, through a combina 
tion rate, an advertisement may be in 
serted in all four papers at the net cost 
for insertions in only three. This situa- 
tion not only fits well with the marketers’ 
objectives, but further strengthens the pur 
poses of joint action between Ashtabula 
and Lake County dealers 





1950 CENSUS 


% of Total 
Usage 


Ashtabula 
County 


Lake 
County 
TRAL HEATIN( 

Coal 410 11.070 
Ga 88 33 
Oil 160 4,120 
Other 185 315 
Total 
NTRAL HEATIN( 
Coal 
Gas 
Oil 
Other 


Total 3.0% 5.460 





100.0% 1.87 .748 100 


1957 ESTIMATE 
Ashtabula Lake % of Total 


County County Usage 


5,391 21 
10,636 
12,968 


1,200 


68.9% 5.850 
9.8 7,250 
8.250 
1,167 


30.195 


: : 764 12 
15.3 : .167 30 
43.1 3; 217 42 
6.6 : 600 14 
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Honeywell announces a major scientific 
breakthrough---the ULTRAVIOLET SENSOR 


NEW FLAME SENSOR POSITIVELY DIFFERENTIATES 
BETWEEN FLAME AND HOT BRICK 


ruxm 
a 
a 


Z 
' 


Honeywell's New Ultra-Vision* 
Flame Detector, C7O12A 


An ultraviolet-sensitive tube about the size 
of an index finger now solves all your flame 
sensing problems, including refractory over- 
ride and hold-in. 

Developed by Honeywell, the C7012A 
Ultra-Vision tube is the only sensor that can 
tell the difference between real flame and 
red-hot firebrick so that raw fuel delivery is 
stopped immediately in the absence of flame. 
It also eliminates nuisance shutdowns occur- 
ring when refractory glare masks out the flame. 


The Ulitra-Vision Flame Detector will work with all Honeywell rectification relays 


Honeywell development utilizes 
invisible ultraviolet rays to 
revolutionize safety standards 

in detection devices. 
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Multiple-burner installations are greatly 
simplified since the Ultra-Vision tube, being 
insensitive to the refractory, can be aimed 
directly at the flame in any convenient way 

the sensor will detect a flame from any 
type of fuel. 

The C7012A ultraviolet sensor will bring 
revolutionary new safety to gas and oil 
burners. For complete information call your 
local Honeywell office, or write Honeywell, 
Minneapolis 8, Minnesota. 








MATCH YOUR JOB REQUIREMENTS 
WITH THE MOST COMPLETE LINE OF 
BURNER CONTROLS IN THE INDUSTRY 


New U.L. requirements mean stack relays can no longer be used on commercial 
burners of more than seven-gallon size. You can meet all requirements by 
choosing Honeywell, now offering the most complete line of Electronic Com- 
bustion Controls with exclusive Safety Start. 


FOR MEDIUM BURNERS — 
RASSOC PROTECTORELAY* 
The RA890C is a basic rectification relay ideally suited for use 
with the new C7012A Ultra-Vision sensor, as well as with flame rods 
or photocells. It’s designed especially for pressure-gun oil burners, 
small combination gas-oil burners and gas power burners. 


FOR LARGE CONVERSION BURNERS — 
R478 PROTECTORELAY 
Here’s an electronic programming relay for large horizontal rotaries, 
combination gas-oil burners, steam-atomizing burners and large 
power gas burners. The R478A may be used with the C7012A 
Ultra-Vision sensor, flame rods or photocells. The R478B is available 
for use with lead-sulphide cells. 


FOR MEDIUM-SIZE COMMERCIAL BURNERS— 
R4074B PROTECTORELAY 


In applications where the extra flexibility of the R478 (above) is 
not a requirement, the R4074B Protectorelay provides an economical 
programming relay for use with lead-sulphide flame detection systems. 


Choose Honeywell—all types of controls for every possible combination! 


® Choice of flame detection ® Choice of burner sequencing ® Manual or automatic starting 
® Wide range of voltages ® Fast detection and response ® Ease of installation 


® Low maintenance costs ® Honeywell nationwide engineering and service 


FOR MORE DETAILS, call Honeywell 


your local Honeywell office— 


or write Minneapolis-Honey- | Fv ° 
well, Minneapolis 8, Minn. H mt We Covtrol 





Instructions for 
Superintendents 


Men in charge of heating Equipment in large boiler 
Rooms need specific Instructions on care of Oilburners 


by Jean L. Dupuis 


_ RUINED pump-drive gear in 
the accompanying photograph is 
from a rotary-cup oilburner. It was 
ruined because the gear case in which 
it worked went dry. 

Asked why he had not kept auto- 
mobile engine oil up to the proper 
level in the gear case, the superintend- 
ent of the 45-family apartment house 
heated by this burner replied, “No- 
body ever told me anything about 
that!” 

By coincidence, within a week a 
similar oilburner in another apartment 
house, owned by the same man who 
owns the 45-family building, gave the 
same trouble. In this instance also, the 
superintendent knew nothing about 
the need to add lubricating oil to the 
gear case when its oil level became low. 

The company installing and servic- 
ing this particular make of burner in 
this particular city seems to be failing 
to instruct superintendents properly 


These two burners ran well for 


ibout three years only because their 
| 


need for gear case lubrication was 
tended to haphazardly when service- 
men happened to visit the installations 
for one reason or another. Finally the 
gears were ruined either because serv- 
icemen did not happen to check their 
lubrication when tending to other 
things, or because servicemen did not 
see the burners for a few months at a 
time—because the burners were not 
giving trouble 
If you service rotary-cup burners 
which have gear cases that need lubri 
ation, you may get interesting infor 
mation by asking the building super 
intendents you meet these questions: 
1. How often do you check the level 
f the lubricating oil in the burner? 
2. Precisely what kind of oil do you 
idd when the oil level is low? 
How often do you drain the old 
lube oil and refill with fresh oil? 


Within one week, a New York apart- 
ment-house owner had two burners 
break down because of this kind of 
damage to pump-drive gears. In both 
instances, the superintendents said that 
though the burners were in use three 
years, nobody had ever given in- 
structions about checking the level of 
the lubricating oil in the gear cases. 


4. Precisely where did you obtain 
the information that permits you 
answer these questions? 

Only if you have been doing an 
exceptionally good job of instructing 
superintendents, will you obtain good 
answers to these questions. Answering 
the fourth question, of course a super 
intendent should say that you or your 
company provided him with the in 
structions he needs about the lubrica 
tion of his oilburner 

As I mentioned once before 1n ar 
article, faulty lubrication caused s 
much damage to two burners on a cer 
tain installation that both needed re 
building in a shop. Maintenance men 
had drained the lubricating oil from 
these burners and filled up their gear 
cases with cup grease 

Field check-ups show that few boil 
er-room walls contain posted instruc 
tions that apply accurately to the 
equipment in the boiler rooms. In som. 
boiler rooms, you find no instructions 
whatsoever. In trying to give oll 
burner equipment the attention it 
needs, a superintendent who lacks sp« 
cific instructions goes by memory. H« 


does what somebody told him at one 
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As a comp!ement to our line of 
Class 60 interna! gear pumps, the 
new Class 66 external gear 
design extends the working 
pressure range to 300 psig with 
the same outstanding perform- 
ance features expected from 
Kraiss| products developed 
through 30 years’ experience. 


Important design features... 

1. Ports in end plate provide casy 
access to pump interior and 
parts replacement without 
piping disassembly. 

2. Pyramid tooth form provides 
maximum gear strength. 

3. Flange mounting on end plates 
permits use of foot or direct 
mounting into machine or drive. 

4. Integrated Rotor and  shafi 
provides strong assembly with 
no weakening due to internal 
keys or pins. 

5. Dowel pin alignment facilitates 
accurate assembly with proper 
working clearances. 

6. Grooves vented to pump suction 
eliminate gaskets and insure 
face and end plate sealing. 

7. Bearings are assembled close to 
load to minimize shaft defiec- 
tion. Provision is made for re- 
newal of lubricant. 

8. Shaft seals isolate main shaft 
bearings from abrasive liquids. 

9%. Hardened idler increases pump 
life. 

10 Interchangeable return seal 
(not shown) vents stuffing box 
to pump suction to minimize 
chance of shaft leakage while 
also providing simple change of 
rotation in the “ield. 


Write for Bulletin A-1847. Other 
Kraissi fuel oil products include . . . 
Single and Duplex Strainers @ 
Light O'1 Pumps © Compressors 


KRAISSL of 6 | « Inc. 


295 Williams Ave., Hackensack, N. J. 
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to do—and the time he was in- 


structed may have 


time 
been years ago. 


In other boiler rooms, you find 


posted a set of instructions that does 
not apply at all to the equipment on 
hand. I’m thinking of instructions be- 


ing distributed widely to apartment 


house superintendents by a large oil 


There's a space to be filled in to tell 
the proper SAE viscosity of the gear- 
case lube oil, in this table. Most rotary- 
cup burners need 30 SAE viscosity oil, 
but some need oil of other viscosity, 
according to their manufacturers. The 
maker of one rotary-cup burner says it 
should be given 90 SAE viscosity oil. 





Gels - & 








detailed 
points on what to do about the “tail- 
The catch is that at 
least nine out of ten burners supposed 
to be 


company, which contain 


piece oil valve.” 


covered by these instructions 
don’t have a “tail-piece oil valve.” 


The set of 
that a superintendent, having trouble 


same instructions says 


related to no atomized oil going into 
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EVERY 
l. 


EVERY 
l. 


EVERY 


ry 
. 
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OIL BURNER INSTRUCTIONS 





DAY - 
Clean atomizing cup. Use only kerosene and rags. Do not use a screwdriver, 


file, or other tools — because an atomizing cup even slightly knicked or 
dented should be replaced at once. 


- Make certain the oil flame is not smoking. The flame should be "full" and 


"rich", not skimpy and lean. It mst be large enough. But no smoke! 

WEEK = 

With the oil burner not running, look into its oil cup on the side of its 
gear case. This cup should be full of lubricating oil — when the oil 
burner is not running. Use only automobile engine oil of SAE viscosity. 
Start and stop the burner. Watch it. Make certain it performs properly. 
Clean the suction-line fuel-oil strainer. A high reading on the vacuum 
gage at the strainer tells you to clean the strainer. 

With the oil burner running, blow down the low-water control thoroughly. 
Make certain this stops the burner. 

TWO MONTHS - 

labricate properly the bearings of the oil burner motor, and of all other 
motors in the boiler room. 

Inspect the two drive-belts of the oil burner. Tighten loose belts. Keep 
at least two, new spare belts on hand. Always install two, new belts. 
Clean dirt and mck from the air-intake openings of the oil burner. 

Clean out the air-intake openings under the firebox floor. 

Flush mid and sediment from the mid legs of the boiler. Keep the blow- 
If yo have a fuel-oil 
preheater located under-the-waterline, flush it out thoroughly. 


down valves wide open until the water runs clear. 


POINTS ARE IMPORTANT AT ALL TIMES - 

The boiler flues or tubes mst be cleaned often enough. Smokepipe also! 
The water-line of a steam boiler mst be kept at the proper level. 

For safety and efficient use of fuel oil, keep tight-closed the firing 
door or flame-observation door of the boiler. Keep boiler doors closed! 
Don't run out of fuel oil! 

If a fuel-oil drip develops, keep a pan under it — until it's repaired. 
Keep covers on all electrical controls and junction boxes. 

Be ready to replace a burned-out fuse, with a new fuse of proper size! 
Learn the purpose and use of every device in your boiler room — every 
valve, switch, electrical control, gage, thermometer, re-set device. 
Learn the usual, proper reading of each gage and thermometer. 

If an oil burner seems to be giving trouble, don't permit it to run 

by itself, unattended. Either stay with it, or turn it off! 
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for the most complete line 
of Draft Inducers 
... with the most features 


This new, small size 10DI-1/6 Wing Draft Inducer exactly 
suits the needs of small heating equipment. It opens new 
profit possibilities in new boiler, furnace or heater instal- 
lations, conversions, chimney eliminations, fireplace draft 
and other small capacity jobs. 

The 10DI-1/6 has almost all of the features found in the 
larger units. The fan-shaft, motor and bearings are all one 
unit which may be easily withdrawn from the casing for 
inspection and service without disturbing the breeching or 
insulation. 

The fan is of a special design for highest efficiency; V-belt 
drive eliminates need for field alignment. The bearings are 
permanently sealed and enclosed in a tube which holds 
their temperature to a few degrees above ambient for long 
life. 

Can be installed in any position for any breeching arrange- 
ment. 

In addition, this new draft inducer features an interchange- 
able sheave arrangement that permits quick change of 
capacity. 

Its capacity is adjustable up to 9!4 gph oil, 95#/hr coal, 
1600 cfh-1000 Btu/CF (1200 cfh-—A.G.A. units) gas. 


L. J. Wing Mfe. Co. 


DIVISION OF AERO SUPPLY MFG. CO. INC. 


140 VREELAND MILLS RD., LINDEN, NEW JERSEY 
FACTORIES: LINDEN, N. J. AND MONTREAL, CANADA 
IN EUROPE: WANSON, HAEN-NORD, BRUSSELS, BELGIUM 





Now Wing Draft Inducers are available for capacities from 
2 GPH to 1000 GPH, from 800 sq. ft. EDR to 470,000 sq. ft. 
EDR, from 8 Boiler HP to 4000 BHP. FOR ANY DRAFT 
REQUIREMENT. 

Only Wing has the wide background of experience in 
combustion as well as fan manufacturing to assure re- 
liable, trouble-free and economical solutions for your draft 
problems. 

See your local Wing representative for complete informa- 

e of p 


Other Wing Products: 
Revolving Unit Heaters, Fresh Air Supply Heaters, 
Draft Inducers, Fans, Turbine and 
Motor Blowers, Auxiliary Turbines 














FOR CLOSER 
TEMPERATURE 
CONTROL _ 


GENERAL 


Type HMT 


AUTOMATIC ELECTRIC 
FUEL OIL 
PREHEATERS 


When highest performance and prod- 
uct quality are required, the rugged 
design simplicity of Type HMT units 
is outstanding. 


te Offered in an extremely wide 
range (5 to 36 KW) of models. 


% High voltage range and choice of 
watt densities available. 


te 3” ASA mounting flanges are 
rated at 150 or 300 pounds for 
speedier installation and inter- 
changeability. 


te For complete details, request 
bulletin offered below. 


REQUEST CATALOG EH-100 


— covering our com- 
plete line of electric 
Fuel Oil Preheating 
units (750 to 60,000 
watts). Write Hayden 
Heater Division, Gen- 
eral Fittings Company. 
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the firebox, should make sure the oil 
shut-off valve is open. That must refer 
to a solenoid shut-off valve in the cup- 
line of a burner. The instructions di 
not tell a superinendent how to g 
about “making sure this valve is open.” 

Oilburner servicemen themselves. in 
fact, get into arguments about the 
simplest and best way to find out if 
such a shut-off valve opens when it 
should 


After he has 


ruined by lack of lubrication, a serv 


encountered gears 
iceman certainly makes sure that every 
burner he sees is getting proper lubri 
cation 
After he 
damaged after its low-water control 
failed to 


has seen a steam boiler 
work because it was not 
tended to often enough, a serviceman 
makes certain that all the low-water 
controls he sees from then on are be 
ing flushed out often enough 

Seeing a motor damaged by lack of 


bearing lubrication, a 


serviceman 
checks on the lubrication of all the 
motors he then sees 


But each of these is just one point 


COMMERCIAL &- 
2 INDUSTRIAL 


oilburning 





regarding proper burner maintenance 
Good maintenance includes more thar 
a dozen important points for the typ) 
cal commercial or industrial boiler 
room. 

The thing to do, therefore, is t 
draw up complete instructions for spe 
cific boiler rooms—to match the equip 
ment and the amount of work the 
equipment does in each particular 
boiler room. Don’t omit one step that 
the superintendent should take to keey 
his oilheating equipment running 
properly! 

The accompanying instruction sheet 
is just an example of such a set of 
instructions. This sheet applies to belt 
drive rotary-cup burners that have 
fueloil preheaters, and that do ordi 
nary work firing low-pressure stean 


boilers at rates of up to about 35 gph 





Depending on the size of the steam boiler, the nature and amount of the make-up 
water, and on other factors, the low-water controls of different installations need 
different attention. That applies also to feeders. The blow-off valve below the 
float chamber of the feeder in this photograph has a label that says this feeder 
should be blown down once a month. The accompanying oilburner instructions 
say a low-water contro! should be blown down thoroughly (until clear water 
comes from it, that is) once a week, One manufacturer, making low-water controls 
used mainly in industrial boiler rooms, says that in these his controls should be 
blown down "once a shift." He says the low-water controls of large heating 
boilers, perhaps 100 hp size and larger, really should be blown down once a day. 











GENERAL 


FITTINGS COMPANY 


EAST GREENWICH, R. I. 
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New all-in-one burner bolts to boiler front 


TWO FUELS 

INTEGRAL CONTROL PANEL 
FORCED OR NATURAL DRAFT 
BUILT-IN AIR SYSTEM 








Average installation saving in f 


Substantial savings in installation costs 
are made possible in a firebox boiler by 
the elimination of the boiler base and 
fire brick combustion chamber. Fits any 
boiler; bolts to the boiler front. Com- 
plete forced draft, fuel and control sys- 
tems are built into the burner. No 
secondary air construction needed. 


Also available as boiler-burner unit 


Packaged boiler with integral burner 
can be delivered at site, ready for service 
connections. No brickwork, pit, or spe- 
cial setting required. 


No high stack needed 


In a sealed fire box no stack is required; 
merely a vent. Air is supplied under 
forced draft. In conventional boilers the 
stack can be shorter and smaller than 
required by the usual gas or oil burner. 


Switches fuels instantly 


Burns either fuel with high efficiency. 
Saves purchase of extra burner in areas 
where gas users must provide standby oil 
equipment. One-fuel models are also 
available for either gas or oil. 





irebox boilers: $750) 


Cuts fuel costs 


New type of burner head and improved 
fuel-air control develops exceptional com- 
bustion efficiency. Instant heat absorp- 
tion. No wasteful refractories to heat up. 


Costs less to operate 


Requires no more supervision than a 
domestic burner. Maintenance problems 
are negligible, and can usually be han- 
dled by the janitor. 

Capacities: oil, 4 to 30 gph; gas, 
$00,000 to 4,000,000 btu/h. 


Send coupon for full description and specifications 


Makers of Quality 
Heating and 
Power Equipment 
since 1903 





PETRO, 3336 


Name 
Company 


Address 


City 


106th Street, Cleveland 11, Ohio 
(In Canada: 80 Ward Street, Toronto, Ontario 


Please send complete information on Petro P-240 dual-fuel burner and 
boiler-burner units. 


State 
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Readers’ Problems 


Q. Trying to follou the recommen 


dation given several times in your ar 


ticles, to “design for’’ a stack 


tempera 


ture of a new boiler instead of being n 

“surprised by it.” st 
New system in 40-family apart 

ment house will have 3,760 sq. ft. of t 

standing steam radiation; 20° piping 

and pick-up allowance; tankless heate1 pu 

puts 800 sq. ft. steam load on boile 

Estimated efficiency of burner and tl 


Btu per hour as the needed boiler out 








iding of about S55O°F. gross or ac 
ual. Cautious, I wonder about in d COMMERCIAL ae 
sing the 20% piping and pick-up AMMO 
vance, and the 800 sq. ft. tankless —s oilburning — 
| reducing the 75% efficiency es — 
re. My worry is that if I over 
sstimate efficiency or have the 20% 1.0 gph of No. 5 oil. Dividing the 


S00 figures to the boiler 1,274,880 by this 111,000 gives you 


11.5 gph, in round numbers, as_ the 


, 
’ I} ; 
t heat all radiators 


R. M. H., Dearborn, Mich firing rate needed for the boiler on the 
Adding the 20% piping and pick basis of your figures 
illowance to the figure of 3,760 Depending entirely on the charac 
ft. of standing, steam radiation teristics of the steam piping and ré 


s you a gross heating load of 4,512 


tt. steam Add the 800 Sg ft load 


turn piping, and the piping insulatior 
you will install, your 20% piping and 
tankless heater puts on the boiler, 
total boiler load is 5,312 sq. ft 
Multiplied by 240 (Btu per 
ur equivalent of one square foot of 
m radiation) this equals 1,274,880 


pick-up allowance may be enough, or 


1 the 


may need increasing. Have the manu 
um facturer of the tankless water heater 
check and comment on your 800 sq 
ft 
load; this may or may not be higl 


allowance for the tankless heater 


available Btu 
r hour provided by each 1.0 gph of 


No. 5 oil 


t. Divide this by thx enough for the particular building. We 


suggest you reduce the estimated efh 


You obtain this figure ciency figure to 70% to allow for ir 


boiler is 75%. Followin mur ideas by multiplying 148,000 Btu per gallon termittent firing. Ask the manufac 
I want the firing rate figured for No. 5 (for No. 5 oil) by the estimated efh turer of the boiler if this method of 
oil. Then will ask boiler manufacturer I f 75%. It amounts to 111,000 arriving at boiler size leads to the s 
to select model and size boiler, fired at Btu per hour, as the heat output of lection of a somewhat larger boiler 
this rate, to give a stack temperature the boiler resulting from firing each than would be selected normally 





JOHNSON FORCED 


SOSCSOHSSSHOSCSSSSSSSCESOSSSOSEESEOSE®O 


Builders of fine Oil Burner Equipment since 1903 





DRAFT PACKAGE-UNIT BURNERS 


Complotoly Assembled & Wired at Factory 


For firing with Oil only . . . Gas only . . or com- 
bination Oil or Gas. They are assembled, tested 
and wired at the factory ready for easy, inexpen- 
sive attachment to any boiler or heat receiver. 
They provide smoother, more efficient combus- 
tion regardless of stack conditions and firebox 
pressure variations. 


Powered by the world famous Johnson Model 53 
Burners, these “packaged” units are available for 
any heating need, in sizes from 28HP to 560HP. 
If you want the last word in heating efficiency and 
economy, investigate these new Johnson Forced 
Draft Package Unit Burners. 


on Ol Burners........ 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
7 
Industrial 
Ovens 
. 
Power 
Gas Burners 


WHAT IT DOES 


Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 








The Dewey 


Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 


Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 


products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


‘ FREE | 
100 E. Baltimore Detroit 2, Mich. 


CIRCULAR 


CQOAY sarery ainFLOW SWITCH 














Here's An Expert— 


THE COMMERCIAL INDUSTRIAL 
OILBURNING BOOK 


Computing boiler load 


Selecting burner size 
Combustion volume 
Boiler types 


Firebox construction 


Warer tube boilers 
Selection of burner 
And other valuable information 





ONLY $2.00 A COPY! 


Contains a series of articles of particular value to 
you, including 12 features by Kalman Steiner on 
the “Design of the Industrial Installation.” 


ORDER YOUR COPIES TODAY: 


2 West 45th Street 
New York 36, N. Y. 


Fueloil & Oil Heat 














he 


Use 
the 


to 
properly prepare 
avy oil for combustion 


use 


EAGAN 
"“pre-packaged”’ 
FUEL OIL PUMP and 
HEATER SETS 


the most efficient and up-to-date means for 
proper preparation of heavy oil for combus- 


tion—an EAGAN “pre-packaged” fuel oil pump 


and 
. 


heater set. These are the benefits you'll get: 
speedy installation since an EAGAN unit is 
delivered ready to operate. Only connections 
to oil and steam supply, burner, bypass and 
relief valve are required. 

elimination of combustion difficulties caused 
by improper field assembled combinations. 
reserve capacity. EAGAN units exceed mini 
mum requirements of the burner with an 
adequate safety factor to provide for even- 
tual wear and future demand increases. 
easy maintenance since all parts are located 
for easy access. 

long life because of special engineering, 
sturdy construction. 


EAGAN fuel oil pump and heater sets heat to 


300 


‘F, pump to 400 psi and have capacities to 


3000 gph. Single or duplex units are available for 
steam or electric drive. Duplex ‘‘electro-steam"’ sets 
provide for electrical failure by incorporating one 
steam pump and one electric motor driven pump. 
Other EAGAN fuel oil pump and heater sets can 
be made to your special requirements. 


Write, wire or call and let us bid on your job 


Walter H. Eagan Co., Inc. 


233 


9 Wallace Street, Philadelphia 30, Pa. 


Mfrs. of condensate, vacuum, turbine, boiler feed, 
centrifugal and proportioning pumps and fuel oi 


pump and heater sets 


Pump Specialist Since 1920 


a” 
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ARE YOU 
GETTING 


PUSH-BUTTON 


SAVINGS? 


ee 
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SEE HOW THE 
ELECTROFILE 


Automatic 
DEGREE-DAY SYSTEM 


Saves Time... 
Cuts Costs... 
Ups Profits... 


FOR FUEL OIL 
DISTRIBUTORS! 


One demonstration will show you how 
this revolutionary ELECTROFILE degree- 
day system puts the magic and speed of 
electricity at your finger-tips to save you 
time, work and money. Nomina! in first 
cost, this comprehensive system quickly 
pays for itself through savings on deliv- 
eries, office procedure and in every phase 
of its operation—as proved in more than 
160 degree-day installations 


Contact our nearest office for details 
and personal demonstration! 


Tris sutras] 
ELECTROFILE Division 
yo 


wy JOHNSON FARE BOX COMPANY 
A BOWSER Subsidiary 


4643 N. Ravenswood Ave., Chicago 40, III. 
Phone: LOngbeach 1-0217 


DISTRICT FIELD OFFICES 


NEW YORK 17: 420 Lexington Ave 

DALLAS 19: 1706 Hinton St 

CLEVELAND 11: 4209 W. 150th St 

SAN FRANCISCO 3: 468 Ninth St 

BOSTON: 25 Southwest Park, Westwood 
(Boston Suburb) 


Sales and Service Offices in Other Cities Listed 
Under BOWSER, Inc. 
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Report shows proved oil Reserves 


have risen to new all-time High 


D 


ESPITE 
ing activity in 


ir. the U.S il 


i 


A slac ke ne 


t} 


f drill 


le forepart of 


1 rate 


lustry in 1958 


lion barrels over 1957, and 302 million 
barrels over the former peak which 


was attained in the year 1956; 














| materially to the nation’s proved Total liquid hydrocarbons (crude 
r f crud natural gas oil and natural gas liquids): 36 bil 
juids and natural g lion 740 million barrels, up 752 mil 
Proved reserv n three cate lion barrels over 1957, and 403 mil 
I now at all-time peaks, the lion barrels over the heretofore record 
American Petroleum Institute and the high in 1956. 
American Gas Associati innounced Natural gas: 254 trillion 142 bil 
t nt annual report on the lion cubic feet, an increase of bil 
rt upp! f liquid hy lion 573 million cubic feet over 1957 
nd natur the previous peak 
' 1 reserves of oil and natural Contributing to the increases in the 
t whicl rience indi 1958 totals of proved reserves is the 
be recovered by production fact that production of crude oil, nat 
n operation. They do ural gas liquids and natural gas all de 
il in unproved portions of clined slightly during the year 
veloped fil r in stratas The reserves committees estimated 
to the accumulation of oil, production of crude oil at 2 billion 
tested 73 million barrels, down 186 million 
ur n tl 958 proved barrels from 1957; natural gas liquids 
tatist surprised it 341 million barrels, down 11 mil 
n ted somewhat lion barrels; and total liquid hydr 
I rt, \ 1 shown irbons, 2 billion 714 million barrels 
tor rst time sin jown 197 million barrels 
+ Natural gas production declined 
H ts of t 8 report, cOv billion cubic feet in 1958 to 11 tril 
ndar nding Decem lion 485 billion cubic feet 
representing the estimates The bulk of the increase in liquid 
t reservi mmitte f the twe hydrocarbons reserves came from ri 
tr sociations, are follows visions of previous estimates and ex 
Crude Oil: 30 billion 536 million tensions of old pools. New reserves 
r up 235 million barrels over discovered in 1958 in new fields and 
r, and 101 million barrels, over in new pools in old fields amounted 
revious all-time high in 1956; to only 423 million barrels of the 
Natural gas liquids: 6 billion 204 over-all total of 3 billion 466 million 
n barrels, an increase of 517 mil barrels of new liquids found 
(Thousands of Barrels of 42 Gallons) 
Change 1958 
Reserve Dec. 31, 1957 Dec. 31, 1958 vs. 1957 
Crude Oi 30,300,405 30.535.917 235.512 
Natural Gas Liquid 5,687,360 6,204,018 516,658 
I 1 Hyd irbons 35,987,765 36,739,935 752,170 
(Thousands of Cubic Feet) 
Natural Gas 246,569,255 254,142,037 + 7,572,782 
Pp . 95 1958 Change 1958 
vs. 1957 
( O 2,559,044 2,372,730 186,314 
Natural Ga 352,364 341,548 10,816 
I i Hyd 2,911,408 2,714,278 197.1 
(Thousands of Cubic Feet) 
Na ( 1,502,359 11,485,026 17,333 
Apri 





Customer service starts here 






New Mosler system for degree- 
day, service and customer cards 








New Mosler Revo-File speeds handling and processing of your 9 [777 TTCUTT Tee eee eee 
active cards, helps you offer the kind of service that keeps old 
customers and gains new ones. 

Use this unique rotary file for your degree-day, service and cus- 
tomer cards. You’ll cut reference time to 1% seconds, store 5 
times as many cards as other systems hold in the same space, 


r 
| THE MOSLER SAFE CO. « REVO-FILE DIVISION 
| 
| 
| 
| 

reduce all finding locations to just one. The modern, desk high | 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Dept. FO-459, 320 Fifth Ave., New York 1, N. Y. 


Gentlemen 

1) I am interested in additional information on 
Mosler Revo-File 

[1.1 am interested in a free office trial of Mosler 


design of Revo-File lets clerks work comfortably seated, able to Revo-File 


coordinate filing with other desk activities. 

Remember, your business depends on good customer service. 
And the Mosler Revo-File offers you many ways to speed and 
improve that service. To find out more about Revo-File and its 
place in your business, send this coupon today. 


TITLE 


COMPANY 


ADDRESS 


THE MOSLER SAFE CO. 


320 Fifth Ave., N.Y.1 World’s Largest Builder of Safes and Bank Vaults L 


1 
| 
| 
| 
| 
| 
| 
| 
| 

YOUR NAME | 
| 
| 
| 
| 
| 
| 

a 





No fall out! Exclusive patented Revo-File belt No attachments! No hole punching! Carda not No effort! Cards come to clerks with spin of 
keeps cards perfectly in place, protects against attached to drum. Just drop your present cards drum. Revo-File available in manual and electric 
wear. into Revo-File models. 

oilheat, 





It’s dealers—not manufacturers 











The manufacturer sleeps snugly— 
all night long—although the Smiths 
may call you at 2 A.M. Their 
furnace has stopped running, it’s 
miserably cold outside—and the 
baby is sick. Who crawls out of 
bed, makes the hurried service call 
in the pre-dawn darkness? Not the 
manufacturer! 

An awareness of this fact shapes 
the product and policies of 
Lennox. It’s one of the reasons you, 


the dealer, are recognized as the 


—who get called out at night 


most important person in the en- 
tire organization. 

As a businessman—with plenty 
of problems of your own—you're 
entitled to the very best help and 
cooperation from your equipment 
suppliers. Lennox takes this re- 
sponsibility seriously—and it’s the 
heart beat of the direct factory to 
dealer relationship. 

If youre not a Lennox dealer, 
find out now what you ve been 


ssing 
nl sing. 


/ 
LENNOGX Industries Inc. 


ar tablished /895 


Marshalitown, lowa « Columbus, Ohio « Syracuse, N.Y. +« Fort Worth, Texas 
Sait Lake City, Utah « Decatur, Ga.+ Los Angeles, Calif. « Des Moines, iowa 
Lennox industries (Canada) Ltd.* Toronto, Montreal, Calgary and Vancouver 











innounced by President Gordon 
inauer 

Activities of local and national 
per advertising began the 
industry associations are reported 
k in March and will continue 


with a series of 700-line ads monthly in this department. Secre 
New Jersey papers 
1 Mar h 20 1 24-sheet 


impaign was launched in eight 


taries are invited to send reports of 


outdoor activities to the editor by the Sth 











New Jersey Council starts 


3 : ag in April a safety of fueloil for heating. The cam 
state-wide oil Advertising 


gn will be paign is planned so that advertising 
START of a state-wid thi pronged n OV fh . ions t ove he State for any area 1s proportione d according 
ulheating advertising camy n by tl lvertising theme will ess com 


Oil Heat Council of New Jer 


to the contributions to the advertising 
ind fund from that area. The plan als 
illows for increases later as additional 
funds become available. 
DEPEND ON Truck Tank Institute elects 
Arnold Meyer new President 
ARNOLD F. MEYER, The Heil Co., Mil 
waukee, was elected president of the 
National Truck Tank and Trailer 
Tank Institute at th 
in St. Louis 
Other officers ar oward R, Lauf 
fenburger, vic« president; W. E, Ken 


nedy, treasurer: and 


nnual meeting 


FOR ORIGINAL INSTALLATIONS 
MAINTENANCE & REPLACEMENT PARTS 


utive commit 
tee members: David Bernstein, L. S 
Durrell, N. W. Mueller. and ex-ofh 


Eddington past president J. A Har tad Allan R. 


High & Low Pressure ) . 


NOZZLES 


The Eddington new one piece 


Smith reannointcd 
porous bronze nozzle filter is mith was reappointed executive sex 


another Eddington achievement 
for smoother trouble-free oil 
burner service. It is designed 
to permit the flow to pass 
through with the least amount 
of restriction and still give more 


effective filtering than 200 mesh strainers. Recommended for use on 
nozzle ranges from .50 gph through 1.00 gph and larger flows if so 


desired. 


FILTERS 


Die cast aluminum body. Light 
weight. Rust and corrosion 
proof. Large sump. Felt cart 
ridge. Greater filtering surface 
area. Interchangeable with 
other makes 


OMBUSTION 


For high and low pressure type 
oil burners. Easily adaptable to 
conventional types. Saves up to 
30% in fuel. Mode! LP53 con 
verts high, to low pressure 
burners. No change in housing 
design necessary. Range of 
capacities from .4 to 2.00 gph 


~~ 
¢ Nozzlés>— 


€ss0¢ 
EDDINGTON METAL SPECIALTY COMPANY, EDDINGTON, PENNSYLVANIA 


> 
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Nozzles 


Combustion Heads 


Filters—Strainers 


Condensate Disposal 
Units 


Pressure Regulating 
Valves 


° 





Nozzle Adaptors 
Air Cones—Stabilizers 
Servicemen’s Kits 


Inspection Mirrors 


ISA MP 


Removes condensation from air 
conditioning, refrigeration and 
dehumidifying units. Compact, 
dependable. Simplified auto 
matic liquid level control. Pumps 
heads to heights of 20 ft. Height 
base to top 10 inches 


retary 


Ohio Better Heating Council 
names Cochrane new President 


ROBERT COCHRANE was recently 
elected president of the Better Heating 
, of Ashtabula, Lake and 


Northeastern 


Council, Inc 
Geauga 


Ohio 


counties I 


Succeeding him as vice-president 
was J. T. Heakin. Robert Dunham 
Was appointed to the advertising com 
mittee. 

Reports were presented by the legal 
council for the Better Heating Coun 
cil, Inc., and Robert Liston, special 
advertising consultant 


Tennessee Oil Men to meet 
May 3 to 5 at Knoxville 


SPRING CONVENTION of the Tennessee 
Oil- Men’s Association will be held 
May 3 to 5 at the Hotel Andrew 
Johnson, Knoxville, Tenn. Advance 
program plans indicate there will be 
two outstanding luncheon speakers 


and a panel discussion 


April 
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Knickerbocker Ice Co., Long Island City, N. Y. 


Successful distributors pick 


MACKE-«<IN trucks for top performance 
under demanding metropolitan conditions... 


Fuel oil distributors in the New York area 
report that the new Mack Model N’s have 
everything needed for strenuous schedules in 
congested areas. Compact cabs axle loca- 
tion for ideal weight distribution . . . the 
ultimate in easy handling, short turning radius 

moO . UF and panoramic vision for swift maneuvering 
BURNERS is a ey ; and fast parking . . . matchless reliability and 
LED C SERVICED ‘ : - - traditional Mack fuel economies. All this, plus 

Mack-built stamina and long life, add up toa 
safe, strong, smooth-handling performer that’s 
a profit-building addition to any operation. 
Mack Trucks, Inc., Plainfield, New Jersey. 
In Canada: Mack Trucks of Canada, Ltd. 


MAC K 


FeRseT NAME FOR 


TRUCKS 


Wm. J. Kinsella Fuel Oil Corp., Brooklyn, N. Y. 





-O’-MIST 


BALANCING VALVE 
APTER UNITS 


make ALL water systems 
better thru BALANCED FLOW! 


No. 14 No. 15 No. 16 


Install in cast Install in cast Install in cast 

or bronze tee to iron tee to brass tee to 
complete a complete a complete an angle 
balancing valve balancing valve balancing valve 


for hot water heating .. . for chilled water cooling... 
for any system where liquid is circulated .. . 


With MAID-O'-MIS I neil 
avoid carrying heay t 
the MAID-O’-MIST unit 
They're simple as A-B 
They are sweat-fitted into 
into cast iron tee \ 
remarkable job they do 
water tlow freely thi 
Since the pipe diam 
duced, there’s no wate! 
except for the balanci 
Contractors and Engineer 
MAID-O’-MIS1 Adapte1 
teamed with MAID 
famed Auto-Vents make 
beat team for efficient 
culation 


No. 14 Phantom view of one 
inch Adapter Unit in a tee ready 
for balancing 


Get full information from your 
jobber or write for catalog today! 


MAID-O-M 
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Loizeaux and Marshman speak 
at New England Out Meeting 


THE ANNUAL MEETING of the Oil Heat 
Institute of New England was held in 
the Bay State Room, Statler Hilton 
Hotel, Boston, April 2 

Speakers at the annual industry 
luncheon were Leonard S. Marshman, 
manager, Wholesale Planning Depart 
ment, Socony Mobil Oil Co., New 
York, and T. R. Loizeaux, Sr., presi 
dent, T. R. Loizeaux Fuel Co., Plain 
field, N. J., and national chairman, 
Distribution Division, OHI 

Directors named for 
unexpired terms are: Verner 
son, Richard Berry, Francis Ci 
William E, MacNeil. Directors for 
three-year terms are: Warren Allen, 
Charles Andrias, Edward Bliss. Georg 
Corsiglia, David G. Fanning, Lester 
Godwin, Archie Gould, Tom Hacker. 
Herve A. Lagace. W. W. Macurda 
Raymond Nelson. Walter Noyes, C 
B. Stone, L. R. Sweatlat nd Georg 


W ingat 


Massachusetts Association has 
ale anaveme Dise j 
saces Management Iiscussion 


rHE MARCH meeting of the Massachu 
il Heating A 
Hamy 
of speci i] 
g salesmen and 
Frank T. McAvoy 
tor of the Boston Sal 
ind a teacher of sal 
Boston University 
He also presented a sl 
Career Calling.” 


Meeting and Exhibit planned 
by New York Power Engineers 
THE NATIONAL Associati 
Engineers will have its 
New York State Cony 
Hotel Gramatan, Bronxville, 
May 7-9. Participating in the meetir 
will be power and operating 
from New York, C 
New Jersey 
The sponsors, West 
lo. 7. will alse 
Show which will in 
quipment necessary 
rt steam power g 


ries 


MAID-O-MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 





PROBLEMS? 


mating in the program 
on e Amana Refrigera- 
r Division of Americar 
American- 


we Company 


siol 
dumt Specialty 

Division, MeGraw- 

iring Company e Day 

oration ¢ Fraser and Johnstor 

8, Inc. ¢ Frigidaire Div 

ne Gaffers & Sattler. Divisior 

tion ¢ General Electric Gompans 

r(% any, Division of Hupp Corpora 
Irma Ine. e Hall-Neal Furnace Company 
nal Heater Company e Janitrol Heating and Air 
si Surface Combustion Corporatior 
e The Majestic Company, Inc 

n of the Glen Alden Corpora 

vision of Worthington Corpora 

r Corporation e The Payne 

Corporation ¢ Peerless Corpora 

es, Division of Hupp Corporation 

ng Company e Round Oak Company 

™ 1 e A.O Smith Corporation e South- 
ng Company e¢ Therm-Air Manufacturing 
Trane Company e Typhoon Air Condi- 
Division of Hupp Corporation e United 
tioning Corporation e Westinghouse Electric 
Worthington Corporation ¢ York Division, 


r Corporation 


Look for this seal... 
the seal that helps you sell 


This seal solves them all ... 


... ALMOST 


The ARI Seal of Certification appearing on unitary air-conditioning 
equipment certifies that the unit’s rated capacity is in accordance with 
ARI Standards.* This means that all units bearing the seal can be 
compared on a standardized basis. It means that you can now specify 
with assurance. It means that you can quote capacity ratings to a 


customer, knowing the facts are backed up by 


the reputation of the industry’s trade associations, 
the results of an independent testing laboratory, and 


the good name of the manufacturer whose product you offer. 


but... 


As a dealer-contractor, it’s still up to you to make the necessary 
measurements, computations and calculations. 

You still have to come up with the proper specifications 

The Seal of Certification doesn’t solve these problems for you 

It does solve the problem of determining which units meet your 
specifications. 

And, since these units will do the job your specifications call for, 
you’re spared the additional problems of complaints, service calls, 
dissatisfied customers, and mounting expenses for repairs or replace- 


ment of equipment. 


*“Unitary” air-conditioners: Packaged air-conditioners, whether sing nits or combined units 
(called “split” systems), but not including room air-conditioners my ARI Standard 


210-58 for electrically-driven equipment; ARI Standard 250-58 fo »owered equipment. 


For free explanatory booklet and Directory of Manufacturers 
participating in the Seal of Certification program, write to: 
Chief Engineer, Dept.E-4, Air-Conditioning and Refrigeration 
Institute. 1346 Connecticut Ave.. N. W., Washington, D. ¢ 
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nstructive oilheating advertising 
by a 


rformancs 


Johns is named President 


of Wisconsin Association otion, accompanied 
of pe 


‘industry 


FEBRUARY 25 and 26 were tl upgrading 
for the 
trade exhibit of the Wisconsin 
leum Association, held at tl 
der Hotel, Milwaukee. T! 


was the first convention since tl 'WO OIL HEAT 


he ut the 


33d annual convent 


Oil Heat Promotion Clinic 
sponsored by Fuel Merchants 
Pr are 
red by the Fuel Merchants 
J Newark 


sessions, 


motion Clinics 
cent merger with the 37-y« 
Heat Institute of Wisconsin 
Officers elected at the meeting 
Ray Johns, Chieftain Oil ¢ pl iscussing 
dent; Lavern Schaetzel, Schaetzel Oil pecific phase « he s at 
Co., and James Fitzgerald, F-W Oil 
Co., vice-presidents; David W. Gluck | ies will b Id in Newark 
ons at Newark 
ing held ther 
May 4, 11 
hirst 
plus April 21 
ind 19. Tuition 
1 in New 


( Damde n 


eaci! 


International Oil Co., secretary-ti 
ng April 6 and b 
n April 20 


At 


urer. Ken King is executive 


In addition the organization and 
Camden thx 
April 14, 
May 5, 12 
s is $35; locatior 
oilheating rk is the Essex House, at 
Walt Whitman Hotel 
Here ar 
Making 


an enlarged board of directors nd 18 session 
senting every segment of th ) takes | | 
and took steps toward the S ist I 5. 
ment of a state-wide advertising can for the seri 
paign to promote 
A principal speaker during t] 

H Burkhardt 
national secretary, Distribution Divi 
sion, Oil-Heat Institute Ameri 

Theme of his talk emphasized the n 


the t pl ind lecturers 
g Money on Service” by 


rles H. Burkhardt, nati 
Distribution 


vention was Charles 


nal secrt 


Division, OHI: 


Keep heating costs low 


with HEV-E-OIL 


commercial-industrial | 
burners 


Hev-E-Oil burners 
bustion, assuring perfect fire control under all weather con- 
ditions. Low fire start that builds up gradually to the flame 


furnish all the air necessary for com 


size required means smooth, safe operation. And once the 
burner is set for greatest efficiency, it stays that way no 
matter what the weather 

A complete package! Fire tested! 
controls. Meets all codes. Easy to install. 
5 to 150 gph. 

For more information on Hev-E-Oil burners write Indus- 
trial Combustion, Inc., 4507 N. Oakland Ave., Milwaukee 
11, Wis., Dept. FO-459 


Automatic, electronic 
Models from 


INDUSTRIAL 





“Advertising and public Relations’ 
by Robert D. Myers, Mahool-Myers 
Associates and public relations coun 
sel, OHI; 

“Putting sales Tools t 


Fuels 


work” by 


Norman Curtin, Information 
Bureau: 


ih i] Heat Pri 
Rite-Fuel Corp.; 


by Pat Caputi 


wress 


“Accounting and tax Tools” by 
Norman I. Starr, H. L. Shrager Co 

“A hard hitting Message” by Rob 
ert Lynch, Jr., Better Home Heat 


Council, Hartford 


Heating Wholesalers to meet 
in Los Angeles on May 10-12 


ON MAY 10, 11 and 12, members of 
the National Heating 
tioning Wholesalers. In will gather 
it the Ambassador Hotel in Los An 


onvention 


and Ajircondi 


geles for their national 


In addition to regular business ses 
sions, panel workshop sessions will b 


held 
selec :. 


1 cover how t 
| key 
“Ladi 


One of them wil 

upgrade and hok 
ployees; and another will be a 
three ring Circus.” 


COMBUSTION 





INC. 


EXECUTIVE OFFICE: 4507 N. OAKLAND AVE., MILWAUKEE 11, WISCONSIN 
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eave 2{t es ——_ 


To insure GREFCO’s meeting your refractory 
needs with the right products, at the right 
time, at the right place . . . 


ESE 
f ) 
A COMPLETE LINE 


of fire brick and bulk 
refractory products kept on | 
hand at all times. | 


INGREDIENTS 


(¢ CQttameas:: 





f* a 
COMPANY OWNED TRUCKS 


delivering from the warehouse 
when and where 
needed 


EXPERIENCED MEN 
handling protected pack- 
ages, guaranteeing perfect 
delivery. 


TRAINED SALESMEN 


recommending the correct 
| product for your partic- 
| viar job. 


a= J ene oe . 


GREFCO Warehouses offer the advantages of quality 
products and technical know-how from the world’s 
* . c 
hh. be. 
NAME 


largest manufacturer of refractories, plus the many 
services available only from loc: ally- -operated, 

STREET 
CITY 




















———/) 








THE PEN THAT SIGNED tome ae <a 
THIS PRESCRIPTION BLANK 


self-contained merchandising outlets. Sixty cent (.60) value 


In New York City: 34-40 Laurel Hill Bivd., 
(Maspeth) RA-9-5353-4-5 


In Elizabeth, N. J.: 565 Division St., 
EL-2-5324 


. In Philadelphia: 2950 East Tioga St., 
» > GA-6-6432 
“Also in Chicago, Los Angeles, Detroit, 


STATE 





and Troy, N. Y. 

Similar services available from many 
GREFCO dealers located in the 

U. S. and Canada. 


GENERAL REFRACTORIES COMPANY 
SALES PROMOTION DIVISION 
1520 LOCUST ST., PHILA. 2, PA. 
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Coy § [SHELL HEATING Ons o 


———— 70) 
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Distributor Marketing 
... one of 8 important links to 
Shell “Certified Comfort” profits 


Distributor Marketing SI lieves that it gram has been developed for Shell Fuel 
i isiness for ind den iel oil Oil Distributors to help them familiarize 
irket its d estic heating homeowners with the outstanding benefits 
lav ovet % of Shell's of ‘Certified Comfort.” It makes use of 
au ils at Id t iwh dis- television, radio, outdoor, newspapers and 
iio! ich at ranted direct mail. This complete co-op advertis 
lerritorie ing program is available to all Distributors 
Wi Certified Comfort” the Sheil Fuel of Shell Heating Oils upon request 
Oil D butor pledges to provide top- Competition—Shell’s pricing policy to dis- 
( heating oil, while assuring his tributors is fair and competitive 
REG ee ee luding Research— Shell spends millions of dollars 
d system deliveries, anti-corrosion 
every year on research. Seven Shell re- 
fuel tanks and metered de- 


search laboratories employ over 2000 tech- 


nical experts who constantly work to 

Certuhec yntor otters fuel | 
ied Comfort Hers fuel Ol improve and expand the Shell Product line 

a LOI any benetits such as — 
Training—Shell conducts local Workshop 


Shell offers various types of , 
Permanency ' tHe various types ol Conferences in distributor marketing areas 


ril a tnstte sil 

distributor contracts which also Shell also conducts an oil burner training 

an Se center atits extensive Sewaren Laboratories 

Product Acceptance — Shell has topconsumer- in New Jersey 

a eptance and 1s one of the coun- Insurance—Shell offers its distributors the 
' ; ivertiser 

; t national adverti many benefits of a low-cost group life 


Advertising—A full-scale advertising pro- insurance program ... up to $10,000 





» IT PAYS TO BE A SHELL FUEL OIL DISTRIBUTOR SHELL 


and the nearest Shell office will be glad to show you why. Ask for the District Manager. SS iy 
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Ont of Rochester hears 
Talk on burner Service 


THE MARCH 26 meeting of the Oil 
Heat Institute of Rochester. N. Y., 
took place at the Triton Hotel and 
featured a talk on oilburner service. 

Al Marina, New York State super 
visor of fueloil sales, Esso Standard 
Oil Co., spoke on “How to run your 
service Department at a Profit.” His 
presentation was aimed at both own- 
ers and service managers, outlining as 
it did the efhcient and profitable op- 
eration of an important phase of most 


dealer's operation. 


North Carolina Oil Jobbers 


schedule spring Convention 


\ FUELOIL SESSION will be featured at 
the Tuesday morning meeting of the 
spring convention to be held by the 
North Carolina Oil Jobbers Associa- 
tion at The Carolina, Pinehurst, N. C., 
on May 10-13 

The ass 
fourth management institute which 


will be held at Chapel Hill on April 


ciation is planning its 


Chicago Oil Burner Group 


is headed by Regis Plante 


AT ITS RECENT annual meeting, the 


Chicago Oil Burner Association 


— 


elected Regis L. Plante president. 
Other officers are Richard E. Lassar, 

vice-president, and John Neustadt, 

secretary-treasurer. Lee Wolfe was ap 


pointed executive secretary 


Naden and Ellis will speak 
at Espa’s annual Convention 


WILLIAM A, NADEN, new president of 
Esso Standard Oil Co., was the guest 
of honor and principal speaker at the 
banquet closing the annual conven- 
tion of the 
Association. The group had its meet 
ing at the Hotel Astor. New York 
City, April 5, 6 and 7. 

The ni 
promotion program was described at 
Monday’s luncheon by William Van 
Voast, Tryon Oil Co., Johnstown 
Other speakers included: Otis H. Ellis, 
yunsel, National Oil Jobbers’ 
Council: W. D. Nelson, 


Empire State Petroleum 


cessity for an over-all fueloil 


] 
general ct 


Division 


Manager, Gulf Oil Corp.; and Rus 
sell B. Brown, general counsel, Inde 
Association of 


pendent Petroleum 


America 


Vermont Independent oil Men 
I 
form new state Organization 


THE VERMONT Independent Oil Men’s 
Association, Inc., was recently formed 
in Montpelier; Douglas Cairns was 
elected president. Mahlon Corker was 


elected treasurer and Bob Bray, secre- 
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S, 
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tary. Vice presidents are Fred Lewis 
and J. D. Beardsley 

Directors are Fred Davis, Milton 
William MacLey, J. D 
Beardsley, S. Santarcangelo, Raymond 
Churchill, Thomas Perolini, John Hig 
gins, Louis Sapulding, G. S. Thomp- 


son and Douglas Cairns 


Krumph, 


The nominating committee— Nor 
man D. Lillie and Jack Rielly—will 
present candidates for the board from 
St. Albans, Rutland and Brattleboro 


at the next directors meeting 


For Faster 
Fuel Delivery... 


HANNAY Reels 
with GUIDEMASTER 


For any pumping system 

with any rewind 
powe) Hannay hose 
reels with the Hannay 
Guidemaster will reduce 
delivery time, extend hose 
life, cut operating costs! 
Hannay reels give you 


fast, positive controlled 


rewind. Hannay Guic 
master permits left on 
right delivery and con 


trolled, level rewinding 
with one hand operation 


See your Oil Equipment 
Jobber for complete infor 
mation, or write direct for 
the Hannay Fuel Delivery 
Equipment Catalog 


Hose Reels by 





CLIFFORD B. HANNAY & SON, INC., WESTERLO, NEW YORK 
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... With an EXCLUSIVE 





SUNHEAT FRANCHISE 


““How come I make good money? 


“First, Pve got an exclusive heating-oil 
franchise...1 don’t have to compete 
with any other SUNHEAT distributors. 
‘There are no gimmicks. There’s no mini- 
mum gallonage. The territory’s all mine, 
to build and to profit from. 


“Next, I’ve got a darn good product. 
None better. The Sunoco people tell me 
SUNHEAT is more than just a single 
oil . . . it’s a blend of many oils to make 
it good for home heating. I believe ’em. 
Never get any complaints. Helps sales. 


LEARN how Sun gets new franchises off to 
a fast start. Write today for information. 


“Right now, [’m getting a wonderful 
‘rub-off’ from Sunoco’s multi-million- 
dollar advertising campaign. They’re 
introducing the world’s first custom- 
blended gasolines. More people than 
ever before know the name Sunoco. So 
it’s easier for me to sell SUNHEAT. 
And Sunoco supplies me with my own 
individual advertising program. Pays 
half the cost of running it, too. 


“One more thing. Sunoco helps me protect 
my profit margin. 


*‘What more could I ask?” 






v1 a 






FUEL OIL DEPARTMENT 


SUN OIL COMPANY 


Philadelphia 3, Pa. 


MADE BY THE ORIGINATORS OF CUSTOM-BLENDED BLUE SUNOCO GASOLINES 


eloil 
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L. 1. Heating-Cooling Council 
expands to cover wider Area 
THE BOARD of directors of the L 
Island Better-Heating Cooling C 
cil has voted to expand and chan 
name to the BHC of New York 
Island and Westchester, Inc 

This announcement was n 
Alfred H. Hewitt, Minneola 
newly elected president. Other 
are Alfred Sirlin, vice presi 
Ray Bohr, secretary and t1 


Serving on the board of 


for satisfied customers 


Melvin Levy, Stanley 
nry Pinner, Joseph Marin, 
in, Norman Moskowitz. 


tzgerald, and Emmett Pollenz 


Connecticut Petroleum Group 
sets Convention, trade Show 


MORI 


ns of Connecticut ars 


1d the annual convention, 


THAN 1,000 oilmen from all sec 


expected t 


Horowitz 
Daniel 
Joseph 


trade 


w and banquet of the Connecticut 


’etroleum Association 


on May 


at 


Statler-Hilton Hotel in Hartford 


and more sales volume... 


sell 


ZONVALVE 


the best in modern 


rae}, i-iem | -7-us 


. rs +9 


Model RS-A Model C-S Model $-S 


ional 





ZONED HEAT means 
more comfort, less fuel! 


Zoned heat is now recognized as 
the ultimate in modern heating. Its 
advantages are two-fold: 

1) Comfort— each area of the 
home or building may be heated 
automatically to the desired tem- 
perature. 

2) Economy — heating plant need 
no longer burn fuel to furnish un- 
wanted heat. 


ZONE CONTROL VALVES are the 
most economical devices for accom- 
plishing zone heating control. With 
them, multiple zones may be in- 
dividually controlled from a single 
burner and circulator. 

Each zone is controlled by its own 
thermostat. All wiring is inexpensive 
low-voltage. 


ZONVALVES mean: 
more profits, better jobs! 


ZONVALVE is a zone-control valve 
of outstanding quality, as well as 
extremely low price. 

Zonvalve is thermostatically op- 
erated. All Zonvalves contain a 
built-in auxiliary switch, which auto- 
matically starts circulator or burner, 
when any Valve is in “open” position. 


Zonvalve may be installed in any 
position on supply piping or indi- 
vidual radiator. In modernization, 
Zonvalve replaces the ordinary ra- 
diator valve with no piping change, 
no shutdown of heating system. 

Zonvalve is compact, rugged in 
construction. It is manufactured in 
standard tubing and pipe sizes. Op- 
erates on steam and hot water sys- 
tems. Unconditionally guaranteed. 


Zonvalve is ideal for zoned heat 
in homes, offices, factories, hospitals, 
hotels and motels. 


For fast sales, sell Zonvalve! 


For full details, ask your wholesaler or write for Brochure B4. 


HEAT-TIMER CORP. - 657 BROADWAY, NEW YORK 12, N.Y. 
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Otis H. Ellis, general counsel, Na 
tional Oil Jobbers Council, will be th 
Franklin L. Kun 


dahl is general chairman of the con 


luncheon speaker 
vention committee, and Lee Isenberg 
is executive secretary 

The Association recently honored 
James M. Reardon, former Lieutenant 
in the Fire Marshal's office of the Con 
necticut State Police and newly-ap 
pointed Chief of Police for Manches 


ter, Conn., with a testimonial dinner 


Philadelphia Fuel Conference 
has sales methods Discussion 
NAT PIERCE, Cranford, N. J 


of the speakers at a recent meeting of 


. Was One 


the Greater Philadelphia Fuel Confer 
ence. The meeting was devoted to dis 
Also on 
Hinson 


Approximately 130 members of the 


cussion of training salesmen 


the program was Edward E 


group were present and heard reports 
The annual 
convention will be held April 16 at 
the Bellevue Stratford Hotel in Phila 
delphia 


from various committees 


Warm Air Heating Association 
extends short course Schedule 


THREE ADDITIONAL short courses havi 
been added to the 1959 schedule by 
the National Warm Air Heating and 
Air Conditioning Associati 
land, O 

The first was held at Arlington 
State College, Arlington, Texas, Fel 


ruary 24-27. Others have been sched 


nN, Clevi 


uled for Iowa State University, Ames 
Ia., April 6-7 (tentative); and Uni 
versity of Wisconsin, Madison, April 
13-16 


Burow is elected President 
of the Air Filter Institute 


NEW PRESIDENT of the Air Filter In 
stitute is E. F. Burow, Toledo, O 
Other officers include E. F. Snyder, 
Minneapolis, first vice-president; W 
B. Watterson, Cleveland, second vic« 
president; and Arthur Nutting, Louis 
ville, secretary-treasurer 

These officers were elected at th 
annual meeting in Philadelphia where 


a new code of ethics, Underwriters’ 


Laboratory standards and _ standard 


ization of ratings were discussed 


(Please turn to page 


122) 
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PROTECTED 
TERRITORIES 
AVAILABLE! 


To aggressive large and smail dealers who want to 
concentrate for more profit, the Stewart-Warner 
Direct Factory Franchise is available without charge. 


Take just a moment to find out why this is a genuine opportunity THE 
..an opportunity to associate yourself wita a nationally famous 


organization with a tried and proved profit policy! The Stewart- LE R 
Warner Corporation manufactures only quality products and sells WI N K 
them only through competent dealers who want to make a profit, LOW PRESSURE 
not just swap dollars. 

The Stewart-Warner Direct Factory Franchise is offered to OIL BURN ER 
dealers who recognize that there is always a market for quality 
goods...always people who are willing and able to pay for better Nothing else like it on the market—a typical 
products. To these people, Stewart-Warner dealers everywhere are Stewart-Warner quality product with an amaz- 
selling at an adequate profit...because Stewart-Warner superior ing economy record! The sales and profit poten- 


quality is easily demonstrated. tials of this low pressure burner are virtually 
unlimited. 


The Stewart-Warner Franchise offers— 
1. A protected territory. 


2. A complete line of quality products, covering all residential 
and small commercial heating and cooling requirements... 
no need to handle a variety of lines. Included is a special 
group of year ’round air conditioning furnaces designed spe- 
cifically for the large scale builder. 

An organization here to stay... with a half century’s reputa- 
tion for highest grade manufacturing, integrity and stability. 
A Training Institute, plus sales promotion material, which 
enable dealers to do a successful selling job. 
It costs nothing to get all the facts 
Why not talk this over with your local Stewart-Warner District 
Sales Manager—there’s no obligation, no pressure. Just write 
today for an appointment. It could well lead to the most important 
business decision you have ever made. i 


Si) STEWART- WARNER 


Excellence HEATING AND AIR CONDITIONING DIVISION 


Dept. H-128, Lebanon, Indiana 


= — a 
Saf-Aire i 3 
“Safety Sealed" } | 
Gas Heaters i | * lS 
| h , 
‘ — 
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Residential and 


Oil and Gas Pasement and Commercial Cooling Oil and Gas Gas Burners 
Vertical All-year Conditioners Equipment Cast Iron Boilers 





ces ROCHESTER 


f “Filtone” SIGNAL 


The new Filtone is designed to oper- 
ate with a minimum of back pres- 
sure, has no “dead spots’ and has 
far greater strength for supporting 
the vent pipe. The Filtone offers you 
both installation and fuel servicing 
advantages. 


ROCHESTER 


“Universal” GAUGE 


The Rochester Universal Gauge has 
a long-standing reputation as the 
best value for accuracy and long, 
lower cost gauge life. Gauge replace- 
ment and servicing problems are 
practically non-existent with Roch- 
ester equipped installations. 


THE PERFECT 


—— 


PACKAGE » 


. \ 
A\ 
, 1} 

t 


~—/ 


... Dest 
combination 
buy! 


Listed by Underwriters Lab 


Call your jobber or write the factory, but 
whatever you do start using this “perfect 
package” now! 


ROCHESTER MFG. CO. 


8 Rockwood Street 
Rochester 10, N.Y. 


NEW PRODUCTS 


Val-Ray heating and cooling System 
installs at ceiling Height of Room 


PENN BOILER’S Val-Ray system for hydronk 


heating and 
woling 


consists of a specrally-designed finned tubing with 
1 decorative cover 
built-in poly 
ne condensat 
h. The system 
installed around 
perimeter of a 
m at ceiling 
ght, where it 
es not interfer 


} 


i 
furniture and i 


erve as a valance for ceiling to floor drapes 
system functions in the winter in the same manner 


eiling radiant panel by building up strata of 


warm 

below the ceiling to radiate heat downward. Sum 
ooling is by means of convection cooling by blanket 
uter walls with cool, dehumidified air 
ade by: Penn Boiler & Burner Sales. 95 


N. J 


Empire ot 


Westinghouse Precipitron Units 
designed for home Installation 


) NEW MODELS of Westinghouse’s Pri 
iner are clean air electri 

Installa 

juire 


ement of 


nnecting t 
120 volt outlet 
Model PH-124 has a 1,000 to 1,200 cfm 
odel PH-244 (illustrated) has a 2,000 to 


pacity. The units’ newly-designed power pack 


ipacity 
400 cfm 


Incorporates 


elenium rectifier, a rheostat for regulating incoming 


Vil line voltage and a pilot light to indicate unit is off 
* ROCHESTER MANUFACTURING CO. Made by: Westinghouse Sturtevant Div., 200 Readville 
- \ ” 


94 


St., Hyde Park, Boston 36, Mass 
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IMMEDIATE 
SERVICE 


ANYWHERE in U.S. & Canada. Scovill’s nation- 
wide facilities provide the industry’s fastest 
service on fuel oil and gas pump couplings! 
Only Scovill with its country-wide network of sales 
offices and warehousing facilities is equipped to 
give you such fast... efficient service. All orders 
for fuel oil and gas pump couplings received by 
Seovill are shipped promptly. And the sizes you 
want are always immediately available. That’s 
because Scovill makes and stocks a complete range 


>” 


—from *,” to 3” in fuel oil couplings... 
standard sizes in gas pump couplings. 


and all 
and finest—sales and service force 
in the industry is ready to consult with you any- 
time, anywhere when you specify Scovill couplings. 
And 
save up to !4 the former cost of oil and gas pump 
couplings. Get complete details now. Write: 
Scovill Manufacturing Company, Hose Coupling 
Department, Waterbury 20, Connecticut. 


The largest 


because you can buy direct from Scovill—you 


Hose couplings by SCOVILL 


Main office: 99 Mill Street, Waterbury, Connecticut 
Sean Francisco: 434 Brannan Street 


wal 
(liters 


Cleveland: 4635 W. 160th Street Los Angeles: 6464 E. Flotilla Street 


Houston: 2323 University Bivd. 
Toronto: 334 King Street, East 





ulf Solar Heat 
Sends Business and . 


Dealer Soaring \ 


Jesse Terry has been in the fuel oil business 
since 1948. He now serves 5,000 accounts in Bucks 


and Montgomery Counties, Pennsylvania; sells 


furnaces, burners, and equipment, too. 


Wile 
= 


- 


‘ 


Terry is past president of the Delaware Valley Fuel Oil 
Dealers’ Association. He now heads that group’s service 
committee, which is instituting an oil heating course in 
Bucks County Technical High School 


New hydrogen-purified heating oil eases 
service problems, permits Jesse Terry of 


Feasterville, Pa. more time to fly for fun. 


Jesse Terry is one Solar Heat dealer who loves 
flying. Been at it since 1948—about as long as he’s 
been in the oil business. 

‘“*How I used to wish for more free time to spend 
up there,’’ he recalls. ““But the pressures of busi- 
ness always sort of killed that idea. 

‘‘Nowadays, though, I can take a day off, and 
not worry about service crises developing. I have 
to credit new Gulf Solar Heat for that. 

“The difference really shows when we get a new 
customer who’s been on another oil. First thing 
we do is clean up the equipment. You’d be sur- 
prised at the deposits we find. And that’s what 
causes most furnace failures. 

“By comparison, annual clean-up calls to exist- 
ing customers are a breeze. No sludge, no clogged 


The Terrys live in Feasterville, a charming section of 
Bucks County, Pennsylvania. L. to r., Daniel 12, Pop, 
Douglas 8, Linda 11, and Mrs. Verna Terry. ‘‘She’s the 
cutest ‘co-pilot’ I could find,’’ says Jesse 
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rhe flying Solar Heat dealer.”’—that’s what Jesse Terry’s customers call him. He was only 27 
when he started out as a Gulf Solar Heat dealer. Today, at 37, he heads a prosperous business which 
employs twenty-six people. 


nozzles or filters. Which, of course, means fewer 
emergency calls at the season’s peak. 

“Say, how about going up for a ride right now. 
We'll let Solar Heat watch the store!” 


* *K ok 


Jesse Terry’s is one of many Solar Heat success 

stories. Always, dealers speak of the great reduc- 

tion in service calls. 

The reason? Solar Heat is hydrogen-purified to 

burn ultra-clean. It keeps vital parts operating at 

peak efficiency much longer than ordinary heating 

oils. Thus service calls and call-backs are pared to On a recent flight in his Cessna 172, Terry 
a minimum... profits ave actually bigger. spotted a new housing development. When 
the homes were finished, he had signed up 
399 out of 400 for Solar Heat. ‘One guy 
was an oil dealer!” he says. 


Phone your nearest Gulf office... collect! Get 
complete information on new Gulf Solar Heat plus 
the many other sales advantages you can enjoy 
as a Solar Heat brand reseller. Do it today. 


=: 
Go one better—go Gulf SOLAR HEAT 


heating oil 


‘ oil & 97 
(liters 





TORIDHEET 


feta -+:b amis meet - 


Now TRULY FINE in 59 





THE 
STAR 
IN 
YOUR 
FUTURE 





STEP AHEAD OF COMPETITION WITH: 





The Industry's Most Complete Line 
(ALL FUELS) 
Completely Assembled and Wired Units 
Proven Profits 
Time-Tested Sales and Installation Clinics 
Cooperative Advertising 
101 Dynamic Sales Tools 
TORIDHEET Division 
Dept F 


Cleveland Steel Products Corporation 
16025 Brookpark Road, Cleveland 35, Ohio 


Please send me details about your dealer franchise arrangement 
and about your complete line of TORIDHEET Automatic Heating 
Equipment. 


Name 
Company 
Address 


City 
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.... New Products 


Carrier Climate Center provides Control 


of Heating and Cooling from one Location 


CARRIER’S Climate Center enables a homeowner to moni 
outside weather, control indoor temperatures and regu 
operation of 


g and cooling 





equipment from a 
single location in 


main living 


8 by 14 inch 
chrome in 


strument pane 


] 
i 
] 
i 


mounts on the wal 
and gives constant readings of outdoor and indoor tem 
peratures, barometric pressure and relative humidity; con 
trols heating and cooling cycles, provides for automatic 
fan operation and pre-set day and night temperatures. It 
flashes warning lights if filter clogs, oilburner fails to ignit 


r if compressor acts up 


Made by: Carrier Corp., Syracuse 1, N. 7 


Baseboard return air Faces marketed 


by Lima Register in four new Sizes 


TO BROADEN its Series 20 line, Lima Register has added 
baseboard return air faces in four new sizes. The units 
ire available in 12 x 8, 14 x 8, 24 x 8 and 30 x 8 sizes 
and match Series 20 with single-surface styling and hav 
the same electrostatically-applied metallic finis! 


Horizontal face louvers are manufactured with a 


wnward deflection, hiding view through the face 


Made by: Lima Register Co., Lima, O 


Fueloil truck built for Standard Oil Co. (Indiana) is 19'/2 
ft. long—just inches longer than a medium priced auto— 
yet it carries 1,500 gals. of fueloil. It has a turning radius 
of 20.4 ft., with a compact tilt-cab to give it sports car 
handling characteristics. Elimination of skirting and the 
bucket box cover for pumping equipment at the rear has 
helped reduce weight; also, cleaning and maintenance is 
simpler and the pumping controls are within easy reach of 
the driver. 


April 
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. ATA COST OF ONLY 
$40 A MONTH (2 
WITH WOMLSXISER OIL FIRED 
WATER HEATER 


With a Gun Type Oil Burner 


LOW COST 

That's right, a home owner can have all the Hot Water he can 
use, at a cost of $4.00 a month or less. Eligible for F.H.A. terms 
with NO DOWN PAYMENT. 

FAST RECOVERY 

30 gallons of Hot Water in 15 minutes with the 30 gallon 
model. Quicker on larger models. That's 5 to 6 times faster 
than any other type Water Heater on the market. 


5 TANK SIZES—TWO TYPES 
A size for every use, bungalow, apartment house, restaurant, 
motel, etc. Either copper or glass lined tanks. 


CLEAN, CLEAR HOT WATER 

Glass lined and copper tanks are rust and cor- 
rosion free. You get crystal clear Hot Water. 
Magnesium anode assures extra long tank life. 


AVAILABLE AT ALL SID HARVEY STORES 





GET THIS SALES HELP FREE 
Attractive leaflet in color, with 

your name, address and phone number. 
Ask for it on your letterhead. 


‘eloil 


VALLEN STREAM. REW VoRM 

















AIR-ELSE 
Oil Fired Unit 
with Side Panel Removed 


The smooth flowing ‘round to square’ transition of 
the body of the heat exchanger, combined with the 
streamlined design of the radiator, permit the easy 
flow of air through AIR-EASE Units. 


To operate AIR-EASE Units at high static pressures 
for cooling, it is only necessary to change the motor 
and pulley. The standard blower has sufficient capacity 
for cooling performance 

The fiber glass insulation is securely held flat 
against the side panels by bars that extend the full 
width of the casing panels. Easy flow of air and quiet 
operation are assured with an AIR-EASE. 


WRITE FOR 


oN 


Information of nearest 


and name distributor 


THE JOHNSON FURNACE COMPANY 
2129 WEST 117th STREET, CLEVELAND 11, OHIO 


.. . « New Products 


Sparkler oil Filter and Dehydrator 
for bulk Plants or tank Trucks 


SPARKLER’S OT-18 fueloil filter has been designed for bulk 
plant use or it may be installed on tank trucks. The unit 
installs between the 
meter outlet and 
hose reel inlet on 
trucks, with a filter 
element designed 
remove impuri 
wn to 2 to 4 
“ons, as well as 
mulsifed water 
particles 
The filter features a reusable, removable non-freezing 
filter cartridge, described as capable of filtering up t 
00 gals. before it needs cleaning. Filter plates ar 
easily washed off with a solvent; simple valving permits 
sludge drainage after a week's use. 


Made by: Sparkler-Filtrion Corp., North Chicago, III 


Emergency switch Plates offered 
with company and phone Imprint 


EMERGENCY SWITCH PLATES are available with space pro 
vided for imprinting company name and telephone num 
bers. Offered in standard size (illus 


” 


OIL BURNER 
EMERGENCY 


trated), measuring 234” by 4-9/16 


id in a 3Y)” round model. Other 


s available on special order SWITCH 


The switch plates are offered as 


' t OFF 
il door openers and also as a means a 
: 


rmanently before the prospect. The a 
oe 

XYZ ONL BURNER CO 

each switch plate is furnished with a PHONE 2-1122 


keeping a dealer’s name and service 
imprint line is lacquered and baked: 


Set r screws 
Made by: Keene Adservices, 22 Church St., Boston 16 
Mass 


Fuel Watehman smoke Detector 
has a built-in audible Alarm 


FUEL WATCHMAN smoke detector basically is an alarm 
is a built-in audible alarm and provision for remot 
The control can be wired t 
burner to shut down the system after 
predetermined interval of excessive 
smoke. There is a variable time-delay 
adjustment built into control circuit. 
Both phototube (illustrated) and 
light source are designed for long-life 
ind trouble-free performance. The de 
vice uses no amplifying tubes. It can 
be adapted to heating plants and in- 
cinerators 
Made by: Fuel Watchman, 77-29—138th St., Flushing 
67, Ni. TY. 
April 
1959 





tow to combine AUTOMATIC SCHEDULING 
with CUSTOMER BILLING! 


Automatic scheduling of fuel oil deliveries means 
completely satisfied customers. 

Prompt payments by customers mean more cash in 
the bank. When you think of savings, consider how 
the Post-Master* can add to your profit column. 
One machine combines automatic scheduling of 
deliveries with customer account posting in a single 
high-speed posting operation...with “degree day” 
next delivery automatically printed on customer's 
account as well as “degree day” card. Proof of 
accuracy ...no more errors ... plus these impor- 
tant advantages: 

e Accurate “degree day” deliveries at a glance... 
no guesswork. 


“like wearing magic gloves!’’ 
Matin-Touch’ 
Occouvting 
ae 
ada 
aaa 


¢ Statements always in balance, and ready to go 
- +. prompt statements mean prompt payments. 


e Automatic proof at every step .. . no checking. 
e Automatic total of daily charges. 
e Automatic total of daily credits. 


¢ Total accounts receivable outstanding available 
at a glance. 


e Improved customer relations...on-time deliveries 
and machine-printed statements increase good-will. 
e Reduced daily costs and overtime. 


You can’t afford to be without it. Underwood has a 
Post-Master for every dealer—large or small. Call 
Underwood for all the facts. 


*An Underwood Trademark 





TYPEWRITERS ADDING AND ACCOUNTING 








DATA PROCESSING SUPPLIES 


=. 


ent a 
a & aes 
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ELECTRONIC CONTROLS 


Ulale(s a {elele 


Business machines and systems to master your paperwork 


cloil 














Every Ford hes 


SAFETY GLASS 


in every window 


Mr. Henry C. Haar, partner, Acme Butane 
& Appliances, Fresno, California, says: 


“Our Ford C-800 services 100 more accounts 


"This Ford Tilt with Transmatic 

Drive gives us 550 gallons more 
product per trip, faster trip time 
and greater maneuverability 


“We selected a Ford Tilt Cab model because 
it provided better weight distribution and 
let us carry about 550 gallons more product 
on 2 ft. less over-all length. This is important 
because we operate in the mountains where 
a short turning radius is a tremendous factor. 


“The performance of our Ford C-800 has 
been very good! Transmatic Drive means 


more deliveries per day because we get up 
to speed faster, and hold it longer. For exam- 
ple, this unit with 550 gallons more payload 
will take the Walker grade on Route 41 at 
20 mph versus 6 mph for one of our other 
units. The hydraulic retarder is a real help 
on the way down. 


“Also, we liked the beauty and the visibility 
you get with this Ford Tilt Cab model. We 
checked the others and thought the Ford 
was better built. Another advantage in favor 
of Ford was the price—we saved well over 
$1000.00 on initial cost alone.” 





conducted and results 


CERTIFIED PROOF @ CERTIFIED 
‘ by eee oe 
FORD TRUCKS 9 — & research organization” 
*NAME AVAILABLE ON REQUEST 
Send inquiry to: P.O. Bor 2687 


COST LESS Ford Division, Ford Motor Co. 
Detroit 31, Michigan 
~ 


‘59 Ford Pickups Win 


Economy Showdown U.S.A. 


-—average 25.2% better 
gas mileage! 


Impartial tests of the 1959 pickup models of all six makes prove 
conclusively that Ford’s '-ton pickups equipped with Short 
Stroke Sixes are the economy champs for '59. 


HOW TESTS WERE MADE 


Standard six-cylinder models of the six leading half-ton 
pickups first were put through exhaustive road trials. All ’59 
trucks—Ford and competitive—were bought from dealers, just 
as you would buy them. After at least 600 miles break-in, all 
were brought up to manufacturer’s recommended specifications. 








The trucks were then tested — by America’s leading inde- 
pendent automotive testing firm—at constant speeds of 30, 45 
and 60 miles an hour. Next came stop-and-go tests, ranging 
from moderate city traffic to normal retail delivery operation. 
Acceleration rates were carefully timed in each gear to insure 
accurate results for all makes. 





HOW NEW ‘59 SIXES RATE IN GAS MILEAGE 





per month!” 


59) | 25.2% 131.1% | 9.6% | 42.6% | 22.0% | 25.2% 
FORD more miles | more miles | more miles | more miles | more miles | more miles 


SIXES per gallon | per gallon | per gallon | per gallon | per gallon | per gallon 
thon Moke | than Make | than Make | than Make | thon Make than the 


bets GIVE | “¢c” oo 6G | ME? | Hg? | overage of 
Go FORD WARD for savings ‘i okes 


The ’59 Ford Sixes, in every test, averaged more miles per 
gallon than every other make! Combining all tests, the ‘59 
Fords led the average of all other 59 pickups by 25.2%. 





























WHAT'S THE SECRET? 

How can a ’59 Ford Six make four gallons do the work of 
five in other trucks? 

First, of all pickup Sixes, only Ford has modern Short Stroke 
design. This new type of engine is basically far more efficient 
than long-stroke Sixes of other pickups. Example: Ford’s Six 
delivers more usable horsepower than any other pickup Six. 


Second, to this modern engine Ford has added a new econ- 
omy carburetor. By metering fuel more precisely in both low- 
and high-speed ranges, Ford’s new carburetor boosts gasoline 
bess mileage in every type of driving. And Ford’s Economy Car- 
LESS TO OWN... LESS TO RUN... buretor is standard at no extra cost. 

LAST LONGER, TOO! mf Bf Your Ford Dealer now has the complete report of Economy 
ae Showdown U.S.A. Why not call or visit him today and get the 

whole story firsthand ? 








When converting fireboxes 


Put Across 
The Fuel mavings 








Naturally homeowners are cost-conscious these days. 
That’s why it is good business to tell conversion 
prospects about fireboxes made of fuel-saving B&W 
Insulating Firebrick. 

Because B&W IFB are light in weight, they do a 
better insulation job . . . come up to operating tem- 
perature fast, hold heat inside the combustion cham- 
ber. That results in 15% to 25% savings in fuel 
bills—a good way of building satisfied customers. 

Explain, too, that they will get better combustion 
as well as clean, odorless heat that will certainly 
please Mrs. Homeowner. Rely on the B&W Insulat- 


ing Firebrick story to make you Prey 
the man to see in your community. naw FIREBOX 
HANDBOOK 


A Valuable Guide Te 


fo 
for Every Installer shun 
Send today for this Handbook! —— 


THE BABCOCK & WILCOX CO. 


Retractortes Division 


General Offices: 161 East 42nd St., New York 17,N.Y. 
Works: Augusta, Ga. 
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. New Products 


Petrometer liquid level Controls 
are actuated by pressure Element 
PETROMETER SERIES 1800 liquid level controls are available 


02 to 100 psi and to 30” vacuum 


in pressure ranges from 
Actuated by a pres 

sure element con 
nected through tub Ne 
ing transmission 
lines to an air-bell 
pick-up device 
cated in the tank 
at the approximate 


level where alarm 





or activation is de 
sired, the controls 
perform a variety of electrical functions. They will auto 
matically start or stop a pump, open or close a solenoid 
valve, sound alarms within the control and at remote 
points, silence alarms and return to a standby condition 
for the next cycle 

The controls feature easily removable chassis for servic 
ing electrical components. 

Made by: Petrometer Corp., 43-22 Tenth St., Lon 
Island City, N. Y 


Parker-Kalon announces [Improvements 
in thread-cutting Screws for Ducts 


IMPROVED thread-cutting screws for duct work and smoki 
pipe installations are being made by Parker-Kalon. Th 
five cutting flutes reduce pressure development by 80% 
The completely formed threads on these tapping screws 
have sharper cutting edges and five deep flutes that ar 
of continuous depth 

Made by: Parker-Ka te Division, General American 
Transportation Corp., Clifton, N. J 














New Decorative Colors 
Competitive Value * Low Height 
Fully Assembled and Wired 


For the full story on these all-new 
Thatcher “Blue Ribbon” Winter Air Conditioners... 





FURNACE COMPANY 


GARWOOD, NEW JERSEY 









ae 


22 
EMERALD OIL, Woodside, 238 
Long I and N Y 





NE $808 : 
alt" | Emerald Oil 
@ Ou Bonners instances qx 
AIR CONDITIONERS 





D and Servicgn 
FUEL OH 


A NATIONAL SYSTEM modernized the ac- 
counting department of this concern. 


“Our Clalional System 


saves us 1,800 a year... 


pays for itself every 8 months!”’—kEmeraid oi, woodside, L. 1, N. ¥ 


“We improved the efficiency of our ac 
counting department enormously by 
installing a National System 
Peter J. Hoey, of Emerald Oil 
Phe flexibility and speed of our Na 


writes 


tional enables us to compile more intor 
mation in much less time than our 
former method. The System combines 
the difficult tasks of posting degree day 
records, accounts receivable ledger and 
preparation of customers’ statements 


into one fast operation. 


“This has reduced monthly posting 
time by 48 hours. And all our records are 
neater, more accurate and up-to-date. 

We wholeheartedly recommend the 
National System. Our National System 
saves us $1800 a year pays for itself 
every 8 months.” 


LAN 
Uae” ee cH 
y,  —- 


Emerald Oil 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES © 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly 


through savings, then “’ Wen, 
continue to return a National ~, 
regular vearly profit —) - 
National's world-wide fw 
service organization YEARS 
will protect this profit 1958 


“TRADE MARK REG. U.S. PAT. OFF. 


ACCOUNTING MACHINES 
ADDING MACHINES + CASH REGISTERS 
ncR PAPER (No Carson Required) 








. . . « New Products 


American-Standard A-5 oil Boiler 
for small commercial Installations 


LARGE HOMES and small apartments and commercial build 
ings were kept in mind when American-Standard designed 
its A-5 oilfired boiler. Net in 
stalled capacities range from 
195,000 to 622,000 Btu/hr. 

Tankless heater arrange- 
ment permits separate heaters 
to be inserted in each center 
section so that the boiler can 
produce multi - temperature 
hot water. Only one size tank 


less heater is required, regard 





less of the number of sections: 





preassembled copper mani 
fold is available for connecting multiple heaters. 

Boiler features wet base construction and vertical flue 
design. The A-5 is available with a jacket extension and 
comes in a full range of eight I-B-R-rated sizes for hot 
water or steam and in six sizes as boiler-burner units 

Made by: American-Standard Plbg. & Htg. Div., 40 
West 40th St., Neu York 18, N. ¥ 


Tork time Switch continues Operation 
up to 17 Hours during power Failures 


RESERVE POWER time switch maintains “on time” opera 
tion for up to 17 hours in event of power failure. This 
continued operation eliminates the need for readjustment 
of time switch cycles after outages 

Reserve power is provided by a powerful spring con 
tained within the motor in special housing behind the dial 
Spring is electrically;wound automatically. Rewinding 
after outages is completed in less than two hours 

Made by: Tork Time Controls, Inc.. Mount Vernon 
N. 7 


New Thrush pressure relief Valve 


operates at Rating of 520,000 Btu 


THRUSH #38 pressure relief valve has a 34” inlet by 


444” outlet, with an ASME and National Board Rating 


520, Btu. Operates as a water re 


lief valve, yet ably relieves steam 


The valve has all brass working 
parts and a heat-resistant silicone seat 
Designed with positive shut-off after 
lischarging; heat-resistant diaphragm 


prot ts spring from water corrosion 





Known as #81 valve is availabk 


ilso in following ratings: 75 Ibs. and 1,040,000 Btu: 1 
lbs. and 1,340,000 Btu; 125 Ibs. and 1,640,000 Btu: 15 
lbs. and 1,940,000 Btu 


Made by: H. A. Thrush & Co., Peru, Ind 


WALKER 


ENDS DRAFT PROBLEMS 
RIGHT FROM THE START... 


MODELS For Gas... Oil...and Solid Fuels! 

















THE INSIDE STORY OF 
SHUR-FLO EFFICIENCY 
@ Hi Volume Self-Feathering Fan 
@ Self-Cleaning Blades (No soot 
build-up) 


“'L don't fuss and fret with uncertain draft anymore 
since Walker brought out this low-priced draft in- 
ducer-teguiator combination. Now, | install Walker 
inducers on all my jobs. That puts me way out 
ahead, because with good draft | know every job 
will be exactly right from the start 













@ Stainless Steel Shaft, 
Hub. and Blades 


Lose | "Most Efficient 
9 is | Draft System 
== | Ever Made 


Say Heating Contractors, 
Architects, Home Owners 











Draft problems are eliminated with a Walker Shur-Flo 
Control (Pats. Pending) in an oil, coal, or gas-fired 
installation because it’s the SUREST DRAFT SYSTEM 
ever devised. 

Here’s an economical draft inducer that’s a 
fool-proof answer to every draft problem from older 
heating installations to modern, low-roofed houses. You 
just install it and forget it. What could be better? 

Moreover, the Walker Shur-Flo with fan operated draft 
inducer moves ONLY flue gases; does not suck in outside 
air. Building and home owners like the Shur-Flo 
because it runs quietly, costs less to operate, and requires 
little power. You'll like the Shur-Flo because it installs 
quickly at any angle—vertically, horizontally, or at a pitch 
—and virtually eliminates costly callbacks and corrections. 


There’s a Walker Draft Control scientifically designed to meet every 
draft problem regardiess of fuel. 28,000,000 in use prove efficiency. 
The standard of performance for the industry. 


rr 


tom 


| 
ROYAL PURPLE | JUNIOR LINE 
| 


@ @¢ 


DOUBLE SWING | VENTURI CAP 
for gas fired for heating 
equipment and ventilating 





for smaller central, central heating 
heating plants budget control 


For full details, see your supplier or write direct 


WALKER MFG. AND SALES CORP. 1750 Penn St., St. Joseph, Mo. 
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NOW SOMETHING BIG HAS 

















THE CARRIER CLIMATE CENTER REPORTS: 


1 heating or cooling cycle; 2 fan operation; 3 night set- 
back; 4indoor temperature setting; 5 filter cleanliness? ; 
6 pilot light operation+; 7 condensate operationt ; 8 com- 
pressor performance?; 9 outdoor temperature; 
10 time and night setback indicator; 11 




















barometric 
pressure, and 12 indoor temperature and humidity. 
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HAPPENED TO AIR CONDITIONING! 


The Revolutionary New 
Carrier Climate Center 


gives homes new mastery of indoor climate 


...another spectacu/ar Carrier first/ 


Ever sat behind the controls of a plane? Or 
stood on the bridge of a ship? Then you have a 
fair idea of how you’ll feel when you stand in 
front of the Carrier Climate Center. 


This handsome 8-by-14-inch wall panel 
which installs between studs is more than a 
weather bureau... which it is. More than a 
control board... which it is. More than an 
automatic monitor that reports on the opera- 
tion of a Carrier air conditioning system... 
and it’s that, too. 


The Climate Center is the heart of a Carrier 
air conditioned Weathermaker* Home. Here 
your customer is master of the well-being of 
his family. He can see the performance of his 
system—and be able to precisely control it. See 
what the weather is outside—and what it will 
be like tomorrow. And see new ways to effect 
economies. One example: a timer that can be 


preset to automatically lower the temperature 
in the house during sleeping hours. Another: 
a warning light that signals when replacing 
filters will improve efficiency. 

Now your customer can watch—as well as 
experience— perfect climate control in opera- 
tion. He can custom-tailor indoor climate to 
the preferences of his family. And be sure that 
he’s always getting the best from his system— 
the all-season comfort, the cleanliness, the health 
that truly fine air conditioning provides. 


CARRIER DEALERS HAVE A 1-2-3 PUNCH! 


The greatest name in air conditioning to sell... 
plus a complete line that permits you to air con- 
dition any home... plus the Carrier Climate 
Center —the most exciting new merchandising 
idea in years! Get the details on a Carrier fran- 
chise today. The Carrier distributor to contact is 
listed in the Yellow Pages. * Rey. U.S. Pat. Off 


MORE PROOF OF 


BETTER AIR CONDITIONING FOR EVERYBODY 


eloil 


EVERYWHERE 


Carrier 








you sell 


when you sell 
a famous 


“Bethlehem 





savincs up T0 40% 


» One customer who consumed as high as 
3400 gallons of fuel oil for heating during 
one season, recorded consumption of 2200 
gallons after the Bethlehem DYNATHERM 
Package Unit had replaced his oil burner 
during a heating season of comparable 
degree-day load. 


_. Another purchased 3200 gallons, but found 
he required only 1700 gallons, after one of 
our dealers had sold him a Bethlehem 
DYNATHERM Package Unit. 


3. A third cut his fuel consumption in half from 
4600 gallons to 2475 gallons when degree- 
days totaled about 12% less. 


The Bethlehem DYNA THERM offers other features that 
make your sale easier — The Whirling Flame .. . Unit Engineering 
. +» Thermos Bottle Insulation . . . Beautiful Cabinet .. . A Size For 
Every Need. The BIG FEATURE, of course, is that 

iT PAYS FOR ITSELF IN 5 YEARS 


BETHLEHEM FOUNDRY & MACHINE COMPANY 
BETHLEHEM, PENNSYLVANIA, USA 











. . « « New Products 


Taco introduces Perfecta Circulator: 
operates without Seals or Coupling 


PERFECTA circulating pump introduced by Taco operates 
without seals or packing, has no drive coupling or starting 
switch, no overload protec- 
tor, incorporates compact 
streamlined design and is 
equipped with a one-piece 
cast impeller of the closed 
type 

Taco explains that Per 
tecta does the same work 
as conventional circulators 
even though it has less than 


half the horsepower because 





the new unit does not have 
to overcome friction of the seals and the loss of power in 
a drive coupling 

Perfecta is lubricated by the system water and requires 
no oiling or greasing; is available with interchangeable 


a/,/” ag 1A” and |! A" flanges 


Made by: Taco Heaters, Inc., 1160 Cranston St., Crans 
ton 9, R. I 


Ardmore Products adds hose Reel 
for handling 2'4” diameter Hose 


ARDMORE PRODUCTS announces a new hose reel for han 
+ ”” 1 

dling 2Y2” diameter non-collapsing hose, designed for such 
eal 
Apple 


cations where 2/2” hose in lengths up to 150 ft. are needed 


ations as dock refueling, tanker unloading or other k 


Unit is designed for indoor or outdoor platform mount 


ing; the cabinet provides a weather-tight closure. Reel 
measures 44/2” by 61” by 5444” high with 48” drum 
Made by: Ardmore Products, 1831 Shermer Road, 


Northbrook, Ill 
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“That's what | like about you, you're so suave and oily.” 
April 
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.... New Products 














“My advice: 


QUIT SMOKING!” »% 





Smoking costs too much. It’s a sure sign fuel is 
being wasted... that burner and boiler are losing 
efficiency ...that profits are going up with the 
smoke. But you can do something about it! Install 
a GENERAL CONTROLS DRAFT 
CONTROL SYSTEM. 

Goes in easily and inexpensively with any type 
boiler...any type fuel. Pays for itself over and over 
again through the years by cutting fuel waste... 
saves as much as 25% on fuel cost as well as saving 
on manpower. Not least, think of the plant and 
city-area good will you’ll create with effective 
smoke control. 

Call in the GENERAL CONTROLS MAN in your area 
to check out a draft control system for your plant 
now. The sooner, the better your long-range profit 


picture will look. 


rO IMPROVE 
YOUR BOILER EFFICIENCY: 


A DRAFT PROGRAM CONTROL: start-up, shut-down, sets 
damper for any firing rate. Fast, accurate...senses 
atmospheric changes. 

B DRAFT INDICATOR: provides continuous visual read- 


ings of draft conditions in combustion chamber 
and/or stack. 

( FLUE GAS TEMPERATURE INDICATOR: shows boiler 
efficiency by indicating excessive heat loss. 

D STEAM PRESSURE INDICATING CONTROLLER: indicates 
boiler pressure on main instrument panel, and 


gives accurate on-off, or proportioning control. 


FE ACTUATOR: operates stack damper to maintain 
constant combustion chamber draft. 


A draft control system like this is worth money 
in the bank to you. Get the full facts today from 





y e Military 
Glendale, Calif. « Skokie, Il!. « Guelph, Ontario, Canada 


Six 42 factory branch office 7 th ted States ana Canada 
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.... New Products 


Peerless oilfired furnace-burner Unit 
added to increase Line to 11 Models 


AN ADDITION to the Peerless furnace line, model PGO-84 
oilfired unit rated at 84,000 Btu/hr output, is one of 11 
models in the five different series recently introduced. Peer 
less oil furnaces are rated from 72,000 to 140,000 Btu/hr 
output, available in gravity, horizontal, lo- and hi-boy and 
ounterflow series 

All are factory-assembled to include steel heat exchanger, 
pressure atomizing oilburner, thermostat, stack control and 
refractory chamber 

Made by Peerless Heater Co., Boyertown, Pa 






Shelco fueloil Filter has built-in 


COMFORT Valve and a disposable Cartridge 


for HOT WATER CONTROL by 
HEATING AND n= Sills sateen sete 
feele) a) le nates the need for a separate shut~ 


valve, so that the unit functions as a 


SHELCO fueloil filter has a built-in all purpose valve and 


utilizes a disposable cartridge element. The valve elimi 


filter, fire safety valve, manual shut 
ff valve, anti-siphon check valve and 
STRAIGHT-Fio VALVE 


A thermostat in each room or zone operates a correspond 
ing ZONE-A-Trol Valve installed on the supply piping to 
the radiation and automatically controls the temperature 


inti-hum valve 
The valve’s fuse melts at a prede 
termined temperature to shut-off flow 
f fueloil from the storage tank. For 
TS) pivent-astio vaive 


A combination scoop feed supply fitting and 
Zone Control Valve. Creates a scoop feed 
action that delivers a full volume of flow to 
the radiation and makes it easy to install 
Room by Room Temperature Control! on any 
one pipe or continuous loop Hot 
Water System. 


(OS) testis By-Pass VALVE 
For use on Balanced Pressure Hydronic Heat 
ing and Cooling Systems operating at pres- 
sures up to 250 Ibs. Controls the flow of 
heating or cooling into the convector as 
called for by the thermostat. 

cost but 


$s 27 BSH = (cost of Zone-A-Trol 


per room with thermostat) 


nanual closing, the cam lever is 
lropped to its horizontal position 


Construction is heavy cast-iron and 





steel with exposed valve parts chrom 


plated. Impurities in the fueloil settk 





various depths and thus do not choke the filter cartridge 


| rccumulating on the surface 


Made by: The Shelton Co., New Haven, Conn 







Empire “Stubby” vacuum Cleaner 





i 9 
DEMAND 









is small, multi-purpose Machine 


THE EMPIRE “STUBBY” is a small—21” high by 16” wid 


weighing 


~ 


5 Ibs.—multi-purpose vacuum cleaner. It is 


- 


for WARM AIR 
HEATING AND aning and with blower a 
faele) Eile tion is ideal for cleaning con 


lensing coils to maintain peak 
NEW AIR-Flo DAMPER 


A low voltage operated motorized damper 
that may be installed in any shape or size D} Is pt wered by a 
of air duct to automatically control the flow 


suitable for heating plant 


urconditioner efficiency 





Ruggedly built, the “Stub 
’ Vy hp 


. motor, AC or DC, and has 
heating or cooling to each room or zone 





multi-blade turbine-type fans 





Air ‘ 
NEW | Pressure DUMPER DAMPER Tank capacity is about a half 
Catch cal deities the ae preteen on bushel of dirt or 4 gals. of water. Machine uses disposable 
Zone Controlled Air System by dumping or paper bags. One-hand carrying handle provides for port 
returning the excess air volume back into — . 
the cold oir return. Installs in a connecting ibility. Small size makes it ideal to move in car trunk o1 
duct between the plenum and cold air return truck 


Made by: Empire Chemical Products Co., 10 Longworth 


for New Construction or Modernization oe. Newark 21 


Homes — Apartments — Commercial 
Buildings — Schools — Motels 


COMFORT — 
(CONTROL » 






ECONO PRODUCTS COMPANY, INC East Haddam, Conn 


Division of Viking Instruments, Inc. 





.... New Products 








SAVE MONEY 


with General Electric 
Form G blower motors 


You save money in three areas when you sell furnaces equipped with 
General Electric blower motors: 

SAVES ON INSTALLATION—quick-connect terminals cut wiring time 50 
per cent: a speed nut permits fast outside connection of conduit fitting. 
Compact size makes handling easy and saves space, whether mounted 
on top the blower or inside it. 

GET EXTRA DEPENDABILITY. Moisture-resistant insulation, doubled lu- 
brication life (because of a 50% larger oil supply and efficient oil 
retention), and the famous G-E wear-resistant switch mean satisfied 
customers and repeat sales. 

FAST, LOCAL SERVICE. G.E.’s network of Small Motor Service Stations 
are as handy as your telephone. G-E replacement motors, also available 
locally, provide top quality and long-life performance. 

To keep installation and service costs down, specify G-E blower 
motors . . . available in split-phase, shaded-pole, capacitor-start, or 
permanent-split-capacitor for all makes of furnaces. Section 702-97, 
General Electric Company, Schenectady 5, N. Y. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 





QUICK-CONNECT TERMINALS offer a more 
rapid wiring method, yet do not interfere with 
conventional studs. 





FAST ROTATION CHANGE (simply switch plug- 
in lead connectors to change rotation) mini- 
mizes service stocks needed. 





SHAFT PROTECTION—new gun-metal-like treat- 
ment of shaft resists rust so that pulleys, etc., 
are always easy to remove. 





QUIETER, DEPENDABLE SWITCH has a special 
washer to cushion start-stop click, maintains 
positive snap action 
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DEPENDABLE 


; Pullman 


| 





THE WORLD'S LEADING FURNACE CLEANER 


PULLMAN PROFESSIONAL KIT FOR EVERY JOB 


D | VACUUM CLEANER 
uUlman 
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. . « « New Products 


Goodyear Pliotron CR air Filter 
is permanent, electrostatic Unit 


PLIOTRON CR is a permanent, electrostatic air filter for 
commercial or residential use. The complete filter is 1” 
thick, furnished in seven sizes: 10 by 20; 15 by 20; 16 by 
20; 16 by 25; 20 by 20; 20 by 25. Other sizes can be fur- 
nished on special order. 

In most cases the filter can be cleaned with a suction- 
type household vacuum cleaner. 


Made by: Goodyear Tire & Rubber Co., Akron, Ohio 


York Corp. includes oilfired Furnaces 
in Line of heating and cooling Units 


OIL FURNACES in the new heating and cooling equipment 
line of York Corp. include horizontal types for attic or 
crawl space installation, up- 
flow, counterflow and _ base- 
ment types. Gun type oil- 
burners are used with the 
furnaces, offered in three se- 
ries: Climaster, adapted eas 
ily to cooling; Patrician, com 
bining both heating and 

oling in a package; Chal- 


lenger. designed for economi- 








al installation and operation. 

A new home Comfort Center, to do both heating and 

oling, and a miniaturized heat pump also are included 
in the line. The Comfort Center fits anywhere in the home, 
with cooling coil located in the furnace section, the heat 
exhaust unit outside and both connected by hermetically 
sealed tubing. The unit employs two air-conditioners, with 
ne being a reserve that cuts in during peak demand 

Waterless airconditioning units for central installation 
include: Pathfinder, with models having a 2, a 3 or two 
2-hp. compressors; Twinline, with twin cooling circuits in 
IY, 2 and 3-hp. models; heavy-duty Champion, with air 
or water-cooled models of 10 and 15 hp. capacities; the 
Embassy line from 3 to 22 hp, capacity 


Made by: York Corp., York, Pa 


fconomy Line of vari-speed Pulleys 
I yL f peed Pulley 
provides constant Speed at all Times 


CONSTANT SPEED regardless of variations in load is a fea 
ture of the Hi-Lo Fup line of vari-speed pulleys. A cam 
\utomatically maintains required belt tension for a given 
load, preventing pulley faces from spreading and holding 
pitch diameter at the desired setting, 

Available in 7, % and 1 hp ratings at 1,750 rpm. The 
' hp unit is available with high-impact plastic or cast 
iron face; other sizes are cast-iron. Speed ratios vary from 
2 to 1 for the smaller to 2!4 to 1 for the 1 hp. model. 

Made by: Lovejoy Flexible Coupling Co., 4949H West 
Lake St., Chicago 44, IIl. 
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PENN “RIMSET” 


handles 12 different 


heating and cooling jobs. 


Why carry a large inventory of room thermostats 


when ONE unit. 


.. the Penn “RIMSET” . 


. will 


control any heating-cooling function desired? You 


just stock variables of the subbase. . 


. the 


same thermostat simply plugs onto any 


one of these subbases! 


And, here’s another extra. . 





FAN 
SELECTOR 
SWITCH 


. the Penn 


“RIMSET” is today’s easiest-to-set, easiest-to-read 


thermostat. When setting temperature, simply 


dial the rim. . 


. the extra large dial face remains 


stationary! Once you use this better thermostat, 


you'll want it on all of your heating and 


cooling installations. 


Try Penn on your next job! 


SYSTEM 
SELECTOR 
SWITCH 





= APPLICATION 


4 


HEATING ONLY 


AUTO-OFF 





COOLING ONLY 


= 


AUTO-ON 


AUTO.ON | 


AUTO.OFF 
AUTO.OFF 





COOLING — with 
system interlock for 
separate heating 
thermostat 


AUTO-ON 


HEAT-OFF-COOL 


+ _ —__—_—— 


HEAT-OFF-COOL 





COMBINATION 
Heating-Cooling 


——— 


AUTO.ON | 





—— —}— 
AUTO-ON 


HEAT-COOL 
~ HEAT- COOL 


- HEAT- OFF-COOL 
" HEAT-OFF-COOL | ; 





Penn 1 CONTROLS, ||| ae 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


nil 


a 





/ give Expert Service 
and | use... 





NOZZLE 
EXTRACTOR 


Removes nozzie 
in seconds! 


A special quality tool for oil burner service men, 
designed and perfected by an oil burner man with 
years of service experience. 

Three wrenches in one compact tool. 

Makes nozzle removal easy in practically every 
type gun assembly. 

Eliminates the bending of electrodes and crack- 
ing of porcelains causea by the use of ordinary 
wrenches. 

A “must” for good service work! 

“Saves me valuable time!" 
For details, write to: 


BOSTON MACHINE 
WoORKS COMPANY 








Oil Heating Supplies Div. 
7-17 WILLOW STREET 
LYNN, MASSACHUSETTS 


WITHOUT 
DOWN TIME and with UNIT in SERVICE! 


Users’ Reports Tell How OYLTITE-Stik 
can help you 


to make instant repairs on base- 
ment storage tanks . . . a great time 
saver.” 


to seal small holes of oil storage 
tanks, created through condensation.” 
in Illinois Contractor 
A New York Oil Distributor 

has done such a good job we do 
not want a service man to be with 

out one." 
4 Pennsylvania Heating Company 


‘ on seams of large oil tanks where 
weld was not perfect." 
1 Wisconsin Fuel Company 


: we punched a hole in the tank 

with an ice pick, then filled the tank to repair leaks in domestic tanks 
and plugged the hole with the oil inaccessible for repair by other meth- 
running out; it has held for months.’ ods most satisfactory.’ 

A Maryland Contractor 1 Canadian Contractor 
OYLTITE-Stik is one of the best time-savers and trouble-stoppers you can find 
® See your suppliers for OYLTITE-Stik or write 

direct on company letterhead for free sample. 


4 LAKE CHEMICAL CO. 


3086 W. Carroll Ave., Chicago 12, Ill. 


.... New Products 


Watts announces three tempering Valves 
in either sweat or threaded Connections 


WATTS REGULATOR has announced three new adjustable 
tempering valves. The 70T with threaded connection 1s 
available in YY” and 3%” sizes; the 
444” No. 70 has sweat connections and 


” 


joins a previously-announced 2 


sweat connection model to provide a 
selection for almost every requirement. 
The new Watts valves feature a 
powerful, sensitive thermostat, an all- 
bronze body, leak-proof “O” rings. A 
slotted seal cap doubles as a handy 
screwdriver for adjusting the valve 
Made by: Watts Regulator Co., 10 Embankment Rd 


Lau rence, Mass 


Vertical tubeless. oilfired Boiler 
with 5, 10 hp Ratings made by Columbia 


COLUMBIA BOILER CO. has introduced a new vertical tube- 
less oilfired boiler with ratings of 5 and 10 hp. This fully 
automatic boiler is bottom fired and top vented. It is pro 
vided with refractory type fire chamber to insure com 
plet mbustion. It is fully assembled, piped, wired and 
fire tested at the factory. Control equipment includes 
McDonnell-Miller low water cut-off. No stack is required 

The company has also added two boilers with 80 and 
100 hp capacities extending the range for the line from 
2 to 100 hp. They 
refractory brick. 

Made by: Columbia Boiler Co. of Pottstown, Potts 
town, Pa 


are equipped with a special type of 


Rheem Auto-Balance System provides 


zone Control for Heating or Cooling 


RHEEM S AUTO-BALANCE system is a packaged two-zon 
control system for use with Rheem furnaces or Rheemaire 
central airconditioners. It 
uses two thermostats, one 
mounted in each of the zones 

Heart of the system is a 
packaged 


assembly, with 


two-zone damper 
multi-blade 
dampers for each zone, actu- 
ated by a damper motor 
mounted on the damper cas- 
ing, All damper linkage is 
fact ry-assembled 


The system is described as particularly adaptable t 
zoning applications in split-level homes and can also be 
used, for example, to zone single rooms located anywher 
in a house. 


Made by 


cago 29. Ill 


Rheem Mfg. Co., 7600 S. Kedzie Ave., Chi 
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“CAN'T WE EVER GET OUR STATEMENTS OUT ON TIME?” 


It’s a safe bet that any fuel dealer in daily customer account posting— 
such a fix needs the Sensimatic helps you get statements out fast and fit into your operation whatever its 
accounting machine—the proved way on time, so revenue will come in size. 
to better dealer profits and perpetu- sooner! 


the easy-to-operate Sensimatic can 


For a demonstration call our 

nearby branch office today. Burroughs 

ally pleased customers. Sound promising? Let us show Corporation, Burroughs Division, 
The Sensimatic whips right through you how smoothly and economically Detroit 32, Michigan. 


Burroughs and Sensimatic TM's 


HOW TO REDUCE COSTS IN 18 MINUTES! ASK TO SEE OUR FILM “BREAK-THROUGH FOR PROFIT” 


=== bs A of 





Burroughs 





Burroughs 
Corporation 


“NEW DIMENSIONS 


in electronics and data proce 
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On Heatinc © 


a customer who is mad at the service 


man, the company, and the world 
Now, the 


sult will depend upon the serviceman 


scene is set, and the re 


oruice Managers 
pe 


NATION AL ASSOCIATION OIL HEAT SERVICE MANAGERS 


who is your company’s representative, 


mechanic, and good-will ambassador 





ull wrapped up in one. It is very hard 





to stay angry at a person who smiles, 
conditions—and 
He 1S the 


company 


; : : grees about world 
Your Serviceman and the 


H. Ir 


company’s Customer eM ale Alias ie ial 
the 
knows his business. 


We had 


happy, and if they 


by Chorpe, ll pes which 1 nly man from W 


T 


tomer to 


calls 
ll 


Ne 


a man that left his 
had cause to Ca 
On ¢ 


HE MANY small thing ring th where 


pen to cause the loss eakdown. service 


they requested him 
requested help be 
the tools for 


again, 
call 
didn’t 


the company ar ur after 


ause he 


the 


Wit he 


there can devel: pal \ l ting wil | ner <¢ t 


about by 


ous to cover 1n One writing ne he use 


n because have iob 


Nn. The 
this 


customer, 
Upon walking in, I found only a few 
tools 


overflowing by 


cident brought 1 train into t 


his box, it was filled t 


the 


yet 
addition of rags 


tween him and your emp! xchanged between 


Anyone can explain av n mean 


that | 


wey ee the beginning he end of and a small dust pan and brush 


Dx 


incident might inv an ac 


five customers, but who cat you know what your man 


the customer remarks, 


k, ‘The 
*National Association Oil 
Managers Because of an fact that 
omitted the name of Georg Ha | n tel il] person almost 
W. P. Gilbert Co., Irvingt ‘ , 
author of an article in the Servi 
Journal. He wrote about the 
ager asa talent scout 
ber of FUELOI 


is in the thermostat.” 
> “Oh it’s 
rmostat, they are n 


Don’t chuckle, I know it has 
What’s more, he’s 


he say not 


ver wro 


see page 


nr > ( € 
& On pened S% 


Issuc 








‘See Se 8. eee 


THE FLOOR FURNACE 
WITH A FILTER! 


NOW ... SELL YOUR CUSTOMERS CLEAN, 
FILTERED WARM AIR... 


G/A 


REFRACTORIES 








COMBUSTION 
CHAMBERS 


ENGINEERED TO 
YOUR REQUIREMENTS 


- GEM engineers are at your 
service for special designs... 
developing new units or re- 
designing to reduce assembly 
costs. Send us your prints. 


GEM Combustion Chambers 
are engineered refractories 
built for performance and de- 
signed for easy, fast installa- 
OM « « ¢ highest combustion 
efficiency for high or low- 
pressure burners. 





85,000 Btu output 
assembled and 
pre-wired 


Get the complete 


_ CALL, WRITE OR 
GENERAL AUTOMATIC WIRE NOW! 
PRODUCTS CORPORATION 


2300 Sinclair Lane Baltimore 13, Maryland 
ORleans 5-7500 


Call on GEM | Sew 
Engineers for 

your Refractory 
Shapes. 


PEL TOTETS 
Bl CLAY FORMING, 
Ne BOX 500 SEBRING, OHIO 


GEMCO BOND 

refractory cement 
insures maximum 
bonding strength. 


INC. 
YE 8-210! 
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Reduce 
your 
inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 

In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on thew job. 


Water and acid resistant element 


Uniform density filtering to .0005”. 


B 
2. 
3. No channeling or ‘‘soft'’ spots 
4. 


Will not shrink, distort, stretch, flake 
or deteriorate. 


. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


r-~-MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 
This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units. 


Purolator Products Co., Inc. 
Rahway, New Jersey 


| 

I 

| Please send me copies of your Oj! Burner Filter 
> WU rR O 2 a "7 - 7 Element Cross-Reference Chart 
| 
| 
| 
| 


Name 
PRODUCTS, INC. Address 
“FIRST iN THE FIELD OF FILTERING” 


Rahway, New lersey and Toronto, Ontario, Canada 





. ... Service Managers’ Page 


If the complaint is over-heating there 
are four basic answers. If it does not 
bring the room up to temperature, 
there are untold number of reasons 
ranging from the control itself to the 
heating system, and sometimes the 
building structure. 

Our company supplies the service 
men with alligator clip test lites, and 
I instruct them, when confronted 
with a statement about the thermo 
stat being wrong, to remove the cover 
and hook up the lite. (If the therm« 
stat controls the burner, they remove 
the wire from No. 3 post first; this 
saves time spent in waiting for a re 
cycle of the stack switch.) The sight 
of that little light going off and on 
each time the man operates the dial 
convinces the customer that now thé 
thermostat is working right, and even 
if the man does nothing more to it, 
Until he 


convinced in this way, be prepared t 


the customer is happy 


lose him or to install a new thermostat 

Now, your man can go about fixing 
the real trouble and leave your cus 
tomer wishing to continue relations 


with the company for the next year 


GIBRALTAR OFFERS A 


Your position depends upon the num- 
ber of customers who sign at the end 
f the heating season for the next 
year’s oil and service 
I've heard it said so many times 
that a man should have a clean serv 
ice truck, clean tools and be clean 
himself and be dressed like a Coca- 
Cola man to impress the customer. I 
will settle for the man who keeps him 
self as neat as possible, carries rags 
that he uses, keeps his tool box neat, 


and always has a pleasant greeting 


| 
and smile for the customer regardless 


of his feelings at the moment. He 
should say as little as possible to the 
customer and report any bad features 
of the job to his office 

I've found that when a serviceman 
starts telling the customer what was 
wrong with the burner or convincing 
the customer how much he knows, 
is in trouble. Should he 


say, “The last man who worked on 


the company 


this job didn’t know what he was do 
ing, you have cause for his dismissal 

A customer given the idea that one 
f your men doesn’t know his job will 
upon dwelling on the subject decide 


LOW PRICED-PACKAGED MULTI-ZONE 
_ CONTROLLED BOILER 


Olt OR GAS FIRED 


Recognizing 


the growing design 


problem of even distribution 


of heat, Gibraltar can now give 


you the new modern rone- 


control for hot water 


that none of your men know their job. 
Even telling a customer that the man 
from another company did not know 
his job can lead to trouble, for the se- 
lection of the service concern was up 
to the customer and he doesn’t like 
being called wrong. It is so much eas- 
ier and safer to say, “I guess the last 
man had a bad moment or did not un- 
derstand this system.” 

The primary reason for service 
managers is to keep the customer hap 
py and the addition of pretty trucks, 
uniforms, mobile radios, etc., is money 
wasted if the serviceman is not trained 
to deal with the unknown factor in 
his profession—‘Human Nature.” The 
serviceman must be free of moods and 
dispositions in his dealings with the 


company’s customers 


Leonard J. Battaglia has been named 
manager, communications marketing, 
Communications Products Depart 
ment, Radio Corporation of America, 
New York. He will be responsible for 


the marketing of RCA’s microwave, 


and mobile communications products 


SPRAY or POWDER 


The ‘ORIGINAL’ Fuel Oil Deodorant 


WHY BUY LESS 
THAN THE BEST! 


err rrr rrr er 


© Works FASTER in Banishing ODORS. 
¢ More Concentrated... Requires LESS, 
¢ Customer gets MORE for his money, 


heating. 





Depending upon the size of 
your home; be it split-level, 
ranch or multiple dwellings, 





Gibraltar can now give perfect 
comfort. Your recreation room, 
bedroom, or any individual 
room can be heated to your 
desired temperature 


ibraltar 


CORPORATION OF AMERICA, INC. 


NON-FLAMMABLE — NON-TOXIC 
oe! A little NEUTRODA on furnace filter — kills 
root nant? - objectionable odors. 
¥v 


THE TANKIT COMPANY, Inc. 


560 BELMONT AVE. NEWARK 8. N. J. 








223 NORTH 9th STREET *« BROOKLYN 11, N. Y. 
EVergreen 4-7297 





MODEL 03A-B 


A big capacity 3” pump for handling 
to pump way up here petroleum squids 


from way down there 


MODEL 04A-B 
For tank trucks and aircraft fueling. 


MODEL O2F3 


The new P.T.O. Pump for quick, ef- 


. . ec . ficient, h » deliveries of fuel I, 
In six full years in the field, ‘‘O”’ Series Pumps proved themselves | ee a ee 
superior to all previous designs. 


These pumps have straight-in suction, no check valve, increased prim- 
ing lift, and only one moving part —the impeller. Entrance restrictions 
are eliminated, pumping efficiency increased and a higher degree of 
safety achieved . . . for, without check valves, the danger from high- 
pressure and heat expansion is avoided. 


ee eee ers eee we 


Today, Gorman-Rupp “O” Series Petroleum Handling Pumps are 
everywhere fuel is handled. They are standard on thousands of tank 
trucks, in bulk plants, on fuel barges. 


Ask your Gorman-Rupp Distributor about the exclusive features of 
the ‘““O”’ Series Pumps. 


THE GORMAN-RUPP COMPANY 


305 Bowman Street Mansfield, Ohio 
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Industry Groups try exhibits such as oil drilling rigs, 

Sileksie-hiten: 40) replica of Colonel Drake’s first wel 

; ; ind dramatic displays of the use and 
Western Mass. Council plans ar al 


Display for Fall Exposition 


THE OIL HEAT COUNCIL of Western 


Massachusetts, Springfield, Mass : : 
to include accident Coverage 


Out insurance Plan expanded 


planning a large oilheating display in 

the Industrial Arts Building at the \LL LIFE insurance policies offered by 

Eastern States Exposition to be held the Oil Heat Institute of America Dis 

in September tribution Division Insurance Trust 
The Exposition management is mak now carry an accidential death and 

ing petroleum a central theme wit memberment benefit in an amount 

space on the grounds for larg to the total regular life insurance 





It really rolls in for the 
Sinclair Oil Heat Distributor 
Right now, the alert businessman who qualifies for a Sinclair 


Heating Oil franchise can build it into a real money-maker. 
Four major reasons support this fact: 


Sinclair Heating Oil contains an exclusive anti-rust 


You can offer premium quality products at regular prices. 
» ingredient. Result: reduced service calls. 


A strong advertising program—designed to be used at the 
local level—where it counts most! 


> A special sales training program — full of profitable new 
ideas. 


An assured product supply — thanks to Sinclair’s huge 
+ production and ample storage facilities. 


There’s much more in the market for you with Sinclair 
Heating Oil. For details, write: Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 


SINCLAIR 


HEATING OIL 
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coverage, These benefits became a part 
of the regular policy at no extra cost 
to either the policy holder or his com- 
pany. 

An example of how the new cover- 
age works is as follows: If an em 
ployee having $2,500 Ont life insur 
ance coverage dies as a result of an 
accident, his beneficiary would receive 
$2,500 under his regular life insurance 
and an additional $2,500 under the 
death 
a total payment of $5,000 


double-indemnity accidental 
clause 

The accidental dismemberment sec 
tion covers accidental loss of limbs or 
sight. These new benefits apply to poli 


cies already in effect and new ones 


Warm Air Association adds 
Staff to expand Programs 


THREE MEMBERS have been added to 
the staff of the National Warm Air 
Heating and Air Conditioning Ass 
ciation, Cleveland. This will expand 
activities of the group to provide bet 
ter service for dealer-contractors, 
wholesalers, manufacturers and con 
sumers. 

Assigned to assist the technical di 
rector is John “Gary” Baker, a me 
chanical engineer with 25 years’ ex 
perience in the heating and aircondi- 
tioning industry. His background in- 
cludes positions as manager of appli- 
cation engineering for Viking Air 
Products Division, sales engineer for 
Iron Fireman, Gilbert and Barker 
Mfg. Co. and the B. F. Sturtevant Co 

New field representative in the pub 
lic relations department is Richard von 
Munkwitz who joins the Association 
with a background of ten years’ news 
paper experience 

The third new face in the national 
headquarters is James D. Nolan, an 
industrial engineer, who joined the 
public relations department last Au- 
gust. His background includes em 


ployment with the Swartwout C 


, and Jack and Heintz 


Ford Motor Co 











Baker Von Munkwitz Nolan 
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“When a meter handles millions each year, 
it must be accurate,’ says Sinclair in Baltimore 


Some of the meters on the active racks at Sinclair's 
busy Baltimore terminal are estimated to have billed 
$20,000,000 worth of gasoline each since installation. 
And that’s not unusual; many big terminals have 
meters that handle this much and more. 

\ very small percent of error in these busy meters 
easily spoil the plant’s good operating record ...and 
give profits away. No wonder Sinclair’s operations 
men say accuracy is the one most important factor 
in selecting meters. 

This terminal has eighteen Neptunes, five of which 
are big 650 gpm units. With 12-inch suction lines and 
a 1400-gpm pump, they get large transports rolling 
in 10 to 12 minutes, including check-in and check-out 


with meter-printed tickets. 

“Our Neptunes are tested with 500-gallon provers, 
and seldom need any adjustment,” says Mr. Willard 
E. Harrison, Terminal Superintendent. “We like 
Neptune’s positive calibration adjuster. It doesn’t drift. 

“With such a heavy load on the meters day in and 
day out, Neptune’s Unit Replacement Plan has been 
a great time saver. We carry spare registers and 
chambers and do all our own field service because 
it is a simple matter to change them within minutes.” 

This fine experience with Neptune meters is a 
business pleasure you, too, can enjoy. Specify 
Neptune meters for all trucks and loading racks... 


for accuracy you Cal bank On. 


NEPTUNE METER COMPANY 1I9 West 50th Street, New York 20, N.Y. nep oe 


for a better / measure of profit 














PRINTED FORMS 


For Immediate Shipment 








' 
| Check items you are interested in. 
| Attach to your letterhead, mail 
; for FREE SAMPLES: 
| C0 Fuel Oil Order [] Petroleum 
Price Card 
| [) Phone Call i 1 , 
| C] Inspection 
| © Interoffice Information 
; Correspondence C) Series Onder 
0 meee Burner C) Service Dept. 
Materia Record 
| 
| CO Survey Sheets C) Delivery 
| Record 
| (_] Service Record C1) Secvieemen's 
| Cords Daily Report 
| (_) Driver's Route C) Degree Day 
| Cards Cords 
[) Metered One-Time Carbon 
| Delivery Tickets 
(Truck—Bulk Plant—Gas Pump! 
| 
ECC ELT PE OREO 
uy 
; IINIR <a Jcacreupinadnansenninsi snausnabs 
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DEGREE DAY SYSTEMS 


39-30F 58 ST., WOODSIDE 77, N. Y. 





NEW LOW COST 
HIGH POWER 
VACUUM 
New hidden, patented* filter 
—3 times more power 


The new Premier Model P-950 Vacuum, 
with the new hidden, non-clog filter, is 
the only true low cost furnace cleaner. 
The hidden filter gives you more usable 
capacity than other vacuums twice the 
size. You can clean 4-5 home furnaces 
without emptying. Yet it is so small it 
fits easily on the floor of your car. Over 
2000 in use. Other models range from 
16-48 qt. usable capacity, including 3 
in 1 units: wet or dry, 
shoulder vac. 

*patent number 2814357 


blower or 


THE PREMIER COMPANY 


Dept. 501, 755 Woodlawn Ave 
35 Gerrard St 


Attention: Gordon L 


In Canada 


For FREE 
illustrated 
information 


fill in and mail 
request form 
today. 


NAME 


COMPANY 


ADDRESS 





CITY 


Please rush me FREE details on Premier Heating, 
Air Conditioning and Industrial Vacuums. Thank you. 
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Out of Westchester installs 
Officers; honors Herb Spade 


OFFICERS were installed at the Febru- 
ary meeting of the Westchester Oil 
Heat Institute held at the Siwanoy 
Country Club in Bronxville, N. Y. 
The officers are Walter L. Ballard, 
president; Karl G. Richards, vice presi- 
dent; W. Gregory Maue, 
ind Murray J 


Jr., treas 
urer Stichman, secré 
tary 


Herbert M 


was honored 


During the evening, 
Spade, E. Robison, Inc 


with an award for his years of service 


Model P-950 


St. Paul 16, Minn. 
West, Toronto 2 


3owman, V. P. & Sales Mer. 


STATE 
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At their 26th annual dinner-dance, mem- 
bers of Westchester Oil Heat Institute 
saw award. From left to right: Charles 
S. Sichel, Metropolitan Petroleum Corp. 
and chairman of the dinner-dance; Her- 
bert M. Spade, E. Robison, Inc., receiv- 
ing the award of appreciation; Walter 
L. Ballard, Petroleum Heat and Power, 
presents the plaque as president of the 
group; and James E. Grady, executive 
secretary of the dealer organization. 


to the local and national oilheating 
industry. 

Directors elected for the year in 
clude: Thomas A. Brown, George J. 
Burke, P. Boice Esser, Philip C. Fuller, 


Leo Levene, and Herbert M Spade 


Apt Marketing Division plans 
Midyear Meeting in Des Moines 


ARRANGEMENTS are being made for 
the midyear meeting of the Marketing 
Division, American Petroleum Inst 
tute, in Des Moines May 27, 28 and 
29. Immediately preceding the API 
meeting, the National Oil Jobbers As 
sociation will meet May 25-27 

Marketing 
will be at the Savery and the Kirkwood 
Hotels. All requests for hotel accom 


Division headquarters 


modations must be addressed to the 
Des Moines Convention Bureau, 
Equitable Building, Des Moines 7, Ia 


Hugh Tompkins is Speaker 
at Union County Meeting 
THE UNION COUNTY Oil-Heat Assi 
ciation held its regular monthly meet 
ing on March 19 at the Roselle Golf 
Club, Roselle, N. J. 

Hugh O. Tompkins, a former dealer 
and for the past 20 
director of the Fuel Merchants Asso 


ciation of New Jersey, was the eve 


years Managing 


ning’s speaker. 


April 
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Long Island Out Meeting has 
Harry Hilts as March Speaker 


“TRADE ASSOCIATIONS — the sleeping 
giants’ was the topic discussed at the 
March meeting of the Oil Heat Insti- 
tute of Long Island by Harry Hilts, 
secretary, Empire State Petroleum As- 
sociation 

The meeting was held at Old Coun- 
try Manor in Hicksville, N. Y. Nomi 
nations for next year’s officers were 
made 

This association is sponsoring an old 
oilburner search to find the oldest one 
operating in the area. A new burner 
will be installed in place of the ancient 
model 


Natl. Petroleum Association 
meets in Cleveland on April 15 


NATIONAI Petroleum Association 
gathers in Cleveland on April 15 and 
16 for its 56th spring meeting. Ses- 
sions take place at the Hotel Cleve 
land 

On April 15 there is an afternoon 
technical session, with a panel discus 
sion on the middle-of-the-barrel, fea- 
turing: History, Albert J. Ingham, Jr., 
Allegheny College; Jet fuels, C. T 
Stone, Esso: Heating Oils, Robert 
Gray, FUELom & Om Heart; Refining 
techn logy, A. M Leas, Ashland Ol 
& Refining. Robert Yancy of Ashland 


will preside 


First award in one of the divisions of 
the Seventh Annual Local Outdoor Ad- 
vertising Contest was presented to the 
Oil Heat Institute of the Inland Empire, 
Spokane, Wash. The category was the 
painted bulletins (embellished), and the 
Pacific National Advertising Agency, 
Hayward-Larkin Co. (outdoor plant), 
and Robert G. Goodman (art direction) 
were all responsible for the design. 


Wisconsin Contractors Meeting | 


discusses Silver Shield Program 


ADDRESSING the 44th annual conven- 
tion of the Sheet Metal Contractors 
Association of Wisconsin in Milwau- 
kee recently, Randall A, Nelson, Na- 
tional Warm Air Heating and Air 
Conditioning Association, outlined the 
Silver Shield program for the assem- 
bled delegates 

He said that for more than six 
months a trial of the program has been 
going on in Kalamazoo, Mich., where 
public acceptance has been gratifying. 
“Indoor Comfort is de- 
‘system, not just a 
furnace. It is the care and skill with 


which a dealer designs, engineers and 


enjoyment 
pendent upon a 


installs the entire assembly of compo- 
nents which make up the system which 
determines just how much comfort 
that system will deliver,” he pointed 
out 

Nelson also attended meetings of 
the Oil Heat Institute of Rochester, 
Inc., Rochester, N. Y., and the Lansing 
Heating Association, Lansing, Mich.., 
to stimulate interest and participation 


in the national program 


Delaware Valley Dealers have 
Burkhardt as meeting Speaker 
MEMBERS of the Delaware Valley Fuel 
Oil Dealers Association had as their 


Charles 


Burkhardt, national secretary, Distri 


guest speaker on March 9, 


bution Division, Oil Heat Institute. 
At the February meeting, the group 
heard Robert Maerz who discussed the 
new tax laws and how they affect cor 
porations, partnerships and individual 


ownerships 











jor a wanaian’ measure OF projw 


liquids handling 
NiO W474 i BS 


No. 1190 


FOR BLENDING, 
FILLING, TRANSFER 
Petroleum Products and Dis- 
tillates—Anything liquid 
OPW has designed these liquid Dis- 
pensing Nozzles in a wide variety of 
sizes, styles and materials to assure 
you of having the right nozzle for a 

fast, dependable liquid delivery. 

All engineered for full flow, easy 
shut-off, no shock, no product surge, 
minimum pressure drop . . . for per- 
fect balance, durability, low mainte- 
nance and long service life. 


Write for BULLETIN F-9 
on your letterhead. - 


CORPORATION 


2723 Colerain Ave., Cincinnati 25, Ohio, Kirby 1-5400 
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Maine Association schedules 


Superior Filtering for all Convention on June 25 and 26 AL SF 
Oil Burning Equipment! 


dy MANUFACTURERS 
PETROLEUM PRODUCTS for Profit” Ca ACTIVITIES 


the theme of the annual con 


vention planned by the Maine Oil and : 

Heating Equipment Dealers’ Associa : ‘ ‘ : 
Klemm MICRO gr Sagi — Davis Engineering acquired 

t will meet at the Poland vl 


FUEL OIL FILTERS Spring House, Poland Spring, Me.. on by American Metal Products 


There's a Klemm Fuel Jur > and 26 AMERICAN Metal Products Co., Di 
Filter for every standard 


burner using No. | andl The Association has assisted in th troit, Mich., has announced the pur 
2 fuel oil. Your choice . , 

> Or t I Wo y local 

\ 





























metal or glass bow! n two new groups chase of Davis Engineering Corp., 
“Millions Since 1932 1 Mi 
a Mideast LSet D rs in the Rockland, Rockport, Elizabeth, N. J. The present person 
F430 UAE Yerittance—trvel FF-430G Camden, Union, Waldoboro area as nel will continue to operate the firm 
tif vu , , 
. aa tan sented is dealers in the Rumford area under the name Davis Engineering (a 
ae en gun new organizations Division of American Metal Products 
3. Eliminates nozzle and C ) 
line clogging for ed 
—— The company has designed 
4.All parts Hi a ’ : =e as 
PK-150 U/L Chrome ond Brushed jR-60 manufactured heat exchangers sin 
Zinc 101¢ iy “Dp. — 1 
> . . 1915 under the tradename “Paracoil 
Rochester Oil Heat Institute nder the trader Ir 
: : : : Amoneo its pn ie oa dwat 
chemistone elects Bill Meier President \mong its products are feedwater 
Controlled porosity element assures ‘ he iters oil ind water he iters ind , 
sparkling, crystal-clean fuel oil every . Cut \] H P neo ’ . 7 oe aeetiellie 
minute. Traps water removes dust, t KS { Oil Institute of rs ind a broad range of heat - 
rust and scale { J R , , t ‘ Bill M cs * ‘ > ‘ < < i’ < NCadaft ‘ 
t d iit r presiden changers. Rube Lisson is sales man 
rt I ssociation at at nt meet x 
I Larry Rutledge was named vic 
Division of ! 
KLEMM AUTOMOTIVE PRODUCTS COMPANY Elect _s —_ — 
1722 North Damen Avenue * Chicago 47, Illinois Dutch” D I Mid-Atlantic sales Districts 
EXPORT: Guitermen Co, Inc., New York 4 - revised by Neptune Meter Co. 
CANADA: Elgee, Ltd., Toronto Rut nd Bud Schwall 2 











NEPTUNE METER CO., New York, ha 
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revised its sales territories in the Phil 


7 









delphia-Washington area according t 


SS: _ Don’t Play 


‘. HIDE and SEEK 


with your Tools 
and Supplies) ae 


James C. Judge, eastern regional man 
ager. The Philadelphia office under 
the direction of Branch Manager G 
W. Moore has been moved to 7 Bal 
Ave., Bala-Cynwyd, Pa 

Sales representatives in the territory 
(Pennsylvania, Delaware, Marylar 
Virginia, West Virginia and Was! 
ington, D. C.) include: Harry Siebert 
H. A. Lentz, Russell Rutan, Ed Gam 
and Joe Vetromile 


—— oe oe oe 


American Tube sales Force 
Keeps ‘em Safe. . . Easy to in New England is enlarged 
Find Without Wasting Time! 

* Removable and Adjustable 
Stow everything neatly, compactly, easy to reach Shelf and Tray Dividers 
Change compartment sizes by removing shelves or *% 12-14-16 Gauge 
rearranging bin dividers to suit your load. Perfect cold-rolled steel 
protection from loss, theft, weather, and saves you) % Double panel doors and 
time. Get rugged READING custom-built quality at watertight compartments 

mass production prices! *% Heavy Diamond Deck 
Steel Floor 


EADING UTILITY BODIES 
job-planned for 


OIL BURNER INSTALLATION AND SERVICE 
em m= READING BODY WORKS, INC., 420 Gregg Avenue, Reading, Penna. wal 





NEW TERRITORIAL sales managers hav 
been appointed by American Tu 
Products, Inc., West Warwick, R. | 
Walter A. MacDougald will rep: 
ent the company in lower New E1 
land and parts of New York stat 
Previously he had represented Cl 
Brass & Copper Co. in a similar tert 
tory. Raymond M. Alden will cov 
upper New England; he had be 


sales engineer for the Detroit C 
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Heres the shory 
on Year-Round Controls... 


The First Book Of Its Kind! 


























bs Fundamentals Complete story on the technical aspects 
Mer of year of the all-important control phase of 
a . -round year-round airconditioning systems. 
<2 bas 
ie C ditioning The individual control system is dis- 
: H ontrols cussed and illustrated; diagrams are 
% with Oilheating included to show wiring and circuitry. 
a Cut-a-way photographs and drawings 
explain suggested applications and serv- 
a. ice tips—detailed explanations trace 
net both heating and cooling cycles of the 
— control systems. 
White -Rodgers 
The makes covered are: 
bie: Food i ous © Detroit © Honeywell 
© General Controls ¢ Penn 





© Only $2.00 a copy ° @ General Electric * White-Rodgers 


This series of articles by John W. Schulz is a self- 
Published By: . cover, 52 page booklet, 8!/2"" x 11", well-illus- 
fueloil & oil heat trated, and only $2.00 a copy! Mail the order 

2 WEST 45th STREET 


form below and your copies of this valuable book 
NEW YORK 36, N. Y. 





will be sent at once. 





‘immerse edema ana | ORDER YOUR 











A Yes, please send me copies of the new 
| Panag nd book "Fundamentals of Year-Round Airconditioning Controls COPIES 
e with Oilheating” at $2.00 a copy. | NOW! 
FUNDAMENTALS Remittance of ..... enclosed. ‘ 
of YEAR-ROUND | 
l AIRCONDITIONING Name Lnbineidabiarbiash seen eakeaerekce ‘ | 
CONTROLS | $2.00 
| with OILHEATING Company ae Title | 
| e a 
Send your order to: anne | Copy 
| fueloil & oil heat City _— _ Zone ...... 
| 2 WEST 45th ST. o 
7 NEW YORK 36, N. Y. State Sak adnaphaeniaaséaibineeenndaauatebetees 
ea Sa eam a Rene be fet eee BEM ee Se gee aE ee a ee ce ee | 
fueloil 127 


MH litets 














= | 
HAY WARD SAVE UP TO 30% ; 
Rotary Atomizing Burners ON TRUCKING AND BOOKKEEPING COSTS ; 
Y, to 12 Gph WITH HIDY DEGREE-DAY SYSTEM 
. . 
Boiler-Burner Units Would you spend $95 a year so save up to 30% 
on ~our bookkeeping and trucking costs? That's 
400 to 730 Sq. Ft. EDR Steam what hundreds of users of the HIDY degree-day 
a, system are saving every year. With this system you 
Pressure Atomizing Burners can deliver more gallons per mile—make fewer 
trucks do the same job. Can be bought or leased. 
Ys to 10 Gph In use in all parts of the country. The most accu- , 
i a H rate, eas.est to install, simplest to maintain degree- 
Boiler Burner Units day recorder on the market—and that statement is 
200 to 2000 Sq. Ft. EDR Steam backed by $1000 reward for anyone who can prove 
- : . ‘ otherwise! Write for full story of this money-saving, ca a i 
Write for franchise information: work-saving plar—ask for Bulletin PF. Please (Note: Some tote : 
HAYWARD OIL BURNER CORP state whether you already operate on Degree Day fer representatives, 
. . t ma- 
19 Spring Strect. Teuston, Mass. system. — 
rane ce: 6988 FIVE MILE RD. 
86 Kirkland St., Cambridge, Mass. HIDY-BROWN RECORDER COMPANY CINCINNATI Se, OHIO 




















on Remotaire Systems will be offered 
to distributors, May 18-22 


Product Planning Division 
created by White-Rodgers 


Snyder becomes manager of operations 
Philadelphia-New Jersey marketing 


These courses provide discussions of region. 
A NEW Product Planning Division has 


basic fundamentals and intensive prac: 
been created by White-Rodgers Co., E 


tical study of both residential and com 


St. Le )UIS, Mc , 


tions of several previous groups, the 


Combining the func 


Division will be charged with research 
and study of future products 

Robert N. Weber has been ap 
pointed to head the new operation 
which will also determine the sales px 
tential and marketability of new prod 
ucts 


mercial year-round heating and air- 
conditioning equipment. They also in- 
clude tours through the American- 
Standard stamping plant and bonding 
plant in Buffalo 


Atlantic Refining Co. announces 
sales management Appointments 


Ohio Electric Assets acquired 
by Howell Electric Motors Co. 
4 MERGER announcement was made 
jointly by Chester Bland, president, 
Ohio Electric Mfg. Co., Cleveland, 
and A. C. Flood, president, Howell 
Electric Motors Co., Howell, Mich 
Under the agreement, Howell acquires 
the business and assets of Ohio and its 


THE ATLANTIC Refining Co., Philadel wholly-owned subsidiary, Kingston 
phia has named Harold J. Major dis Conley, Inc., Plainfield, N. J. 

trict manager at Buffalo. His prede- 
4 FIVE-DAY basic radiator heating cessor, Howard J. Van Nortwick has 


course for wholesale distributors will 


American-Standard schedules 


. a ee Ras . 
May heating-cooling School The resultant corporation will em 


ploy approximately 1,000 people and 


been assigned to the real estate group, will operate as Howell Electric Motors 


be held on May 11-15 at the Ameri New York marketing region Co., but will retain the individual 
can-Standard Heating-Cooling School John C. Munch becomes district Ohio, Kingston-Conley and Howell 
in Buffalo, N. Y. In addition, a course manager in Altoona, Pa., and Paul trade names 


Venango REFRACTORIES 
BALTRANITE Combustion Chambers 


THIN WALLED CERAMIC ” 
HIGH STRENGTH REFRACTORY 
HEAT SHOCK RESISTANT 
LIGHT WEIGHT DESIGN 
COMPLEX SHAPES EASY 








- se 


+ SEND INQUIRIES TO BOX 120, NEW CASTLE, PENNSYLVANIA + 





April 
1959 
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Manufacturers’ Activities 


Cities Service Ltd. offers 
financing Plan for Burners 


4 LONG TERM financing plan for oil- 
fired heating equipment is being of- 
fered to its Canadian dealers by Cities 
Service Oil Co. Ltd., Toronto. 

The oil company finances the equip- 
ment over five years. The consumer 
agrees to purchase from the company 
his fueloil for the same five years. 
The oil is not included in the monthly 
payments, but on a separate basis. 


Directing the plan are T. B. Watt, 


supervisor, equipment sales, and N. H. 


Sales personnel, 
and Canada as well as the export organization, recently took part in a week-long 
conference sponsored by Penn Controls, Inc., Goshen, Ind. Sessions were devoted 
to sales plans, techniques and objectives, markets, products and procedures. 


Regan, manager, fueloil sales. 


American Standard Division 


a 





including sales representatives from all over the United States 


Dickson, Young and Sharkey 
are named Airtemp Managers 


THREE REGIONAL managers have been 
Airtemp 
Chrysler Corp., Dayton, O 

They are: E, D. Dickson, Central 
Region, with headquarters in Dayton; 
H. P. Young, Northeast Region head- 
quartered in New York; and G. B. 
Sharkey West Los 
Angeles 


appointed by Division, 
PI ) 


Coast Region, 


to survey individual Markets 
AMERICAN STANDARD’s Air Condition- 
ing Division has set up a Market Re- 
search Department, which will work 
with distributors to develop marketing 
data for individual areas. Norman 
Robertson, former research analyst in 
the Marketing Department, has been 
named to head the new Department 
He will be responsible for the de 


velopment of sales forecasts pertain 


ing to specific marketing areas and 
direct long-range studies relating to 
market potentials. Robertson explained 
that most of the distributors who spe 
cialize in American Standard warm 
air heating and airconditioning do not 
have the time or resources to develop 
This new 


program, though, will be able to pri 


their own market analyses 


vide them with both short and long 


term sales forecasts, evaluating the lo 


cal market 





’ TROLLE 
Hydrovalve'’s ~°NNsion 


TERMINALS 


-FOR OIL BURNERS! 


~ 


~ to service the hard-to-get-at 
ignitors . . . because Hydrovalve's 
Controlled Tension Terminals snap on 
easily. . . for strong, positive connections. 
Never too tight or too loose. 


Hydrovalve's CONTROLLED-TENSION TERMINALS — 
@ Are made of nickle-plated spring-tempered brass. 
®@ Hove a unique double spring grip which prevents 
loose connections for greater conductivity. 

@ Save time! Wire ferrules are designed for 
easier crimping and positive grip to resist pull 
exerted during installation or removal. 


Hydrovalve’s Terminals are packed 50 to a jer. 


Hydrovalve Co. 





1319 Utica Ave 
Brooklyn 3, N.Y 
BUckminster 4-1330 
YOUR OIL BURNER SUPPLY JOBBER CARRIES A COMPLETE LINE OF 5 | 
Hydrovalve ‘S ENGINEERED FOR REPLACEMENT PARTS AND roo.s! -S©* a 











Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 
in gaining you competitive leadership and 
neighborhood recognition of your competence 
as a heating expert. The combustion-testing 
kit shown here contains precision-made qual 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal 

The kit contains the well-known FYRITE COz 
Indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 


‘ led, 
Pp infor 





STACK LOSS 
SLIDE RULE 


... PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Tester. Now, for the first time, you can adjust 
an oil burner quickly and expertly for highest 
CO2 without objectionable smoke do away 
with guesswork, and ‘hit and miss"’ fumblin 
in adjusting for clean firing. The “Scale o 
Soot" which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for vart- 
tous burners and types of heating systems 
This amazingly simple method of oil burner 
adjustment ts the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among the 
first to own this ‘‘up-to-the-minute’ combus- 
tron-testing kit. 


on this and other new tune-up equipment— 


write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


200 N. BRADDOCK AVE. 


* PITTSBURGH 8, PA. 
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REASONS WHY 
DUNKIRK BOILERS 
AND RADIATORS 
HELP YOU 

MAKE MONEY... 


warmth in any home 
design 


Easily extended for 
future growth 


"Round-the-clock tempera- 
ture control 


Warm floor for 
healthful play area 


Clean, inconspicuous 
heat distribution 


Whisper-quiet 


Completely automatic 
operation 


Boiler location to suit 
building 


Smart looking enameled 
jacket 


A boiler for efficient 
use of every fuel 


Cast iron boiler for lifetime service 
Hot faucet water at low cost 


Packaged for fast and accurate 
installation 


Minimum service 


Write for the 
DUNKIRK 
PROFIT STORY 


DUNKIRK RADIATOR 


CORPORATION 
DUNKIRK, NEW YORK 


MEMBER OF THE INSTITUTE OF BOILER AND RADIATOR MANUFACTURERS 


established at 


. . . Manufacturers’ Activities 


Meenan Oil Co. establishes 

Scholarships at Temple U. 

FOUR four-year scholarships have been 
Temple 
Philadelphia, by Mec 
In Levittown, Pa. Known as the 
Meenan Oil Co., Inc. Scholarships, 


they will be open to eligible graduates 


University, 
nan Oil Ce 


n 
il 
immediatk 


in Penn 


hat education 
to as many 
as_ possible 


id the will to 


the company 

- the distribution 

il fueloil in Pennsylvania mov 

) the area at the time the Levitt 
n of 


development in th 


Yan construct 


unty 


he growth of th company in the 


irea has been rapid; and a new deep 
water terminal and expanded loading 
facilities were completed by the com 


] 
last spring 


White-Rodgers establishes 
Market and Research Dept. 


COMBINING the functions of several 


evious groups, a new Marketing and 


1 


Division established by 
odgers Co., St. Louis 6, Mi 
ill be charged with the research and 
rting of marketing trends affecting 
distribution and production of 
trols 
in H. Martin has been 
r of th ording to 
A. Sherer, vice-president of Whit 
had been 


ordinator 


named 


divisi Nn, a 


rs. Martin previousl; 

ing and statistical 
mpany 

new division als 
sales territori 


ck levels, witl 


1 from all functi 


Elmore T. Scheck, left, Wisconsin sales 
manager, Mueller Climatrol Division of 
Worthington Corp., has been selected 
by the Metropolitan Builders Associa- 
tion of Greater Milwaukee as its out- 
standing associate member for 1958. He 
is being congratulated by Harold P. 
Mueller, Jr., company executive vice 
president. 


Rush B 


moted to 


Winchester has been pr 
Wayne 
Pump Co., Division of Symington 
Wayne Corp., Ft. Wayne, Ind. His 
headquarters will continue to be 
Charlotte. N. C.. where he has bee 


associated with oil marketing 


district manager, 


Dale Campbell has been appointed 
to supervise the advertising program 
of Jefferson Electric Co., Bellwood, 
Ill. He will be in charge of both in- 
dustrial advertising for transformers 
and consumer-trade advertising for 


Jeffers n cl cks 


Frank Y 


planning 


Carter, former product 
I 


manager, airconditioning 
controls, was named manager, market 
ing planning, Detroit Controls Divi 
Standard, Detroit, 
Mich. Other promotions include: Jack 
M. Strauss, now 


sion, American 


product planning 
manager, airconditioning and refrig- 
eration controls: and A. C. Stein, now 
heating 


product planning manager, 


controls 


Carter Strauss 


April 
1959 
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FIRE-SWIRL 
The Baffle With The Swirling Action 


You'll like it, and so will your customers. Imparts 
a swirling action to ascending gases, thereby as- 
sures much better heat transfer. Quick, easy and 
profitable to install. Made of heavy cast iron — 
lasts indefinitely. Won't break during clean-ups. 
Sizes to fit most makes of boiler and furnace. 

Prices and information sent promptly. 


HOME HEATING AND COOLING 
DISTRIBUTORS, INC. 


225 RIVER DRIVE, PASSAIC, N. J. 














Please use your 


Postal Zone Number! 


To improve service and speed delivery of 
mail, the Post Office asks that you always include 


your postal zone number in your address. 


We want to cooperate in every way we can 
—BUT WE NEED YOUR HELP. By giving us your 
zone number, you'll be assuring speedy delivery 


of your magazine. 


Help yourself to better service—USE YOUR 
POSTAL ZONE NUMBER—ALWAYS! 


Thank you. 


© fueloil & Oil heat ® 


2 West 45th St. 





FREE 60 DAY TRIAL 
Proves Budget Meters 
Eliminate C.0.D. Accounts 





Eliminate 


Small Gallonage Deliveries 
Credit Problems 


Reduce 


Fuel Oil Delivery Costs 
Accounts Receivable 


Increase gallonage by permitting 
you to solicit accounts which would 
be unprofitable or unwise to handle 
without the Budget Meter. 


Low cost, coin operated burner attach- 
ment. . . allows customers to pay-as- 
they-use. Can be installed by your own 
service personnel. . . easily and inex- 
pensively. 





New York 36, N. Y. 
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BUDGET METER COMPANY 
Arch Road « Westfield, Mass. 


BUDGET METER COMPANY Arch Road © Westfield, Mass. 
GET Send me complete information and prices on your 


Budget Meter. 
FULL 


Send me 6 Meters on 60 Day Free Trial Basis @ 
$19.95 ea. 
NAME 
are 


TODAY! Hulu 





Long Island Ont has Repor . 
paige anes wos ite Calendar of coming Events 


OIL-POWERED water heaters will pr . 10-13—North Carolina Oil Jobbers — ; 
. , Oil Heat Institute of New Eng annual spring convention, Caro 
; rate 65% oO } ost ¢ . : g é al § »X 
duce hot Water at 0)%¢ i the « land, annual meeting. Statler lina Hotel, Pinehurst, N. C 
profess t Hilton Hotel, Boston, Mass 14-23—International Petroleum Exposi 
engineer's report to the Oil 3—Michigan Petroleum As.n., semi tion, Tulsa, Okla 


nr l meeting 1 trado ’ ’ r > 
annual meeting and trade show | 19 \ irginia I etroleum Jobbers Assn., 
stitute of Long Island Pantlind Hotel rand Rapids annual meeting, John Marshall 
The report indicates that the Powe Er pire State oleum Assn.. an Hotel, Richmond 


type unit will heat 3,750 gals f ep g, Astor Hotel, New 27—National Oil Jobbers og mid 
r > 6 oe = year meeting, Fort Des Moines 
water (based on 125 gals 4 Independent Oil Men's Assn.. of Maat Wis Wiuleen ‘a. 
ordinary family use) with : ay. ag mang meeting, 27-29—API Division of Marketing, mid 
oe . oe ee year meeting, Savery Hotel, Des 
san tional Association of Oilburner Moines. I: 
ural gas cost of 38 SU The Se gt Vik Mar ers national er : . 
meeting, Sheraton Hotel. Phil 31-June 6 ek fth World Petroleum Cor 
apply to Long Island and when ay ia |, Phila ress. The Coliseum, New York 
plied to electricity the cost would | tional Petroleum Asociatian UNE 
considerably higher than natural ga semicannual meeting Hotel 2— 5—Oil Heat Institute of New Eng- 
Cleveland, Cleveland, O land, Biennial Eastern Exposi 
This association was the first 1 2—Oil-Heat Institute of Ameri- tion of Oil Heat and Air Con 
pa Sith ennuel convention ditioning, Statler Hilton Hotel, 
: l ‘ 


' . > Boston 
umn} tle h . 
heaters and their program set the pat Olympic Hotel, Seattle, Wast 


natural gas according to a 


in water for $3.10 compared t 


push the sale of the oil-power 


American Society of Heat:ng and 

; Chil dikes oe my Air-Conditioning Engineers 
€ essee | € S ssn sp oO - 
I tit And vy Jol deg H - Inc., semi-annual meeting, Var 
meeting, Andre‘ hnson oO . 

eo i xville couver, B. (¢ 


é 


; ational Tank Truck a ane 9—On! of Westchester, Siwans 
Joseph D. Harnett has been elected Inc snnual convention. The County Club, Bronxville, N. Y 


marketing vice president, Standard Shoreham, Washington, D. C 16—Wisconsin Petroleum Assn., sum 
Oil Co. (Ohio), Cleveland, O. He y ndiana Independent Petroleum mer golf tournament, Dell View 


b . Assr spring convention, Cour Hotel, Lake Delton, Wis 
joined Sohio in 1941 and was vi try Club. South Bend 


president-transportation prior to his 12-—Pennsylvania Petroleum Assn 


tern for other such promotio 


5-26—Maine Oil & Heating Equipment 

an Dealers’ Assn., annual conven 

; > ke , nual spring meeting, Bedford tion, Poland Spring House, Px 
transfer to the marketing department Springs Hotel. Bedford. Pa land Springs. Me 


The NEW 4-piece 
Note to Contractors with Service Crews! FLAME CHIEF 


THERE'S GOOD MONEY 10 COMBUSTION CHAMBER 
BE MADE IN CLEANING! ‘See oe oe 


with floor. 
Get easy extra profits in the “off-season” Special white insulating material gives 


P quick surface temperatures. 
' 
by offering tube and flue maintenance! In 9 sizes: inside diameters of 9, 10, 11, 


“WORCESTERize"’ 12, 13, 14, 15, 16 and 17 inches. 
ize Wall thickness 2”. ” 

wt nnn LILY 
mnt MN 


" Write for literature. MMOL Ey, My 
IRON-HIDE REFRACTORIES, Inc. / 


/ 


Dock Street, Matawan, New Jersey Y 





© BOILERS 
© FURNACES 
° CHIMNEYS THE 


PROFITABLE 
See your Jobber for a o.-. 
low-cost clean-up kit! 


WHOLESALERS: Write for 
free catalog. 


AND a 
CONSTRUCTED i 





WORCESTER BRUSH AND SCRAPER CO. 


Division of 


Factory wired and assembled 
Serviced in a matter of minutes 


MASON-WORCESTER BRUSH CO. Guaranteed 5 veers 


Write for complete literature 


38 AUSTIN ST. WORCESTER 1, MASS. and ovtens 
NEW YORKER STEEL BOILER CO., INC. Colmar, Penna. 
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Pacific Northwest speaks up 
(Begins on page 52) 


The y 


here in the division office, in Seattle. 


carried the accounts-receivable 


Their man merely had the stocks con- 
signed to him and his investment was 
in his rolling equipment only. That 
has changed. Texaco has gone straight 
distributor, Signal Oil, too, now has. 
They have turned it back over to the 
individual in the locality and he is the 
boy that is responsible 


Gray: But he is not a man that sells 


Vasoline 

Vining: That man sells gasoline, too 
He formerly was their commission 
agent. But now he is a dealer in their 
listillate products but he probably is 
still a in his gaso- 


ommission agent gi 
line 

Gray: But you take a market like 
the Puget Sound Area, would you say 
that three-fourths of the heating oil is 
sold by companies not in the gasoline 
business? 

Vining: 85% 

Flournoy: Oh, 98% 

Gray: I sex 
the heating oil specialist 


Now thx 


me is this proposed merger of El Paso 


In other words, it is 
next thing that interests 


natural gas and the Pacific Northwest 


nipeline. And my question: Is this 
necessary because the gas business in 
the area hasn't grown enough to let 
the Pacific Northwest Pipe stand on 
its own? In other words, is it in shape 
to pay 
aS you kn w? 


Elmslie: No. Actually, they raised 


return On its securities, so far 


tneir rates 


It begins to appear as if 
raise them again te 
The 
f Pacific Northwest Pipeline 


they may have t 


it on a 20-year basis 

on common stock by El Paso 
was designed, I think, primarily to get 
the additional Canadian gas source of 
supply, because then they would re 
verse the flow and use San Juan Basin 


gas for other elements of their dis 


tributi Nn 
] 
nD | 
tper t 


In t 


Power C 


There was an article in the 
st night on it. 
stimony before the Federal 
mmission, Paul Kizer indi- 
cated that while he had testified be- 
fore a previous commission that it was 
uneconomical to transport San Juan 


gas to the Pacific Northwest, that now 


he had changed his opinion because 
of the availability of Canadian gas. 

Vining: And he further said that 
there was no reason for El] Paso to 
have an investment in Pacific North- 
west, as investment funds 

Gray: Well, when they first started 
this two or three months ago in the 
newspapers, the attorney's concept, 
according to the reporters, was that 
unless they merged these two, the Pa- 
cific Northwest gas line would have an 
awful hard time keeping afloat, finen- 
cially. 

Vining: That is apparently the fact. 
The plain truth is that they are buy- 
ing full page ads in all of the urban 
newspapers on the great attributes of 
gas heat; they have supplemented the 
utility advertising. 

Griffin: The utilities didn’t have the 
money to do it. So the pipeline has 
taken over all of the advertising, now 

Gray: Well, gas heat here 


the figures 


we get 
it hasnt grown nearly as 
much as is has in Portland, has it? 
That is the impression we get 

Griffin: I think that is basically true 
because you have a very fine company 
in Portland and a weak company in 
this state. And a very well thought of 
company. The people have respected 
Portland Gas & Coke 

Elmslie: However, the gas through 
out the entire area, probably in num- 
ber of customers, has grown larger in 
the State of Washington than in Ore- 
gon simply because in a lot of these 
smaller communities the dealer groups 
were not organized to put up such op- 
position to stop the trend toward gas 
heating equipment. So that if you 
look at it in the aggregate, we are not 
happy. 

Vining: Of course, in Oregon you 


have a very short transmission line, 


whereas you have lines practically 


throughout the populated areas of the 
State of Washington, They 


around the Puget Sound area and into 


run all 


Wenatchee. It comes in and then goes 
to Spokane, it goes up the valley, and 
goes to Wenatchee, and then it comes 
over the mountain and it goes up and 
down the Sound area. So all of your 
populated area in this state is covered 
with a supply of natural gas, where in 
Oregon it goes into the City of Port- 
land and they are just now going to 


CLEANING 


POWER 


with the 


NO. 521-8 


take your oak 


ZN Po 
ooTi® 
500 in one hand 
hose and ail 


The Portable SOOTMASTER #5 21-8 weighing 
only 25 Ibs. is the vacuum which offers the max- 
imum filter area and largest soot chamber of any 


industrial cleaning unit of its size. 


MASTERCRAFT’S exclusive hose-holder bas- 
ket let's you carry the entire cleaner including 
the hose from job to job with only one hand. 


Users do more work with less effort. 


Monvioctured in USA. by 


Inastercra 


'NOUS TRIES inc 


WEST HAVERSTRAW NEW YORK 
Distributed in Caonade by 


IMPERIAL REFRACTORIES AND EQUIPMENT LTD 


Refractories Bidg Waterloo, Ontario 


JOBBER DISTRIBUTOR ENQUIRIES INVITED 
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Said Mr. A. to Mr. 


We intend to sell 
iting and air condi- 


o up our dollar volume 


ghts on how we 
sell entirely 
1 
is proved the 
not be 


SCENE: the Mezzanine of the Statle 
Hotel, Dec. 5, 1958, about 4 p.m 
ds dn important dssociation in the 
ing industry was closing the ‘we in 
of its Annual Convention 


h job 


y 


want 
OF CHARACTERS 


Mr. A.—He is top sales executive in we have 


: ; : = 
a company which is consistently started 
high in both volume of heating it to build the best product we could, 
equipment and air conditioning, and hguring 
w-priced 


Then we 


cess in an era when many compet- nit minin ield men—but 


in profits on that equipment. A vet- 
eran with an enviable record of suc 


ing manufacturers have been having 
a rough time. 


Mr. B.—He has been a chief engi- 
neer in a heating equipment manu- 
facturing company, then executive 
vice president, and has just taken 
over general supervision of sales and 
advertising. His engineering mind 
is an inquiring one; and he is a very 


affable gentleman, 


Yours Truly.—The writer of this 
true story. 


story opens, and 
| ‘d out of the meeting 1 
lingered. Mr. A. was talking to Y 
Truly about a possible dinnet 
ertainly some cocktails. Mr. B 
proached. He was greeted by Mr 
ind Yours Truly 


salesmen’s 


Said Mr. B: “Mr. A, you know I ha ser . | s mncdegy 
just taken over general sales manag . ore | 

ment while still supervising engine 

ing and production, and other man 

ment functions. So, I’ve got pr 

I know you have been very su 

in sales, and I wonder how mu 


vice you'd care to give m¢ many 


years ago, and I have some very defi 
nite ideas about advertising heating 
and cooling equipment. They may be 
wrong for you,—but they sure have 
proved right for us. For instance, we 
decided a long time ago that national 
advertising in any kind of national 
consumer media is wasted on heating 
or cooling equipment. We have found 
that consumers and builders like to do 
business with a good, reputable local 
dealer or installer or contractor, and 
they associate the dealer’s name with 
the brand of equipment he sells. We 
think that is the best consumer adver 
tising. Also, of course, there is no na 
tional consumer media which we can 
use. because the heating and cooling 
markets are spotty 

‘In fact,” he went ‘we do not 
builder maga 
zines. We are convinced that any good 


local builder would rather talk busi 


even advertise in the 


ness with the local dealer and the local 
wholesaler—if they have a good prod 
uct anda good price. They are the ones 
who will be responsible to the builder 
ind the buyers of his homes, for the 
quality of the jobs, and for the service.” 

“That doesn’t leave you many places 
for advertising,” said Mr. B 
“Oh. yes,” said Mr. A 
We decided th 


t 
back up these loyal jobbers who are 


that leaves 
he trade best way t 
so important to us, was to advertise 
to the dealers—the retailers, and con 
tractors, who sell and install our type of 
equipment. So, we use good trade 
papers, like his (pointing to Yours 
Truly). We think they are helping 


the dealer; they are read by him and 
re 
il 


they are making a contribution to the 
field. There are a number of good mag 
azines for you, like his (again indi 
cating Yours Truly) 
magazines that do not give you a reg 


ular ‘audit’ by a rec 


Stay away from 


gnized auditing 


bureau. Stay from those wh 


make ‘deals’ on price, etc.; and par 
ticularly from those magazines wh 
offer to run free material about your 


products, if you will buy space.” 
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“Do you use co-op advertising with 
asked 


the dealers and wholesalers?” 


Mr. B 


“No, we don’t even do that,” re 
plied Mr. A. “We give them mats, 
ind som 


rather large home market where we 


literature, and in our own 


have some good wholesalers, we adver- 
tis 


ur brand name occasionally in 
newspapers.” 


“Any rules for the trade paper ad 
vertising?” asked Mr. B 

We decided to make the advertis- 

said Mr. A. “We try to 

lear, simple, and firm, giving 

ts without superlatives. For in 

, never call our equipment 

fitmakers.. Any dealer or whole 

knows that the equipment doesn't 


profits,—it is his own sweat, 


ard work and a good prod 
d price. I'm against any 
ziness in a dealer or whole 
it,—if a retailer or a 

sn't want to work hard, 


nt him.” 


I don’t know much about 
idvertising,” said Mr. B 


, 


her thoughts for me 


Mr. A, 
I'll suggest that if you di 


“as an old ad 


decide to follow our example and use 
trade-paper advertising, don’t do it in 
fits and spurts. Set up a plan and let 
‘er go. You'll find the cost is peanuts, 
if you get a good, commonsense 
agency, or a good man in your own 
organization. Let them ‘revolve’ the 


plates, for instance,—maybe using 
some of them three or four times to cut 
the costs down,—your pictures, art 
work, cuts, etc. You don’t have to 
have a brand new plate every month, 
unless you plan to have a brand new 


product every month.” 


“No, we won't have that,” said Mr 
B. “We've just about got the line com 
pleted now, and we'll ‘freeze’ for at 
least a year unless something very spe 
cial comes along.’ 

“Sometimes,” said Mr. A, “four ads 
can each be run three times in a year 
and do you as much good, with less 


+ 


cost, than 12 new ads,—if they ar 
good ads. But don’t write anything the 
jobbers won't believe 
That’s murder. Keep the ads plain 
but forceful 


dealers and 


“Finally,” Mr. A concluded, “there 
is one big thing in all this for us. The 
chief value of the ads is in their re 


petitive value.” 


“What's that word?” 
Mr. B, who 


notes 


questi ned 


had been busily taking 


“Repetitive,” said Mr. A 
you start, keep going. If y 


“When 
1 can't use 
a full page every month, use a half 
page; or a quarter-page,—anything t 
keep the name and the product in ther 
constantly. Of all values of advertis 
ing to us, the greatest is the repetitive 


value.” 


B, put 


“Thanks kindly said Mr 


ting his notebook in his pocket, and 


I 


shaking hands all around, as he start- 


check out 


ed for his room t 


(“Oh Gosh,” said I to myself 
“Why didn’t I have enough luck to 
have a recorder going here to tape 
what Mr. A said to Mr. B?”) So, 

I made the date with Mr. A, for a 
cocktail in one hour; and went up 
to my room and wrote it all down, 


and here it is 


Yours Truly, (Art Winkler) 


Epilogue: Mr. B sent in a contract, 
two months later, for six pages in color 
for six consecutive issues, as a starter 
Will they “up” his volume and profits? 
Well, we'll do our part to make 
FuELOIL & Oi Heat the most helpful 
in the entire heating field 


We help our dealer and jobber read 


magazin 


ers buy good products for their own 
use in selling, installing and servicing 
We help them find good lin 


ing and 


of heat 
airconditioning equipment, 
with good components used by the 
manufacturer. We help them find good 
accessories for the installation And 
we help them keep up with the best 
methods of storing and delivering their 
highly profitable fuel 
make profits thr 


We help them 

n Selling 
Equipment, Servicing Equipment, and 
Selling Fueloil. If Mr. B sweats as 
hard as our Staff, hell | up” in 


At iW 


1959. all right 


HEATING PUBLISHERS, INC. 


2 West 45th St.. New York 36, N.Y. ©@ 
A. G. WINKLER, Adv. Dir. 


(MUrray Hill 2-4786) 
LEE STEEDLE, Adv. Mgr. 
MEMBER Eastern Adv. Mgr.: DICK RAYMOND 


Midwest: Larry Alles, 224 So. Michigan Ave., Room 200, Chicago 4 (WAbash 
2-9548)—Pacific Coast: Don Harwoy, 1709 W. 8th St., Los Angeles 17, Calif 
(HUbbord 3-5141). 
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run it down to Eugene. That is the 
only market that they are in 
Gray: I have a strong feeling that 


Gray: I am talking about the Wash- 


ington-Oregon total 


after five, eight or ten years, where 
there has been any significant replace 
ment of them: 


Vining: If you take Oregon total, 


the promotional program that you that can’t be true because they have Gray: No. That isn't a subject that 
folks have carried on here for quite a nly got gas in Portland. Look at all comes up. So it must not be. But this 
while has been pretty beneficial t f the rest of Oregon thing is generally acknowledged all 
you. I feel that a little stronger than | Griffin: The population of Oregon, over,—that gas heating equipment is 
do in some areas where we have only though, really is in Portland lighter. 


The American Gas Association is 


sales down 


had them for two or three years. | Elmslie: That might be about right 
Griffin: That wouldn't be too far 


backfire, at least so far as any X1St iT, over ill 


think you have built a pretty fin projecting equipment 
through the years, and they are using 
ing accounts are concerned Vining: 58-42? a fifteen-year replacement on every 


Griffin: Very definitely Griffin: Over-all. Spokane is really 
Vining: We haven't lost one-half of rough with the Washington Water 


thing.—which is a shorter life than 


oilheating equipment, typically 


one per cent of our existing central Power. That is really the roughest Vining: Oh, much shorter! 
heating accounts pot in this state Warrington: The trend is to even 
Griffin: It wouldn't even be on Gray: Have they started now push lighter gauge heat exchangers 


half of one per cent. It would be more ng gas heat, since they took over that Gray: Of course, they can run low 
utility 
Griffin: They are really progressing 


Gray: And they were doing pretty 


like one-tenth of one per cent,—just er temperature flames and they can 
handle that 


Warrington: Even appreciating thé 


nothing 


Gray: But on your new home stuff 


up here, we are getting 58-42% ra vell with electric heat before, weren't fact that in the past three years sev 
tio; does that sound about right they? eral manufacturers in California 
Vining: 58 oil? Vining: They were doing well with and they are good steady manufactur 
Gray: Yes gas heat, too. before ers—are going to a still lighter gauge. 
Griffin: Well, the gas companies Elmslie: Is there any case history, I see none of them putting any guar 
even claim that high t least in any areas of where there antee on them—for fifteen years, | 
Warrington: No, we are higher than have been failures of heat exchangers, think this is their story again. You 
that gas heating exchangers or bodies don’t find it in writing as a warranty 








WEVA RWIOLOLUE 


Can lock up 99% of all your thermostats! 


PROVEN! 


df 1. Drain vaive 











MR. DEALER: 
gf 2. Vacuum Breaker 


EXPANSION TANK 


® Reduce nuisance 





calls Jd 3. Shut-Off Vaive DRAIN VALVE 
@. e Make up to 40% » = ”) 
ia extra dollars oh _ ™ ml JOBBER INQUIRIES 








SOLICITED 
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INC. 


MONUMENTAL AVENUE and B&O R.R. 
LANSDOWNE - BALTIMORE 27, MARYLAND 


i a ASK YOUR LOCAL JOBBER 


Thermolok Mfg. Co., Inc. 


1099 TULIP AVE., FRANKLIN SQUARE, L. I., N. Y. 


eveco ADJUSTODRAFT 


DRAFT CONTROL 





REMCO, 

















You Can Improve Your Selling Technique .. . 





















“THE SELLING MAN” 


BY W. A. 


Fully adjustable for precise accurate setting 
and instant response to draft variations 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con 
cealed solid brass bearings, and other 
features, insure lasting dependability and 
maximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 


MATHESON 


The one who reads this book, whether he is just starting 
or whether he has been selling for many years, can gain 
knowedge of sales techniques. Each hard fact is based upon 
tested sales principles. Only $4.00 per copy. Send remit- 
tance to: 


MANUFACTURING CO. 
45. 18—162nd St., Flushing, u.1.. N.Y 
136 April 
1959 


Available in sizes from 
5 thru 12 inches. 


Fueloil & Oil Heat 





2 W. 45th St. N. Y. 36, N.Y. 

















Use “CRESCENT PARTS” Service 


Serving St. Louis Trade Area 
“FACTORY REBUILT" Repair Exchange con- 


trol service on all popular makes at regular 


manufacturers list prices and trade discounts. 











Crescent Parts and 
Equipment Co., Inc. 


CONTROLS 
OI1L—GAS—STOKER 


mi is- Honeywell 
nneapolis- Hon i sie 





White- Rodgers MAIN OFFICE 
conta 825-831 S. Boyle Ave, | ‘“*™/'sttons Matortas 
Detroit © Portex St. Louis 10, Mo. & Accessories 
Penn 


Heating Spesialtics 





BRANCH 
1140 St. Louis Ave. 
East St. Louis, Ill. 








Mercoid © General 
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re HoOT . 
WATER’ 


/emdé BULLY 
uF GUARANTEED 
Write 


for literature 
and details of dealer 
franchise. 
METROPAC 


INDUSTRIES, INC. 
EVERETT 49, MASS. 


FORCED WARM AIR 
DOMESTIC HOT WATER 


IN 
ONE 
UNIT 
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FIRE BOX wy 
fueloil & oilheat 


WANT ADS 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 





Ne Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 


K"' FACTOR CALCULATOR. Handy, compact slide-rule. Eliminates cumber 
some charts. Speedy. Accurate. Single setting gives both K-factor and degree 
day of usable oil. Only $5.50. Degree Day Systems, Dept. FO, 3930 58th 
Street, Woodside 77, New York. 


MAXIMUM-MINIMUM thermometer. Get the daily high and low temperature 
for your area. This information necessary to secure mean temperature for 
degree day system operation. Price $7.95. Degree Day Systems, Dept. FO, 
Woodside 7 New York 


PETROLEUM PRICE CARDS. Don't stop to figure—just read. Eliminate costly 
errors. Card shows amounts from 1 to 999 gallons, and bridged from 1000 
to 9000 gallons. Will pay you to send for our circular. Degree Day Systems 
Dept. FO, Woodside 77, New York. 


ALL WEATHER METER TICKETS imprinted with your name, address and 
telephone. 1000 sets (3 part) only $18.00. Allow 10 days in busy heating 
season. Advise make and model of truck meter, Degree Day Systems, Dept. FO 
Woodside New York 


PRINTED FORMS available for immediate shipment. Heating and oil burner 
materials form, burner service record cards, service order forms, inspection 
information form, survey sheet and others. Send for samples, no obligation 
Write Dept. FO, Degree Day Systems, Woodside 77, N. Y. 


DECALS 
your order 
needs 


Service, nameplate or truck lettering and trademark decals made to 
Easy to apply, uniform, distinctive, economical for small or large 


Write for catalog. Mathews Co., 827 S. Harvey, Oak Park, Ill 


TRUCK SIGNS—DECAL TRANSFERS—SERVICE—SALES: No charge for 
sketch; designed to your specifications. Plastic colors give greater brilliance 
and durability. Low priced. Easy to apply. Write for samples. Allied Decals 
In : 8 Hough Avenue, Cleveland 3, Ohio 





REAP INCREASED SALES 


YOUR OWN EXCLUSIVE 
from DIRECT MAIL PROGRAM 





lighly s essful campaign developed for one of Chicago's 
eading oil distributors now available on exclusive territorial 
basis utside of Cook County, Illinois. Complete art in car- 
toon style, ready for your printer. Campaign features Oil 
Burner Service Dependable Delivery Quality Fuel 

Heating Equipment and 4 other selling points. It is de- 
signed for 2-color printing on self-mailer 3%4 x 9 blotter with 


ilendar less-than- 


iverage ost for just 


Complete for only $200.00 
one piece of campaign. 


Send Company signature and phone number for free 


JOHN B. MORRISSEY CO., Advertising, 
30 North La Salle street, 
Chicago-2, Ill. 


sample. 

















TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
into cash. Mail list and price to Box 885 


handling fuel oil end 
Give resume in detail 
Petroleum Corporation 


WANTED capable of 
company 


Crown 


Sales Manager and Salesman 
equipment sales for large independent oil 
and send to attention of Philip Kaplan, « 
92 Walnut Sereet, Hartford 1, Connecticut 


BURNER MANUFACTURERS: Outstanding new method for burning oil 


Domestic, Commercial Gun Type igh-Low Operation. Also for gas and 
horizontal rotaries. Radical departure from present methods. Oil prices, govern 
ment policy, make imperative full b.t.u. benefits be extracted from fuel. Five 


l S. Patents granted, allowed or pending. Easily adapted to present burner 
models. Certain applications useful for refrig. and air cond. Requirements: Ask 
ng $25,000. initial, advance royalty. Please do not reply unless able and will 
ng to meet this condition, Full information returned as early as possible. Box 
WAREHOUSE Low Rate Central Connecticut Receiving, Shipping and 


Invoicing Service Via Rail or Truck. Sales Rep. Available. The Franklin Terminal 
Corp., c/o The Rackliffe Co's., New Britain, Conn. BA 9-1691 


WANTED: All oil burner supply distributors to drop us 1 for a "free 


a ar 
salesman's sample’ of a swell new range burner item that needed by ever 


one of your dealer customers. Prepared tw your door—Lists for $2.9 Box 
154, Brunswick, Me 

CASH FOR SURPLUS INVENTORY’! Dead inventory takes up valuable storage 
space and costs you money. If you wish tw clear out your surplus inventory 
of gas or oil burner controls and equipment at close-out price mtact us Now 
Send list of parts and best prices to Box 1462 

HEATING ENGINEER for manufacturer and distributor level. Good job 
and future. Box No. 1464 

High and Low Pressure oilburner manufacturing business for sale, also cir 
culating pumps. Complete line of burners from ro 0 gph, including 
low-pressure. Box No. 1467 

SALES EXECUTIVE and /or Salesman, available in the Washington, Balamore 


Delaware area. Can handle field men: sell to jobbers and work with them 
and also ta retailers. Has good record—knows all forms of heating and firing 
Will make you a very happy employer, if you get him for a field man ‘ 
manager, or salesman. Excellent references. Box No. 14¢ 


WANTED—Oil burner serviceman. Experienced on all domestic burner 


Progressive business in growing suburban community in Philadelphia area 

Excellent opportunity for right man. Write stating full qualifications to Box 
16( 

KEY MANUFACTURER'S MAN! One of the oilheating induser best-known 


young sales and management men is available now. He know r busines 


and 1s known and liked by substantial numbers of ir Customer -rominent 
in industry association work Excellent sales and engineering background im 
residential, commercial, and industrial oilheating. This man can hely 1 grow 
Highest references. Box No. 1468 

HEATING LABORATORY NEEDS MAN to test boilers and heating product 


Box No. 1469 











KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM 
FASTER 


LABORATORY 
MADISON a ee 
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EY connectors Cut Costs! 


Complete line of Cable and Flex Conduit Connectors, 
Standard Equip + on leading 





Up 





Write or phone for catalog & samples 


heating & cooling equipment 





- LITE-CAST 


COMBUSTION CHAMBERS 
QUICK HEAT Re) emai a: 


MONOGRAM has... 

285 Standard Designs and 
sizes of LITE-CAST Insulating 
Refractory Combustion Cham- 
bers for ALL Boilers and 
Furnaces. 





TONGUE & GROOVE 
JOINTS 
* 


HIGH 
SIDE WALLS 
’ 
DOUBLE SEAL 
BETWEEN 
FLOOR & WALLS 
° 
PRE-CAST FLOOR 
* 


AIR SPACE 
BENEATH FLOOR 











-75 TO 12 GALLONS PER HOUR 
ALLEN-STEVENS 
CONDUIT FITTINGS CORP. 
33-53 62nd Street + Woodside 77, N.Y. + DEfender 5-3000 

WORLD'S LARGEST MFR. OF DIE-CAST CONDUIT FITTINGS 


U.S. Pat. No. 2075433 







































MONOGRAM PRODUCTS CO., INC. 





731 NORTH 35th STREET, PHILADELPHIA 4, PA 





A i 1 Mor ( ( a R _ 


Air Conditioning & Lake Chemical Compan i Reading Body Works, Inc 
Refrigeration Institute 8 Lennox lustries, Ir 80, 8 Remco, Inc 

Airteemp Division, Chrysler Cort ‘ Pochester Manufacturing C« 

Allen-Stevens Conduit Rockwell Manufacturing ( 


Fittings Corp . i Clay |} 
Anthony Company, W. § : Gen LA 
Applied Mechanics 


M 


Company ( al ¢ t ( 





B e Maid-O-M In 84 
, tings ¢ Marlow Pum 1 Scovill Manufact ge ¢ 
Gener Refra 5 Ma Trades Shops S 38 Scully Signal Company 
Sabonck & ae x . ompan G alear B Master-Craft Sut ( I Shell Oil Compan 5 
a ne — Goodall R McDonne & Mille I Ba Cover Shenango Refractories 
B ge : : ( in-R I Me Industrie I Sinclair Refining Company 
~ Be 4 ge f Oil ¢ " Metror in Petroleum Cort Smith Corporati a. 
—_ «se ~~ ry & Me Rg Sor Ir Willian i4 Socony Mobil Oil ¢ Ir 
Nachine 0 
\ , | Stewart-Warner Corporat 
Boston Machine Works ¢ H , | tor . ce sce Sun Oil ¢ me i 
> ) " om 
Brodie Company —_ hea ; : M Manufacturing Sun-Ray Burner Mfg. ¢ 
nside Front Hannay & S I Cliff B WK side B Sundstrand Machine 1 ( 
Budget Meter Compary Harve I < . I u Inside Ba Cove a 
fonogra Products Compa & 
Burnham Corporation ' Hayward Oil B ( é M Cor John B 
Burroughs Corporatior ‘ ‘ ) pany, John 
oughs I i ’ Heat-T € ( M Safe Company, The ) 


ienr 1 Manufacturing ¢ 
r 1 Br a ifactu 
+ j “a wn Re ( 8 M al _Manufacturine ¢ 7 _—— 
t € eat ‘ & d Oo an 
Carrier Corporation 108, 1 H . ( Thatcher Furnace Company 
Cleveland Steel Products Cx Thermolok Mfg. ¢ In 


Crescent Parts & 
Equipment Co In 


Thrush & Company, H. A 
Time Saving Fill In 





Nat al Cash Register Company I( 
D Industrial Coml I 8 Neptune Meter Company 12 
Internat al B New Yorker Steel Boiler Co 
Degree Day Systems i Ma e Cor Nu-Wavy Corporation. The 4 
Delavan Manufacturing C. 5 Iron-Hide Sa ( pa 13 Underwood Cort 


Delco Products Division 
Dewey Gas Furnace Company 
Dunkirk Radiator Cory J O- W 





I init Hea OPW < rat Walker Manufacturing & 
( ditioning | Surt Olse Manufact gz ( ( A ( Sales Corp 

Eagan Co., Inc Walter H Combustion ¢ Webster Electric Company 
Econo Products Div., Viking Johnson (¢ i S William Wallace Company 

Instrument Co l Jol »n Q S Williamson Company The 
Eddington Metal Specialey Cx s John ace ¢ a Tt P Wing Mfg. Co., L. J 
Electrofile Division Worcester Brush & Scraper Ce 
Ever-Tite Coupling Co K Penn Controls. In 














F Ke e Laborat Pla & e Compan 
Klemm Aut ( P Y 
Field Control Division Klee Air Ma } eaner ( 
Fitzgibbons Boiler Co.. Inx Kr | Compa } It ) York-Shipley, Ir - 





















SERVICE 
TRAINING 


"O-SO-TITE" 
Pipe-Joint Compound 






nners or Advanced 





Courses for Begi 


DAY RESIDENT Training 
EVENING RESIDENT Training 
DY RESIDENT Courses 








e 









HOME-STU 
HOME-STUDY Courses 





Used for over 25 years by oil 
heating dealers. You'll never 
have a call-back for joint leaks, when you use 
OSOTITE! Money-back guarantee. 


W. S. ANTHONY CO. 
109 BROAD ST., N.Y. 4, N.Y. ' 


BO 9-4843 





Write for FREE information 


and Sample Lesson 
No cost or obligation 


SHOPS SCHOOL 


ston 10, Mass. 














‘| 2 MASS. TRADES 


ii 161-163 High St., Dept. F, Bo 
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CHOICE 


OF THE INDUSTRY 


SINCE 1926 


PRECISION NOZZLES 


WHAT IS MONARCH PRECISION? Exclusive machines designed and manufactured by Monarch permit 
regular nozzle production to tolerances of 1/10,000 of an inch . . . certain critical dimensions within 
even closer limits! This, plus individual testing on oil is your assurance of perfect nozzle performance 
... always. 

WHAT DOES MONARCH PRECISION MEAN TO YOU? EXTRA PROFIT on service contracts! Preci- 
sion-made, precision-firing Monarch Nozzles eliminate excessive costs on call-backs due to faulty nozzles. 
EXTRA ECONOMY! Eliminate trial and error with 
Monarch Nozzles. You can depend on them for uniform 
fires ...and continuing proper performance even after 
long use. 

EXTRA SATISFACTION! You have the double-satis- 
faction of a more profitable service operation, and cus- 
tomers with full confidence in you! 


ALWAYS INSIST ON MONARCH PRECISION NOZZLES! 








AIR MIXING EQUIPMENT 


COMBUSTION HEADS: 

G-81-C Head is as easy to install as an ordinary Air 
Cone and Stabilizer, Produces high COs with no 
“adjustments” to get out of order. For 37%" or 4” 
1. D. Air Tubes. 


CONVENTIONAL: 
Bleded Cone Rings and four blode Stabilizers for 


M A N U FAC T U R | N G W @) R K .) 7 In C - ordinary Air Tube replacement from 31/2" to 8” I. D. 
2503 E. ONTARIO ST., PHILADELPHIA 34, PA. ee eee eee 


Also available: Flame Mirrors, "24" and 


Canadian Agent; (Except B. C 48" Nozzle Boxes, Racks, Wrenches, etc. 


E. S. Gallagher Sales Ltd., Toronto 15, Canada 


Exclusive Agents in all of Europe, Great Britain, 


Rolie ahd Mew Zeolond DEALERS: Buy from your Monarch Jobber. Write for Catalog “0” 





REMEMBER: It costs more to clean a nozzle than to replace with a new, precision, guaranteed-uniform Monarch Nozzle. 








—but he shouldn't oughta hafta! 


Not if the right steps are taken to wipe out the reason 
to scram! 


How many boilers, tanks and heaters in your commu- 
nity still need dependable, up-to-date safeguards against 
“scram” conditions? We’re not just talking about the 
jobs that are going in, but also the existing set-ups in 


Laundries Stores Schools 

Dry Cleaners Office buildings Churches 
Manufacturing Public buildings Motels 
Bottling plants Garages Apartments 
Bakeries Filling stations Greenhouses 


In the McDonnell line you have the most thoroughly 
proven basic safety controls for practically every con- 
dition you can run into in any boiler room. . . and they 
are backed up by clear-cut service recommendations that 
give you the what, why and how of every job. 

Particularly helpful in showing what is needed, and 
why it is needed, are two new booklets on safety controls: 
one on “Basic Safety Controls for Steam Boilers’; the 
other on “Basic Safety Controls for Hot Water Space 
Heating Boilers.” 

And beyond this is a brand new compilation of “En- 
gineering Reference Sheets” explaining interesting special 
cases. 

Write for any of these booklets that you do not have and 
put them to work. If there is any doubt about any job that 
comes up, do not hesitate te ask us to work with you. 


MCDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave., Chicago 18, Ill. 


Doing ws Shing Wale 





REG. U Pat. OFF 


‘MEDONNELL 
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No. 47-2 Quick-Hook-Up 
Feeder Cut-off Combina- 
tion for automatically 
fired steam boilers up to 
5000 ft.; maximum. steam 
pressure, 25 Ibs. Other 
types for larger boilers 
and higher pressure; also 
for hot water space heat- 
ing boilers. 


No. 150 Pump Control, 
low Water Cut-off and 
Low Water Alarm for 
boilers of any size with 
pressures up to 150 Ibs. 
maximum. 92 series for 
pressures up to 250 Ibs. 


No. 67 Low Water Fuel 
Cut-off for automatically 
fired steam boilers Maxi- 
mum pressure, 20 Ibs. 
Other types for hot water 
space heating boilers. 


230 and 240 Series 
A.S.M.E. pressure relief 
valves for hot water space 
heating boilers; for hot 
water tonks and heoters. 
Tested and Btu-rated by 
National Board of Boiler 
and Pressure Vessel In- 
spectors. Also tempera- 
ture relief valves and P-T 
relief valves. 


»! 
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